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ADSA’s Bonus Held -> 
Legal by Monroney;, 


By L. H. 


Published Weekly at 
2666 Penobscot Bldg. 


Houck 


Staff Correspondent 


KLAHOMA CITY.—The Authorized Deale 


Assn., after surviving an attempt to have the 
Trade Assn. Managers discredit its operation, la 
second solicitation of dealer support last week. 

Senator A. S. Mike Monroney, Oklahoma Dem 
held hearings on auto trade® 


ctices last year, advised 
SA officials that he 
thought their territory sales bonus 
“perfectly legal and fair 


The ATAM, meanwhile, 

a friendly court test on 

gy of territory sales 
bonuses. 

Though Senator Monroney is not 
an attorney, his statement was con- 
sidered helpful by ADSA officials in | 
view of General Motors President | 
Harlow H. Curtice’s declaration a 
week ago that a new law would be| 
needed to legalize a territory bonus | 
scheme. 


pro- 


* * & 


wy I understand the plan of the 
Authorized Dealer Survival 
Assn.,”” Monroney wrote, “the manu- | 
‘facturer would agree to pay the 
‘dealer a bonus for all new cars sold 
by the dealer to residents of, and 
for general use in, the area which 
the manufacturer has specifically 
designated to the dealer as his 
responsibility for sales and service. 
This bonus would not increase the 
price to the public. 

“You have asked for my opinion 
of the legality of this plan. As 
you know, I am not an attorney, 
but my experience in the United 
States Senate with reference to 
the various antitrust acts leads 
me personally to believe that if 
the many bonus plans that the 
manufacturers have in operation 
now, and have had in operation 
for many years, are legal, I can 
see no reason why the plan 
originated by (ADSA) is not per- 
fectly legal and fair to all.” 

The senator, however, refrained 
from actually endorsing the ADSA 
Plan. Nor did he mention the 

Parallel efforts of NADA to come 
wp with an “area responsibility” 
rmula. 

It is believed that Monroney is 





Top Cars 


New-car registrations for five 
~months, plus 32 states for June: 
1957 Pos. Make 1956 Pos. 
_ 1—688,067 Ford 598,538— 2 
2—649,623 Chev. 720,148— 1 
3—282,932 Plym. 232,367— 4 
4—200,093 Buick 267,391— 3 
 5—182,486 Olds. 215,078— 5 
- 6—155,846 Pontiac 174,267— 6 
7—131,455 Mercury 128,739— 7 
8—122,707 Dodge 102,149— 8 
- 9— 67,162 Cadillac 66,493— 9 
| 10— 52,430 DeSoto 48,486—11 
* 11— 52,096 Chrysler 51,890—10 
12— 39,338 Rambler 33,381—13 
13— 28,111 Stude, 40,925—12 
> 14— 17,935 Lincoln 19,644—14 
15— 16,571 Imperial  4,799—18 
>16— 5,685 Nash 13,607—16 
|1i— 4,465 Met. 2,305—19 
/18— 3,069 Packard 16,200—15 
| 19— 3,003 Hudson 6,361—17 
/20— 448 Cont’ 876—20 
710,100 Misc. 35,852 
be Total All Makes 
| =—s-2, 773,622 2,779,996 
! Further details on Page 46. 





reluctant to get involve 

tional dispute and would 

see dealers unite behind “& single 

plan of action. 
> 


* 
TX Washington, it was indicated | 

that Senator Charles Potter, 
Michigan Republican, who has 
manifested an interest in cross-| 
selling, would take no steps toward 
legislation unless some semblance | 
of unanimity among dealers de- 
veloped on the territory security | 
issue. 

In his reply to Mead Norton, | 


* 





| ADSA chairman, Monroney said he 


was well aware of the problems} 
faced by dealers. 

“During our hearings on auto- 
mobile marketing practices last 
year,” he wrote, “the demoralized 
condition of marketing received 
much attention in testimony from 
dealers, This year the situation, 
in many respects, has grown even 
worse, as practices involving | 
fictitious pricing, phony trade-in 
allowances, packed finance 
charges, giveaway vacation trips 

(Continued on Page 4, Col. 3) 


Colbert Is Cool 
To NADA Plan 


For Service Bonus 


HRYSLER CORP. President L. 

L. Colbert, replying last week 
to NADA’s proposal for a service- 
responsibility bonus plan, was con- 
siderably less than enthusiastic 
about the idea that had been out- 
lined in a letter from Frederick J. 
Bell, NADA executive vice-presi- 
dent. 

“The stated purpose of the spe- 
cific proposal for an ‘infringe- 
ment indemnity’ is to protect the 
public in servicing automobiles,” 
Colbert said. “But the ultimate 
result of the plan, assuming it 
could be made to work, would be 
to establish closed territories.” 
Enlarging on this theme, he de- 

clared: “An important question is 
whether it is practical to have 
closed territories in the light of 
today’s marketing realities and the 
apparent continuing difference of 
(Continued on Page 6, Col. 3) 
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—— 


Checking ADSA's Mail— 


Oklahoma dealers are shown looking over inquiries for more information about the | 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


, 
; 


Came 


This issue includes the monthly 


TRUCK SECTION 


$8 Per Year, 25c Per Copy 


‘4 Millionth Car 
To Roll 18 Days 
Ahead of °56 Pace 


Week’s Output Slides 
To 118,000 as AMC 
Finishes Model Run 


By Martin L. Whitmyer 
Staff Writer 

IGHLIGHT of this week’s out- 
put operations is scheduled to 
be the production of the four mil- 
lionth car of the 1957 calendar 
year—a milestone that beats its 
1956 counterpart by 18 work days. 
The four-millionth car of the 
year is expected to roll from the 
lines this Thursday (Aug. 7), 
compared with the corresponding 
unit of a year ago, which was 

assembled on Aug. 28. 
The closing down of all American 


Authorized Dealer Survival Assn. From left, Art King (Dodge), Oklahoma City; Jerry | wrotors operations for changeover 


Cravens (Ford), Oklahoma City, and Chick 
Oklahoma City Motor Car Dealers Assn., 


Coker (Pontiac), Oklahoma City, president, 
and vice-president, Oklahoma Automobile 


| to its 1958 models, only token out- 
put by Lincoln and reduced assem- 


Dealers Assn., present two membership checks from Texas dealers to Bert Horner, | blies on a corporate level at Gen- 


mobile Dealers Assn. 


Edsel Bows in 


Others Wait for Falt 


By Kenneth C. Kelley Jr. 
Staff Writer 

HE newest of the new cars — 

the Edsel—will be shown to the 
nation’s press in Dearborn Aug. 
27-28, with public introduction 
scheduled to follow “in 10 days or 
so.” 
Edsel will have the field all to 


itself for more than a month, but} 


several other producers are sched- 
uled to have new models on sale 
by the end of October. 

General Motors is planning to 
debut 1958s at about the same 
dates the 1957s were introduced 
last year. All five lines will be 
on sale before a two-hour tele- 
vision spectacular celebrating 
the 50th anniversary of the cor- 
poration on Nov. 17. 

Next to Edsel, the biggest news 
about Ford Motor Co. new models 
is the fact that the 1957 Ford will 
have a 13-month selling year. The 


’58 will appear in early November | 


while the 1957 was introduced last 
Oct. 3. 
” ” * 
E 1958 Lincoln is tentatively 
scheduled to be introduced on 
Oct. 24, with Mercury slated to bow 
in late October or early November. 

Pictures and descriptions of the 
1958 Plymouth will be released for 
publication on Oct. 23, with the 
new models scheduled to go on sale 
in late October or very early No- 
vember. 

Dodge’s press date is Oct. 25, 
but other Chrysler Corp. makes 
are undecided. However, a three- 
day press preview for all lines is 


| seated, ADSA managing director. At right is Roy Tant, manager, Oklahoma Auto- 


a 


All Chrysler Corp. 1957s went on 
| sale last Oct. 30. There is no word 
| yet on whether all lines will be in- 


troduced on the same day this year | 
|or whether introductions will be| 


| staggered. 


* * > 


MERICAN MOTORS will intro- 
duce Nash, Rambler and Hud- 
|}son models on the same day in 


toward the end of the month. 
Studebaker-Packard will show all 


and one Packard about Oct. 15. The 
| Hawk-type Packard is scheduled 
for the early debut. 

The remaining Studebaker model 
and other Packard models will ap- 
pear after the middle of October, 

(Continued on Page 4, Col. 1) 


Inside 
Auto News 


@ California prepares to 
license dealers, salesmen. 
Page 3. 

Heavy-duty truck training 
for Big Three dealers. Page 
20. 





New-car buying plans un- 
changed from last year. 
Page 2. 
New-car, truck registrations, Page 46. 
Used-car auctions, Pages 4, 38. 
Output Table, Page 53. 


Rips Plans to Curb Cross-Selling 


Eprror’s Nore: This is the third 
in a series of articles on cross- 
selling. 
By Joseph M. Callahan 
Staff Writer 
ETROIT.—The NADA and the 
Oklahoma “survival” plans to 
control cross-selling are “in re- 
straint of trade” and are “not in 
the public interest,” in the opinion 
of Don McCullagh, a Detroit Chev- 
rolet dealer who admittedly sells 
cars in all parts of the country. 
In an interview with AUTOMOTIVE 
News, McCullagh said that any 
industry plan or government legis- 


lation whose phbjective. would be 
the restoration of 
a’ form of terri- 
tory security 
would: 

1. Reduce the 
number of cars 
sqld annually, be- 
epuse prices 
would be in- 


2. Reduce the quality of service 


which a car buyer would receive, 
because he would be the captive 
of a certain dealer or group of 
dealers—unless he was willing to 
pay $100-$200 more for the privi- 
lege of buying out of town. 

3. Lead to unemployment in the 
auto industry, because of the re- 
duced volume, and “it will close 
some factory doors.” 


* * * 


4, PRODUCE higher auto prices, 

* because competition among 

dealers for the consumer dollar 
(Continued on Page 51, Col. 1) 


| the last half of October, probably | 


but one of its Studebaker models | 


eral Motors and Ford Motor held 
r output to an estimated 118,237 


nits last week 


HAT was a 14 percent decline 

from the previous week's out- 

t of 119,857 units but a 64 per- 

nt increase over the week 

ded Aug. 4 a year ago, when the 
nufacturers turned out only 

152 cars. 

Last week’s total of 118,237 was 
95.1 percent of Automotive News’ 
three-year index, as compared 
with the 97.1 percent compiled on 
the previous week's assemblies. 

The decline from the previous 
five work days helped hold July 
|} output to an estimated 493,863 as- 
semblies—a 1.3 percent drop from 
the 500,271 cars built in June, but 
a 10 percent increase over the 448,- 
875 units assembled during July a 
year ago. 


(oo output, which amounted 

to 21,017 units last week, as 

compared with 21,798 a week ear- 
(Continued on Page 53, Col. 3) 


AMC to Revive 
100-Inch Sedan 
For 58 Market 


MERICAN MOTORS last week 

confirmed reports that it is tool- 
ing and has placed production 
orders with suppliers for a smaller, 
low-priced, five-passenger sedan 
to be introduced late this fall. 

President George Romney said 
the new ear, as yet unnamed, will 
be “the lowest-priced, most eco- 
nomical, easiest-handling Ameri- 
can-built sedan.” 

He added that it will be a modi- 
fied version of the company’s pre- 
vious 100-inch-wheelbase Rambler 
and “will further strengthen the 
successful compact Rambler ap- 
proach to the rapidly changing 
American car market.” 

. * * 

r ANOTHER statement, Romney 

said AMC made substantial 
progress toward profitable opera- 
tions in the nine months ended 
June 30. He said Rambler sales 
were up 35 percent this year and 
put the automotive division “well 
into the black” in the third quar- 
ter. 

(AMC’s fiscal year runs from 

Oct. 1 to Sept. 30.) 

Despite the automotive gain, the 
corporation remained in the red 
due to losses suffered by the ap- 
pliance and special products (de- 
fense) divisions. Conditions through- 
out the appliance industry are 
“chaotic,” Romney declared. 


In the three months ended June 
(Continued on Page 54, Col. 1) 
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Surveys Find New-Auto Plans About Same aes 





More Enter Used-Car Market 


WASHINGTON. — The public 
plans to buy new cars in about the 
same numbers as last year but an 
increase in used-car sales was in- 
dicated in surveys of consumers. 

The continuing series of con- 
sumer interviews is carried on by 
the Survey Research Center of the 
University of Michigan and the 
Federal Reserve Board. 

The interviewers found 8.4 per- 
cent of those questioned plan to 
buy new autos this year, compared 
with the same percentage last year 
and 82 percent in 1955. 

Eight percent had plans to buy 
@ used car, an increase from the 
72 percent last year and 7.5 per- 


cent in 1955. The interviews on auto 
buying plans were taken in the 
early part of each year. 

Those who planned to buy new 
cars indicated they were willing to 
pay a little more for their 1957 
models than the buyers of previous 
years. 

Those in the market for a new 
car set $2,900 as their median 
planned expense for the car. The 
median is the number midway 
between the highest and the 
lowest and-is not an average. 

In 1956 the median planned ex- 
penditure was $2,810, and it was 
$2,800 in 1955. 

Those with plans to buy a used 


28 Southeastern Jobbers 
Charged with Price Abuses 


WASHINGTON. — The Federal 
Trade Commission has charged 28 
southeastern jobbers of automotive 
parts and supplies with using their 
purchasing organization as a 
“mere bookkeeping device for fa- 
cilitating” price discriminations. 

The o mn, Warehouse 
Distributors, Inc., Atlanta, was 
formed by the jobbers as a buy- 
ing group. Although the corpora- 
tion purports to be the purchaser 

of its members’ supplies, FTC 
charges it is only a device 
through which members are 

billed and pay for their pur- 
chases. 


FTC also charges the jobbers are 
knowingly seeking and receiving 
favored prices through their com- 
bined buying power, replacing 
those suppliers who do not grant 
price favors. 

The complaint says that sup- 
pliers who offer quantity discounts 
are forced to give discounts based 
on the combined purchases of all 
backers of the Atlanta firm. 

In addition, the complaint says, 
members receive trade discounts 
from other suppliers who do not 
give such discounts to competing 
jobbers. 

The parties were given 30 days 
to file an answer to the charges. 
A hearing is scheduled for Sept. 
16 in Atlanta before an FTC 
examiner. 

In addition to Warehouse Dis- 
tributors and its manager, Charles 
A. Cole, others named in the com- 
plaint were: 

Alexander - Seewald Co., Inc., 


Business 
Barometer 


Auto Production — 139,254 cars, 
trucks in week vs. 131,873 the year 
before. 

Business Failures—228 in week 
vs. 274 the year before. 

Department Store Sales—Up 5 
percent from the year before. 

Freight Loadings — 743,359 cars 
in week, an increase of 94,867 from 
the year before. 

Gasoline Stocks — 178,267,000 
barrels, a decline of 3,706,000 barrels 
in week. 

New-Car Registrations—2,773,- 
622 in 1957 to date vs. 2,779,996 year 

New-Truck Registrations—390,- 
533 in 1957 to date vs. 420,208 year 


ago. 

Oil Stocks — 285,882,000 barrels, 
an increase of 5,424,000 barrels in 
week. 

Steel Output — 82.2 percent of 
estimated capacity vs. 79.4 percent 
week earlier. 

Used-Car Prices—$891 in July vs. 
$893 in june. 

Wholesale Prices—118 percent of 
1947-49 index, unchanged from week 
pe * ¢ ® 


Common Stocks 


July July 1957 
31 24 
7% 7% 
Bly 


45% 
6% 


39.40 





Atlanta, and its president and 
treasurer, R. Jackson Alexander. 
Automotive Supply Co., Bluefield, 
W. Va., and its president and 
treasurer, Frank McKenzie. 

Auto Specialty Co., Inc., Dan- 
ville, Va. and its president and 
treasurer, H. Edgar Allen jr. 

Auto Spring & Bearing Co., Inc., 
Roanoke, Va., and its president, 
Gordon E. Johnson. 

Black & Co., Inc., Knoxville, 
Tenn., and its president, Jack F. 
Black. 

A. C. Broyles jr., proprietor of 
Broyles Rubber Oil Co., Greene- 
ville, Tenn. 

Butler Supply Co., Inc., Macon, 
Ga., and its president, Milton 
E. Butler. 

C & B Parts Service, Inc., Colum- 
bus, Ga. and its president and 
treasurer, Benjamin T. Brooks sr. 

Consolidated Automotive Co., 
Jacksonville, Fla. and its presi- 
dent, Edgar H. Rogers jr. 

Craig Motor Service Co., Inc., 
Fairmont, W. Va., and its vice- 
president, treasurer and general 
manager, Wallace D. Craig. 

General Automotive Supply Co., 
Inc., Norfolk, Va., and its presi- 
dent, William P. Butt. 

Hart’s Automotive Parts Co., 
Chattanooga, Tenn., and its of- 
ficers, R. Henry Hart jr. and W. 
Russell Johnson. 

Billie Bruce Jones, proprietor 
of Bruce Jones Co., Albany, Ga. 

Motor Bearings & Parts Co. of 
Raleigh, Inc., Raleigh, N. C., and 
its officers, Lorentz T. White, 
Lorentz T. White jr. and Sydnor 
M. White. 

Motor Car Supply Co., Charles- 
ton, W. Va., and its officers, Emory 
R. Young and Hoke J. Monroe. 

Motor & Electric Supply Co., 
Inc., Bowling Green, Ky., and its 
president and general manager, J. 
A. Bryant. 

Parts Co., Columbia, S. C., and 
its president and treasurer, Walton 
H. Rockafellow. 

Parts Service Co., Inc., Mont- 
gzomery, Ala, and its officers, 
Claude R. Kirk and Samuel R. 
Meadows. 

Phelps-Roberts Corp., Wash- 
ington, and its president and 
treasurer, Robert E. Phelps. 

Richmond Auto Parts Co., Inc., 
Richmond, Va., and its president, 
Hansford B. Truslow. 

Scurry & Nixon, Inc., Greenville, 
S. C., and its president, James A. 
Brown. 

Southern Bearings & Parts Co., 
Inc., Charlotte, N. C., and its of- 
ficers, Clarence E. Beeson and O. 
Harold Hamby. 

Southern Parts & Bearings Co., 
Inc., Lynchburg, Va., and its of- 
ficers, Randolph M. Myers and H. 
Ival Slaydon. 

Spartan Automotive, Inc., Spar- 
tanburg, S. C., and its president 
and treasurer, Theodore R. Garri- 
son. 

H. Steenken & Co., Charleston, 
S. C., and its officers, Frank E. 
Condon and F. Raymond O'Keefe. 

United Service Co., Lexington, 
Ky., and its officers, John H. Yell- 
man and Oliver A. Bakhaus. 

Valley Distributors, Inc. Win- 
chester, Va., and its officers, Dud- 
ley C. Lichliter and C. F. Staples. 

Womwell Automotive Parts Co., 
Ine., Lexington, Ky., and its presi- 
dent, Barclay A. Storey. 


auto set $920 as their median 
planned expense. The comparable 
figure for 1956 was $800, and in 
1955 it was $810. 

The interviewers also got these 
facts and opinions from consumers: 

Forty-five percent were making 
more money than a year ago, and 
36 percent reported no change in 
their incomes, 

Forty percent said they were 
better off financially than they 
were @ year ago, and 35 percent 
could see no change. 

Sixty percent expect good times 
in the year ahead, and 7 percent 
felt general business conditions 
would be fair. Those expecting bad 
times amounted to 13 percent while 
20 percent were uncertain. 

The survey showed that more 
consumers now own newer cars 
than they did eight years ago. 

In early 1957, at least one auto 
was owned by 72 percent of the 
spending units, and 10 percent 
owned more than one. In 1949, those 
owning a car amounted to only 51 
percent of spending units while 3 
percent owned more than one auto. 

Nearly 50 percent of the cars 
owned in 1957 were four years old 
or less, and 10 percent were more 
than 10 years old. Eight years be- 
fore, 30 percent of the cars were 
four years old or less, and 50 per- 
cent were more than 10 years old. 

Of those who bought cars in 
1956, the survey showed 34 per- 
cent paid cash or cash plus trade- 
in for new cars, and 37 percent 
did the same for used cars, 
Those using credit to cover at 
least a part of the cost of a new 
car amounted to 63 percent, while 
58 percent used credit on used-car 
deals. In both classes of purchasers 
there were groups which did not 
fall into the cash or credit pattern 
so the totals do not amount to 100 
percent. ° 

Publishers of the survey said the 
use of credit had increased since 
1953 on new-car deals but had held 
steady on used-car transactions. 

Of those who used credit on new- 
car deals in 1956, about one-fifth 
reported the installments ran 31 to 
36 months; two-fifths reported 25 
to 30 months, and one-third re- 
ported 24 months or less. 

A later survey, made in May and 
June, gives a little less optimistic 
outlook in at least one respect. 

On the subject of plans to buy 
automobiles, it was reported that 
those planning to buy a new car 
amounted to about the same per- 
centage as a year before while 
those with plans for a used-car 
purchase have increased. No 
figures were quoted. 

However, when the same group 
was asked if they thought this was 
a good time to buy major house- 
hold goods, 47 percent said it was, 
compared with 51 percent in late 
1956. Twenty percent said it was a 
bad time, compared with 17 percent 
last winter. 


tm 


60th Birthday Nears for Olds— 


Edsel Dealers in Chicago— 


The first group of Chicago Edsel dealers was announced by D. Edward Manning, 
Edsel Chicago district sales manager. The newly authorized dealers, shown with Edsel 
representatives are, seated, from left, Lloyd J. Fried, Fred G. Litsinger, Manning, 
Norbert R. Kazmier, Charles O. Gracey and Mike McCarthy. Standing: Albert 0, 
Maggio, Henry D. Maggio, John J. Rewers and C. H. O'Donohve, Edsel midwes 


regional sales manager. 


To Government Auditors... 


GM Opens Defense Books 


WASHINGTON.—Genera] Motors 


has written the GAO in reply to 


last week agreed to turn over its| a GAO letter of Apr. 26, saying 
records on defense contracts to! that the record of the Cadillac 
Government auditors any time they| contract would be available if 


wish to see them. 

The decision came in a tele- 
gram from Harlow H. Curtice, 
corporation president, to Rep. F. 
E Hebert, Louisiana Demo- 
crat and chairman of a House 
Armed Services subcommittee. 
The Government’s General Ac- 

counting Office earlier had said it 
had been denied access to records 
of an uncompleted tank contract 
held by Cadillac. 

This prompted Hebert to threaten 
to call Curtice before the sub- 
committee. This appearance now is 
unnecessary, the Congressman said 
after receiving Curtice’s wire. 

Curtice told Hebert that until he 
received a telegram from Hebert, 
he had been unaware that records 
had been withheld from GAO. 

He said the GM general counsel 


°51 NIADA Chief 
Quits U.C. Business 


DALLAS. — Walter Wilson, 1951 
president of the National Independ- 
ent Automobile Dealers Assn., has 
sold his interest in Wilson Motors 
to his nephew, Jimmie Wilson, and 
entered the real estate business. 

The former downtown building 
of Wilson Motors has been taker 
over by Chick Hutton Co. for estab~ 
lishment of its seventh outlet, a 
Dodge dealership. Chick Hutton 
bought the business of Myrick 


Motors, which had handled Dodge 
at another downtown location. 

G. C. Myrick, also a former 
Studebaker dealer, said he had no 
| future business plans. 





Oldsmobile's first automobile, a one-cylinder, 6 horsepower model built by the 
Olds Motor Vehicle Co. in 1897, is shown carrying a capacity load of four persons. 


In the memorandum of the first directors’ 


meeting, Aug. 21, 1897, Ransom E. Olds, 


the company's general manager, was instructed “to build one carriage in as nearly 
perfect a manner as possible and complete it at the earliest possible moment." Now, 
more than five million cars later, Oldsmobile is preparing to celebrate its 60th anni- 
versary Aug. 21. The first Oldsmobile is now on display in the Smithsonian Institute, 


Washington. 


desired. 

Curtice added that when the U.S 
comptroller general, GAO adminis. 
trative head, “desires such access 
or examination of any such record; 
and so advises us, the records will 
be made available.” 

The Cadillac contract issue first 
arose at a hearing at which GAO 
officials testified that GM made 4 
profit of $17,459,000 more than the 
Government thought it should ons 
$375 million Air Force contract. 

After receiving Curtice’s tele- 
gram, Hebert said: “The position 
of the subcommittee that public 
funds are a public trust and that 
there shall be no secrecy where 
Government funds are involved 
has been forcefully sustained by 
the reversal of the GM position 
in this instance. 

“The subcommittee will continue 
to insist upon full compliance with 
the law and the closest scrutiny by 
Congress and its agents of all de 
fense contracts regardless of the 
identity or influence of the com 
tract.” 


Tire Prices Rise 
3 Pct. Following 


Wage Increase 


AKRON. — Goodyear Tire & 
Rubber Co. raised retail tire prices 
3 percent last week and announced 
boosts of 3 to 6 percent on its 
other products. 

The boost undoubtedly will be 
general throughout the industry. At 
press time last Thursday, U. & 
Rubber, Firestone and Goodrich 
representatives said similar in- 
creases on their lines were expected 
momentarily. 

The price hikes had been ex- 
pected because of pay increases 
won by the United Rubber Work- 
ers. The pay boost amounted to 4 
package of 15 cents an hour. 

The higher prices will affect 
buyers of 1958 automobiles as well 
as purchasers of replacement tires. 

Reta‘i tire prices will rise 530 
cents to $3 per unit for passenger 
cars and $2.50 to $5 for trucks, 
and these costs, like the recent 
$6-a-ton steel boost, will be con- 
sidered by auto makers when they 
form their 1958 price patterns. 


Ist-Half Sales Topped 

10,000 Units, Moran Says 
CHICAGO. — Courtesy Motor 

Sales, Inc. (Ford) sold 10,102 new 


_|and used cars in the first six months 


of 1957, compared with 7,264 in the 
corresponding period of 1956, ac 
cording to James H. Moran, presi- 
dent. Dollar volume rose 41 percent, 
he added. 

Moran said new-car sales for the 
first six months this year totalled 
4,105, compared with 2,712 a year 
earlier, and that used-car sales 
climbed to 5,997 from 4,552. 
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have heard much about “area 

of service responsibility,” how 
would benefit the public, the 
ufacturer and the dealer. 

Little has been said about how 
guch a change would profit the 
salesmen. Salesmen are vital to our 
national economy because, until 
something is sold, nothing else 
happens. There are some 200,000 
automobile salesmen, They are 
suffering through causes not of 
their own making. A change of 
contract will improve their oppor- 
tunities and restore to them the 
proud position they once held in 
the industry. 

I can explain the present situa- 
tion of automobile salesmen best 
by printing a letter from one 
whom I respect. It was addressed 
to the head of one of the factories 
after this salesman attended a 
factory meeting for retail sales 
managers, 

This column usually does not in- 
dulge in criticism. We believe that 
compliments have more effect in 
gaining a desired end, I am sure 
his letter is constructive. It puts 
a majority of salesmen’s thoughts 
into words. I give it to you in its 
entirety, as follows: 

= = * 


Salesman’s Letter 
and sales managers. The main and 
foremost topic of this meeting was 


the problem of obtaining and train- 
ing sales personnel. 


“Now, first, let me set the record | 
straight, and state that I am going) 


to present the other side of the 
problem as objectively as possible 
and try to avoid a disgruntled, 
sour-grapes attitude. May I mention 
also that I speak as a former 
dealer, so I know their problems, 


NADA to Launch 
Pension Plan for 
Dealers, Employes 


WASHINGTON.—NADA’s special 
retirement committee has an- 
nounced that it is ready to launch 
a retirement plan for dealers_and 
their employes on Oct. 1. 

The committee's advisors—invest- 
ment firms and banks—said a na- 
tional plan would be far more 
economical than an individual or 
State plan. 

NADA plans to offer the program 
as a service to members with no 
revenue’ going to NADA or state 
associations, the committee said. 
This will give participants maxi- 
mum benefits. 

The committee said the plan will 
give dealers something to “sell” 
their employes, serving to cement 
good human relations and diminish 
the desire of employes to look 
elsewhere for the benefits. 

The Internal Revenue Service has 
been asked to approve the plan, the 
committee said. 
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VERY recently attended a fac- 
tory sales meeting for dealers) 


Dealers tell me 


By John 0. Munn 




















and they are almost insurmount- 
able today. 

“At present I am selling cars at 
the retail] level, as I expect to 
continue to do. However, to ad- 
vise any bright young man to get 
in this business, as it is today, is 
beyond my capacity for honest 
advice. 

“Only the reluctance to throw 20 
years’ experience down the drain, 
and an abiding hope for reforms 
in the near future, before we are 
all bankrupt, keeps me going. 

“The factory asks for high caliber 
retail sales personnel, preferably 
with at least some college training. 
Wonderful thought! But who, with 
enough commonsense to get through 
college, is going to enter this rat 
race today unless he goes in blind- 
folded? As is wel] known, the com- 
petition for keen young men is 
terrific today, particularly in the 


| sales field. 


* 


‘Dog Eat Dog’ 
Zz. PRACTICALLY any field to- 
day, except the auto business, a 
salesman assigned a territory is 
assured of all the business he can 
develop in that territory¥j-new as 
well as repeat. Not so in our jungle. 
Dog eat dog! Root hog or die! 
“‘Ring the doorbells, arouse the 
town, the factory sales experts 
say. With all due respect, I salute 
them for their noble thoughts, but 
at the same time I wonder how 


x * 


many of them have ever sold retail | 


in the chaotic market as it is today. 

“I sincerely believe that if all 
your wholesale men were required 
to spend at least three months 
of each year selling at the retail 


level, they would defect to some | 


other line of endeavor. 

“A salesman is only as effective 
as the product he sells and vice 
versa, We have a terrific product, 
the best in the field. We have no 
real competition. Our trouble stems 
from our brother (7?) dealer. The 
public is wise, and no wonder! I'll 
bet there isn’t a month goes by that 
some well-known national magazine 
doesn't carry an article, by some 


crackpot authority, on how to buy| 


a new car. 
“The author may vary, but the 
theme is the same—‘shop, shop, 
shop!’ Seldom anything about 
dealer integrity or service avail- 
ability. The public eats it up, at 
least eats the part they like. ‘Save 
a buck, play one dealer against the 

other.’ 
7” 


‘Where's the Security?’ 


SALESMAN used to be able 
to gather himself a following. 
By hard work and persona] atten- 
tion, he could sell his car and be 
assured of the business if his price 
was in line with his competition. 
Now, after long hours spent in 
creating desire and demand, he 
sees his customer go shopping for 
a deal. 

“I say business created by that 
salesman should stay with the 
dealership for whom he created 
it—Territory Security! This is the 
reason for salesmen being reluc- 
tant to ring doorbells. Advertising 
is going to create some business, 
so why not wait for it to come 
in; it’s going to be a bid proposi- 
tion anyway! 

“If your dealer isn’t ready to 
outbid the dealer in the neigh- 
boring town, you aren’t going to get 
the business. Why drum up business 
for your make of car that you 
aren’t at all sure of getting? This 
is the reason you aren’t attracting 
new blood of the caliber you desire. 

“You talk of Security, What 
security ?—your customer this year, 
someone else’s the next! That’s 
security? Gentlemen, I had a 
brother who sold life insurance. He 
collected commissions from those 
policies as long as they were in 
force. That is security! 

“A few years ago I was asked 
to address a high school graduat- 
ing class on opportunities in the 
auto business. I told them the 
truth with no glossing over—the 

(Continued on Page 53, Col, 4) 
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Dealer Byers Captures 
U. S. Speedboat Title 


LOUISVILLE. — George Byers 
jr.. a2 DeSoto-Plymouth dealer 
from Columbus, O., is the na- 
tion’s new seven-liter hydroplane 
champion, Driving Miss DeSoto 
IX, he won the title in the Ma- 
rine Derby Regatta here. 


Byers has pursued the crown 
for five years, but in the past has 
been thwarted by mechanical 
trouble. He averaged 78.809 miles 
an hour, a Derby record, to win 
this year’s event. His next goal 
is to improve on his world record 
of 133.389 m.p.h. on a straight- 
mile course in Miami’s Orange 
Bowl Regatta in December. 








Cite ‘Stabilizing’ Effect . 





Calif. DealersApplaud 


Licensing of Salesmen 


By William Carroll 
Staff Correspondent 
LOS ANGELES.—Dealers and 
salesmen contacted by AUTOMOTIVE 
News last week expressed approval 
of recent State legislation establish- 
ing a system of licensing automo- 
bile salesmen. The act becomes 


reasons for liking the new law. 
Several said it will improve the 
ethics of car selling, while others 
think it will reduce the number 
of floaters and may deter union- 
ization of salesmen. 

“This is a good thing,” com- 
mented Reg Fudge jr. (Lincoln- 


effective July 1, 1958, while a dealer | Mercury), Encino. “Perhaps we will 


license bill goes into effect Sept. 11 
of this year. 
They mentioned a variety of 


Fs 
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Map Plans for San Francisco 


> 





Show— 


Inspecting auto show plans for San Francisco's Cow Palace are, from left, Thomas | 
Rooney, the show's newly appointed managing director; Cecil Whitebone, president, | 


| Motor Car Dealers’ Association of San 


Francisco; George Olsen, show committee 


chairman, and Amos Crowl, MCDA manager. The show is scheduled to open the 
day after Thanksgiving and will be known as the San Francisco International Auto | 


Show. 


Dealers Advised: 





30-Day Supply Is Best 


TORONTO. New-car inven- 
tories should generally be limited 
to a 30 to 45-day supply, according 
to information on a dealership’s 
balance sheet released by Canadian 
Acceptance Corp., Ltd. 

The high costs of floor-plan- 
ning make a supply for no more 
than 30 days desirable but de- 
livery conditions can alter this, 
the financing firm said, adding 
this advice: 

“Gear inventory purchases to 
models for which there is a brisk 
demand in your community. This is 
particularly applicable, too, in the 
stocking of trucks. The cost of 
carrying excessive inventories on a 
floor-plan basis has a very decided 
effect on your profit.” 

The selling of models in stock 





Randolph Leaves 


New Mexico Post 


ALBUQUERQUE, N. M. — Wil- 
liam Randolph has resigned as 
manager of the New Mexico Auto- 
motive Dealers Assn. No successor 
has been named, 
according to 
Knox Converse, a 
director of the 
association. 

Meanwhile, Con- 
verse said, Ran- 
dolph still acts as 
manager on a 
“standby” basis. 
Randolph and his 
wife are vaca- 
tioning in Cali- 
fornia. 


W. Randolph 

Randolph is a former president 
of the Albuquerque Safety Council. 
Before coming to New Mexico he 
served as manager of the Automo- 
bile Dealers Assn. of West Vir- 
ginia. 


NADA Names Adams 


CINCINNATI.—J. I. Adams, presi- 
dent of Adams Oldsmobile, Inc., has 
been appointed as area chairman 
for NADA, His appointment is 
effective until June 30, 1958. 


was emphasized and dealers were 
urged to stress ability to deliver 
| promptly on these models. 

CAC added these other pieces of 
advice on financial management: 

Cash on hand should equal at 
| least one month's operating ex- 
| penses and there should be $2 of 
current assets for each $1 of cur- 
rent liabilities to give ample work- 
ing capital. 

The inventory of new cars which 
is being carried by a dealer with 
| outside financing and the obliga- 
tion to the financing firm are not 
a part of the calculation of assets 
|and liabilities in this case. 

In paying dividends or making 
other withdrawals from the new 
net worth of the dealership, care 
must be taken not to weaken 
the firm’s working capital posi- 
tion too much. 

The sale of autos on open ac- 
counts should be avoided, except to 
large fleet buyers of sound finan- 
cial reputation. 


The amounts owed the dealer- 
(Continued on Page 6, Col. 2) 








cent .. 





and Rep. John Dozier (Buick). 


obtain and be able to retain more 
reliable salesmen.” 

Rick Banville, one of Fudge’s 
salesmen, declared: “I’m in favor 
of licensing because it will instill 
more confidence in the customer.” 

Although he approved of the law, 
Ray Nesseth, general manager of 
Bill Murphy Buick, Culver City, 

thought it would make little differ- 
ence to his firm if salesmen are 
licensed. 

He said Murphy hires only 
married men and some have been 
with the firm nearly eight years. 
The company investigates sales- 
men before hiring them, Nesseth 
said, which reduces the chances 
of employing a floater. 

“California salesmen never have 
been noted for staying in one 
place,” was the opinion voiced by 
H. H. McIntyre, general manager 
of Dave Fair (Chrysler-Plymouth), 
Resada. 

“Licensed salesmen should feel 
more secure in their jobs, which 
may eliminate the floaters. At least, 
I hope so.” 

Tom Sherlock, owner of Sherlock 
Pontiac, Highland Park, put it this 

way: “The salesmen won't dare lie 
to a customer, knowing he'll be 
here tomorrow to stand behind his 
claims, Customers will get better 
treatment and will have more re- 
spect for dealers.” 

A large metropolitan dealer as- 
serted: “It will keep the unions out 


|and will keep salesmen from drift- 


ing between dealerships every time 
there is a shift in business. Most 
important, it should keep salesmen 


| from bird-dogging for dealers of 





On the House... 


Wonder when economy of operation will become 
a major factor in new cars again? . 
goes merrily along in Arizona; latest report shows 
115 bootlegged cars sold in one month, including 48 
Chevrolets and 33 Fords. . 
association is embarking on its 25th year of service. 

Unit inventory of used cars was down 19 percent 
among Chicago-area Ford dealers in July, while 
dollar value decreased 9 percent, indicating lower- 
priced tradeins. Customer repair orders were up 
8 percent but labor volume increased only 2 per- 

. Karnes County (Tex.) dealers have 
launched a “trade-at-home” ad campaign, listing 
service as @ primary reason for motorists to buy at home... 

Some Edsel dealers are signing up to handle the British Ford, too 
. . . San Francisco’s auto show, opening Nov. 29, will feature a 
children’s section where kids may drive little cars on a special con- 
course .. . Tennessee’s committee to study creation of a state motor 
vehicle department includes Senator C. G. Oakes, president of TAA, 
as chairman, Rep. George Terry (Chevrolet dealer) as vice-chairman, 


competing makes.” 

In the opinion of Phil H. John- 
son, owner of King Motors (Ford) 
and chairman of the local Ford 
Dealers Advertising Council, “The 
bill should shake the rifraff out 
of our sales forces and give cus- 
tomers something to have a little 
confidence in.” 

The bill defines a “vehicle sales- 


|man” and excludes representatives 


of finance and insurance companies, 
(Continued on Page 6, Col. 5) 


Potamkin to Buy Adeeb’s 


Miami Chevrolet Firm 
MIAMI BEACH.—Leo J. Adeeb, 
Miami Beach auto dealer since 1939, 
has confirmed reports that he is 
selling his Chevrolet agency to Vic 
Potamkin, of Philadelphia. The 
Philadelphian, who has been the 
largest Chevrolet dealer in his area, 
is expected to make announcement 
of his plans and policies shortly. 
Adeeb is a former vice-president 
of the Florida Automobile Dealers 
Assn., former director of the Miami 
Automobile Dealers Assn. and cur- 
rently president of the Greater 
Miami Chevrolet Dealers’ group. 








. . Bootlegging 







. North Dakota dealer 













Pere wemMuorr, Editor, 
Automotive News 















AUTOMOTIVE NEWS, AUGUST 5, 1957 
ATAM Proposes Friendly Court Test. . . 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday and Friday.) 


July 31 

(Sold 157 cars out of 262 con- 
signments.) 

BUICK—’57 Special Hardtop, $2,265*; 
sedan, $2,180, $2,150. '56 Super Hard- 
top, $1,790* (ps); Special sedan, $1,- 
500°. °55 Super Hardtop, $1,350* 
(ps); sedan, $1,025*; Special Hard- 
top, $1,315*, $1,290*. ‘54 Century 
Hardtop, $1, 625, $980*, $960°; Special 
sedan, $975°, $605. °53 RM sedan, 
$475°" (ps), $400°. °50 2-dr., $110. 

CADILLAC—’ 57 sedan de Ville, $4,430* 
(ps). "56 (62) Hardtop, $3,300*° (ps). 
"55 sedan de Ville, $2,325° (ps); 
coupe de Ville, $2,570* (ps). ‘54 
coupe de Ville, $2,360* (ps). 

CHEVROLET—’'57 Bel Air (8) conv., 
$2,200°; Hardtop, $2,160*, $2,110*; 
Two-ten (8) sedan, $1,860. ‘56 Bel 
Air (8) conv., $1,720*; Hardtop, $1,- 
650°; 2-dr., $1,575*; Two-ten (8) 
Hardtop, $1, '435*; Two- ten (6) sedan, 
$1,315*. ‘55 Bel Air (8) conv., $1,- 
360°, $1,215*; Hardtop, $1,350°; Bel 
Air (6) conv., $1,120*; Two-ten (8) 
Hardtop, $1, 075°; 2-dr., $1,000*, $915; 
Two-ten (6) sedan, $1, 000°. "Ss Two- 
ten station wagon, $810*; 2-dr., $660; 
Bel Air sedan, $800; 2-dr., $730; One- 
fifty station wagon, $680. ‘53 Hard- 
top, $625°; 2-dr., $475°. ‘51 2-dr., 


$200. 

CHRYSLER —’'57 Imperial Hardtop, $3,- 
935* (ps). °56 Windsor Nassau, $1,- 
925° (ps). '53 NY sedan, $350, $345° 
(ps). 

DesoTO—'56 Fireflite sedan, $1,760*. 
’S5 Fireflite Hardtop, $1,410° (ps); 
Firedome Hardtop, $1,335. ‘53 sedan, 


$450°. 

DODGE—’55 Royal (8) Hardtop, $1,- 

260*, $1,235*; Coronet Hardtop, $1,- 
’54 sedan, $615°. ‘53 sedan, 

$380, $140; 2-dr., $300. ‘52 2-dr., 

$140. 


FORD—’57 Fairlane (8) 500 conv., $2,- 
150°; 2-dr., $2,025* (ps); Custom 2- 
dr., 2 at $1, 690. '56 Thunderbird, $2, - 
280° (ps); Fairlane (8) conv., $1,500° 


125°. 


(ps). °55 Fairlane (8) Victoria, $1,- 
320° (ps); conv., $1,235*; sedan, $1,- 
55, $1,000*; 2-dr., $925; Custom (8) 
sedan, $1,310*, $1,000*, $980; conv., 
$1,255*; 2-dr., $925, $875, $855, $790. 
’54 Custom (8) Hardtop, $940*; Vic- 
toria, $910*, $750; 2-dr., $800, $670, 
$640; sedan, $705, $670; station wag- 
on, $840, $750; Main (8) 2-dr., $395. 
‘653 Crest (8) Victoria, $650; conv., 
$540°; Main (6) 2-dr., $395. ‘52 
Hardtop, $460*; 2-dr., $325. 

HUDSON—’55 Wasp sedan, $700. 
Jet sedan, $300. 


"53 


oY ’56 Premiere Hardtop, $2,- 
500* oane, Hardtop, $800*°. ’ 
Hardtop, $6: "61 sedan, $235*. 

MERCURY—’'55 Montclair Hardtop, $1,- 
460° $1,350*, $1,185; Monterey sedan, 
$1,160°; 2-dr., $940. '53 sedan, $600*, 
$460. "52 sedan, $300*, $225°. ‘51 
sedan, 2 at $150. 

NASH—’56 Rambler sedan, $1,650*. '55 
Rambler station wagon, $1,015. ‘53 
2-dr., $190. 

OLDSMOBILE—’57 (98) Holiday, $3,- 
040° (ps); (88) Hardtop, $2,575*. ‘56 
(88) Hardtop, $1,880°*; 2-dr., $1,660*. 
"55 (88) Super Hardtop, $1,705*; (88) 
Hardtop, $1,405*. "54 (88) Hardtop, 
$1,375*: (98) Hardtop, $1,275* (ps); 
sedan, $1,235* (ps). '53 (98) Holiday, 
$720°. ‘51 sedan, $180°*. 

PACKARD—’'54 Caribbean conv., $1,- 
150* (ps); Hardtop, $780°. 

'ST Belvedere (8) Hard- 

"56 Belvedere 


PLYMOUTH- 
top, $2,150°. 
$1,585*. "55 Belvedere (8) conv., 
355°; Plaza station wagon, 
Savoy (8) 2-dr., $920°; sedan, $910. 
"S4 Belvedere Hardtop, $930°, $650° 
(ps); Savoy sedan, $465. '53 2-dr., 
$270, $195; sedan, ‘$210. 

PONTIAC—'55 Star Chief Hardtop, $1,- 
400° (ps), $1,305° (ps); conv., $1,- 
275°; Chieftain Hardtop, $1,375° (ps). 
$1,340. °53 Chieftain (6) 2-dr., $305°. 
"48 2-dr., $165° 

STUDEBAKER—'52 sedan, $150 

WILLYS—'56 station wagon, $1,160. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 38, 40, 41, 42, and 43 


Edsel Bows in a Month, 
Others Wait for Fall 


(Continued from Page 1) 


with all models expected to be on 
sale by the end of the year. 

It _ reported that the com- 
pany is to invite dealers 
te South Bend for a showing of 
the new models and then stage a 
driveaway so dealers can take 
demonstrators home with them. 
GM's 1957 models took their 
bows in this order: Chevrolet, Oct. 
18; Oldsmobile, Nov. 6; Pontiac and 
Buick, Nov. 9, and Cadillac, Nov. 
12. 


a - > 
ona: introduction this 
year is scheduled for late Oc- 
tober, indicating the 1957 may have 
a little more than 12 months in its 
selling year. Pontiac and Oldsmo- 
bile will appear in early November 
this year with Buick in either late 
October or early November. 
The 1958 Cadillac will appear to- 
ward the middle of November. 
Plans for introducing the Edsel 
will have at least one novel touch— 
wives of automotive editors from 
across the nation have been in- 


Dealers’ Switch 
To Edsel Fails 
To Worry Minor 


MINNEAPOLIS.—Jack W. Minor, 
Plymouth sales vice-president, is 
not concerned about the possibility 
of Chrysler Corp. 
dealers leaving to 
handle Ford’s new 
Edsel line. 

He made the 
comment while on 
a visit here to 
congratulate deal- 
ers on their show- 
ing with the 1957 
Plymouth. At 
least two Chrysler 
Corp. dealers in 

Jack W. Minor the Upper Mid- 
west have announced plans to make 
sueh a switch. 

Minor said Plymouth’s primary 
problem now is simply “not enough 
cars.” He added: 

“If we had the plant capacity of 

we could easily top the 
record sales of 640,000 cars expected 
of Plymouth this year. The move to 
exclusive Plymouth dealerships is 
helping our sales. 

“We're moving slowly in the plan 
but have already set up 165 such 
dealerships.” 











vited to attend the press preview. 
It is the first time in recent years 
wives have been invited to a pre- 
view, which will feature special en- 
tertainment for the ladies. 

Edsel has planned a one-hour 
television show with Bing Crosby 
and Frank Sinatra for CBS on 
Oct. 13. It will be carried in the 
Ed Sullivan Show time period. 
Plans for the 1958 auto shows 
are already well advanced, al- 
though there will be no New York 
show this year. That show was 
cancelled when it conflicted with 
the Jan. 4-12 dates for the Chicago 
show. 

First major show will be Nov. 22- 
Dee. tf in St. Louis. 


GMAC Net Trails 
1956 for Ist Half 


NEW YORK.—Retail receivables 
purchased by General Motors Ac- 
ceptance Corp. in the first six 
months of 1957 totalled $1,834 mil- 
lion, compared with $1,865 million 
a@ year earlier, according to Charles 
G. Stradella, president. Second- 
quarter purchases were $995 mil- 
lion, $3 million more than in 1956. 

Consolidated net income for the 
first half was $21,676,116, compared 
with $21,958,771 a year ago. This in- 
cludes $810,279 earned by Motors 
Insurance Corp., compared with 
$1,551,549 last year. 

Wholesale receivables, which arise 
from the financing of dealer stocks, 
were $923 million at June 30, 1957, 
compared with $765 million a year 
earlier. 


Frank Buys S. F. Deal, 


Wins Chevrolet Contest 


CHICAGO. — Z. S. Frank, presi- 
dent of “Z” Frank, Inc. (Chevrolet), 
announces purchase of L. Schom- 
mer Chevrolet Co., San Francisco 
Chevrolet dealership. Frank said 
the California dealership has been 
in business at the same location for 
28 years and he plans to modernize 
the facilities and expand the retail 
operation. 

Frank also announced that his 
Chicago dealership had been named 
winner of the national sales contest 
in May and June sponsored by 
Chevrolet division. The firm sold’ 





cording to Frank. 





ADSA’s Bonus Legal—Monroney 


(Continued from Page 1) 
and cash bonus offers have fea- 
tured the ‘blitz’ advertising in 
most of the nation’s automobile 
markets. 

“These misleading trade practices 
have served to demoralize the 
standards of honest sales and serv- 
ice necessary to sound business 


practices.” 
= 


+. * 
Mostly from Small Towns 
A™m™ Managing Director Bert 

Horner reported that checks 

had been received from new-car 
dealers in Maine, Michigan and 
Wyoming, as well as the neighbor- 
ing states of Texas and Kansas. 

The association was formed by 
Oklahoma dealers seeking a ter- 
ritory bonus for new vehicles 
sold in the designated zones of 
franchised dealers. It is acting 
independently of NADA, although 
it is sparkplugged by a NADA 
regional vice-president, Mead 
Norton (Buick), Oklahoma City. 

Horner said 70 to 80 percent of 
the letters of support for ADSA 
were coming from dealers in towns 
of 100,000 population and less, 
where he said cross-selling and 
other problems hit the hardest. 

> o = 

T WAS learned that a motion to 

censure ADSA for going over 
NADA’s head was proposed at the 
recent ATAM meeting in Montreal. 
However, Wisconsin manager Louis 
Milan is reported to have moved 
that the resolution be tabled, and 
this was done when Oklahoma 
manager Roy Tant seconded Milan’s 
motion. Tant is an active supporter 
of ADSA. 

ATAM’s resolution on the vari- 
ous campaigns for service-respon- 
sibility clauses did not directly 
endorse the idea, but called for a 
friendly court test of the consti- 
tutionality of service responsi- 
bility. ATAM proposed that 
NADA ask one or all auto manu- 
facturers and the U. S, Attorney 
General to initiate a test case. 

Frederick J. Bell, executive vice- 
president of NADA, reportedly de- 
clined to comment on the ADSA 
movement at the ATAM meeting. 
He was asked by D. B. Broderick, 
South Dakota manager, why the 
NADA plan was superior to the 
Oklahoma ADSA plan, but Bell re- 
ferred the question to NADA} 
officers. 

Broderick said he thought the 
NADA plan was a penalty, while 
ADSA was an incentive. The NADA 
plan, as approved by the associa- 


|tion’s board of directors, would 


raise wholesale prices by a desig- 
nated amount of at least $100 and 
reward dealers by the same amount 
for cars sold in their areas. ADSA’s 
proposal would attach a 5 percent 
area sales bonus to pricing adden- 
dum agreements in the franchises. 
> 


Convinced It’s Legal 

Ba wrote all auto company 
presidents in support of the 

NADA plan over a month ago— 

but has received replies only from 





Curtice and Chrysler President L. 
L. Colbert (see Colbert reply story 
on Page One). 

Horner, Norton and other ADSA 
officials are convinced their plan 
is legal now. They promise to issue 
an attorney’s opinion to that effect 
this week. 

Other resolutions adopted by 
ATAM called for: 

1, An NADA investigation of 
factory selling practices to state 
and local governments. 

2. A concentrated effort to halt 
false registrations because of fac- 
tory pressures. 

ATAM’s resolution on service re- 
sponsibility said the legal aspects 
are the “roadblocks” to voluntary 
adoption by the factories of the 
type of clause proposed by NADA. 

+ a * 

geen aeechege vague by an auto 

producer in a court test of 
service-responsibility, ATAM stated, 
would display “sincerity of purpose 
in eliminating conditions constitut- 
ing the greatest threats to the con- 
tinued existence of the franchise 
system of distribution of motor 
vehicles.” 


ATAM charged that auto factory 
price concessions to governmental 
agencies on fleet sales create “the 
false public impression that retail 
dealers are realizing an unrealistic 
gross profit.” 

The resolution exhorted NADA 
to ask each car and truck builder 

to sell motor vehicles, directly or 
indirectly, at prices no less than 
those available to local dealers. 


The trade managers’ third reso- 
lution expressed fear of an accel- 
eration of registrations juggling 
this fall. Factory officials’ pressures 
for padded registrations may de- 
velop, ATAM said, “even though 
the chief executive officer of each 
manufacturer has condemned such 
practice.” 

= > * 


Backed by Harrod 


DSA’s plan, called Owner Serv- 

ice Assurance, won the backing 
of a second NADA director last 
week in addition to Norton, who 
ig the Oklahoma director. He was 
Orville R, Harrod (Buick-Pontiac), 
Frankfort, Ky., the Kentucky di- 
rector, who wrote Norton: “More 
power to you.” 

Earlier, two former NADA presi- 
dents—J. Saxton Lloyd and Robert 
Armacost—had endorsed ADSA. 
| The current NADA president, Fred 





‘Don’t Count Me Out!’ 
ADSAer Tells Factory 


OKLAHOMA CITY. — The 
name of an Oklahoma Pontiac 
dealer inadvertently was omitted 
from a list of charter supporters 
of the Authorized Dealers Sur- 
vival Assn. 

The dealer was congratulated 
by a Pontiac division zone official 
for having rejected ADSA’s ap- 
peal for support. The zone man 
was duly informed that the 
dealer not only was a supporter, 
but had backed ADSA from its 
beginning. 








Christmas in July— 


Santa Claus came early to Ferndale, Mich., when Hodges Auto Sales, Inc., Dodge 
more new Chevrolet cars, trucks and | exclusive dealership, staged a “Christmas in July" parade and sale, complete with 
used cars than any other dealer/a Summertime Santa Claus. The sale also saw Lee Swick, Hodges’ sales manager, 
in the U. S. in the two months, ac-| purchase a saturation radio spot schedule and distribute 20,000 handbills, The firm 
also had enough cars prepared to guarantee “on-the-spot” delivery to buyers. 


Sutter, has gone on record as op- 
posed to the Oklahoma movement, 


In Enid, Okla., all the dealers 
voted unanimously to support the 
Oklahoma plan. All dealers are 
members of the Enid Automobile 
Dealers Assn., which also en- 
dorsed it. 


Fred Boston (Lincoln-Mercury), 
of Enid, state make chairman, told 
Automotive News that the biggest 
troubles in Enid were birddogging 
and referrals and that L-M dealers 
believe this to be a plan that will 
not only mean survival of dealers, 
but also will create better relations 
between factories and dealers 
throughout the nation. 


“Our association, all makes, voted 
100 percent for the plan,” Boston 
said, “and this will stop our won- 
dering where the customer will get 
his service. No Enid dealer had any 
criticism of the plan and we be- 
lieve that such a plan will make it 
possible for us to build a business 
in our own community just the 
same as a doctor or anybody else.” 

= + + 


yeeros said his L-M factory 
men told him they were much 
interested in the new Oklahoma 
plan. 


Horner said dealers who were 
asking for more information or 
making inquiries wrote many com- 
ments on their cards or sent letters 
endorsing the plan. 

C. E. Webster (Chevrolet), Cody, 
Wyo., said: “Your plan sounds ab- 
solutely sound and worthwhile.” 

Samuel Stowell (Chevrolet), 
Rutland, Vt., said: “Go get ’em, 
Mead. (Mead Norton, chairman of 
ADSA).” 

Earl Johnson (Chevrolet), 
Peoria, Til, said: “Cross-selling 
and bootlegging most damnable.” 
“With you 100 percent,” said W. 

J. Lovell (Chevrolet), Dalhart, Tex. 

“Something has to be done im- 
mediately, otherwise there is no 
alternative as to whether or not 
we stay in business,” commented 
Carroll R. Bennett (Pontiac), Great 
Falls, Mont. 


+ * > 


Charter Members 


HE roster of charter ADSA 

members was completed at the 
first regular business session of the 
association. These charter members 
are in addition to the 24 listed in 
the July 22 issue of AUvTOMoTivE 
News. 

Charter members include Chick 
Coker (Pontiac), president of the 
Oklahoma City Motor Car Dealers 
Assn. and vice-president of the 
Oklahoma Auto Dealers Assn. and 
OADA’s president, Paul Reed sr. 
(Ford), Sulphur. Others are Joe A. 
Bradley (Oldsmobile), Tulsa; Roy 
Hughes (Chevrolet), Bartlesville; 
Ray West (Chevrolet), Oklahoma 
City; B. D. Bell (Ford tractor); 
H. C. Holbert (Oldsmobile); T. H. 
Parkinson (Ford), all from Ponca 
City; W. C. Doenges (Ford), Bart- 
lesville. 

E. D. Eskridge (Oldsmobile); W. 
W. Wright (Oldsmobile); J. C. 
Cravens (Ford); Pat Patterson 
(Buick); Charlie McCarty (Buick); 
Art King (Dodge); C. A. Gier 
(Chrysler-Plymouth); E. L. Fret- 
well (DeSoto-Plymouth) all from 
Oklahoma City; Ray Holton (Chev- 
rolet); Herschel McDonald (Chev- 
rolet), both from Poteau. 

Clay Foresee (Chevrolet); Carl 
Cox (Oldsmobile); M. W. Filson 
(Dodge-Plymouth); Bill Culver 
(Buick); Clair Robbins (Pontiac), 
all from Wewoka; Paul Rowsey 
(Chevrolet), Muskogee; Fred Bos- 
ton (Lincoln-Mercury), Enid; Stan- 
ley Maddox (Chevrolet), Holden- 
ville, and Cal Newport (Chevrolet- 
Oldsmobile), Hominy. 

Horner, managing director of the 
ADSA, is nationally known in ad- 
vertising circles. He is the im- 
mediate past governor, 10th dis- 
trict, Advertising Federation of 
America. He has been a director 
of 10th district for 10 years and 
is a former director of the AFA. 

For the past 12 years, Horner has 
been a customer-relations counsel 
for many dealers in the southwest- 
tern area. He is president of Bert 
Horner Associates, Inc. and presi- 
dent of Simplicity erchandiser 
Service, which is a service followup 
system. 
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sr. 
2 Ww The shocking story of how Mervin the Motorist neg- 
ms lected his car’s cooling system 
a Ww Witness behind-the-scenes drama at Dr. Greasepit’s 
= Kar Klinic 
w. Ww See a “Coolendectomy” performed right before your 
C. eyes 
on ° 
a YY Hear the simple truth about what makes a car run 
om 
pV- 
BV- ® +. 
Show it at sales, service meetings 
ar 
- “A Car Is A Woman” is a brand new animated cartoon film. It is being 
S shown as a public service feature to civic groups, driver training classes 
»s- | and television audiences. This fun-filled film dramatizes the importance 
Ln- 


n- | Of cooling system care to the motorist. Show it at sales meetings and 
Service training sessions. Mail the coupon today and Modern Talking 
Pictures will send you a print free and postpaid! (Your only obligation 
is return postage. ) 

Additional films and other helpful sales training materials on the subject 
of antifreeze and cooling system maintenance prepared by The Dow 
Chemical Company are available through your company. Ask your 
company representative next time you see him. 
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ler now available— 14 minute color cartoon on cooling system care 
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Send for the movie today! 


MODERN TALKING PICTURE SERVICE, INC. | 
3 East 54th Street, New York 22, N. Y. 


Please schedule a 16-mm sound print of “A CAR IS A WOMAN” for showing on the date | 
indicated below or on alternate dates listed. 
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The Dow Chemical Company, Midland, Michigan <> 
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Prices Holding Steady .. . 





U.C. Strength Augurs 
Hope for Cleanup 


By John K. Teahen Jr. | 
Staff Writer 

EALERS last week looked at 
the remarkably stable used-car 
market and crossed their fingers. If 
the demand for used units holds, 
they said, some of their cleanup 

problems may be eased. 

Few dealers have any illusions 
about big profits during the clean- 
up period, but many feel that the 
strength of the used-car market 
may help them salvage some of 
the balances they have built up 
thus far this year. 

The Automotive News weekly in- 
dex of wholesale used-car prices 
has shown no drastic fluctuations 
during the last three months, In 
this period the weekly figure has 
ranged from $890 to $910. Since 
mid-June, it has hovered between 
$890 and $902. 

* + * 


SIMILAR stability was noted 

during the corresponding three- 
month period in 1956 when the 
index ranged from $845 to $868. 
And the strength of the used-car 
market was an important factor in 
last year’s smooth cleanup. 

The demand for clean trades, 
especially in the '53 to ‘55 class, 
has caused one large Midwest 
dealer to warn his men: “Don’t try 
to sales-manage your own deal. If 
the trade is in good shape, bring 
the deal to your superior. Maybe 
We can go a little higher than usual 
for it.” 

At the wholesale level, auction 
operators last week saw no 
slackening in demand. One said 
he sold 77 percent of the cars 
consigned and added, “The prices 
for clean cars were out of this 
world.” 

Another noted that “demand was 
as strong as we ever expect to see 
it at this auction,” while a third 
declared, “A power-packed sale. 
Needed more clean cars.” 

7 . * 
OX THE subject of cleanup 
prices, a Michigan Buick dealer 
had a few words of warning for 
prospects who think they can steal 
@ car as the model year draws to 
a close. 

“Prices are about as low as 
they’re going to get,” he declared, 
“and they have been for several 
months. The guy who waits until 
the end of the year may wind up 
paying a few dollars more be- 
cause his trade is worth less than 
it was in March or April” 

In Detroit last week, Ford and 
Chevrolet retailers talked about 
profits. 

A year ago, they said, both lines 
were realizing about the same gross 
on a new-car deal. Today, Ford 
dealers are getting an additional 
$50 or more per’ deal, while the 
Chevrolet gross has tumbled by 
about $25, it is reported. 


> > > 
Ow Ford dealer quoted figures 
to show the great acceptance 
that black cars have gained in 1957. 
“For July,” he said, “we ordered 
62 Fairlane 500 hardtops, 30 of 
them solid black. On July 29, we 


Exner Elected 
Vice-President 


DETROIT.—Virgil M. Exner, 47, 
Chrysler Corp.’s director of styling, 
has been elected a vice-president 
of the corporation. 

He joined Chrys- 
ler in 1949 after 
experience with 
General Motors 
and Studebaker. 
He was placed in 
charge of all 
Chrysler Corp. car 
styling in 1953 and 
was named di- 
rector of styling 
in 1955. 

Exner recently V. M. Exner 
received the highest honor in in- 
dustrial design when members of 
the Industrial Designers’ Institute 
presented him with their gold medal 
award for his achievements in dis- 
tinctively styling the company’s 
1957 autos. 











had only four of the black ones 
left, compared with 10 of the 32 
models of other colors.” 

This dealer added that he ex- 
pected no cleanup problem, and 
said most other Ford dealers in his 
area seem to feel the same way. 
Dealers now want another car, in- 
stead of cash, on courtesy trades, he 
declared. 


According to the Automotive News| © 


index, the average price paid for 
used-cars at wholesale last week 
was $891, compared with $892 the 
week before. No models rose or fell 
more than $4. 

The index showed that ’56s 
were unchanged at $1,553, while 
55s increased $4 to $1,202 and 
50s climbed $3 to $199, 

On the debit side, 57s and ’53s 
dropped $1, and ’54s, 52s and ’5is 
lost $4. The new index on these 
models is ’57s, $2,213; ‘53s, $538; 


‘54s, $830; '52s, $345, and ‘51s, $248. | of prestige cars used in the past. 





Imperial Funeral Fleet— 








This fleet of 11 Imperial sedans and the first 1957 Imperial hearse were delivered 
to the House of Diggs, Detroit Negro funeral home. The fleet replaces another line 








30-Day Car Supply Held Best 


(Continued from Page 3) 
ship can be kept under firm con- 
trol by: 

1. Putting one person in charge 
of credit. 

2. Checking the customer's credit 
before the account is placed on the 
books. 

8 Billing the customer 
promptly after the work is done 
and setting up a satisfactory fol- 
lowup program. 

4. Setting a minimum and maxi- 
mum amount of credit the dealer- 
ship can handle — 75 percent of 
the total parts and service volume 
for one month was suggested. 

5. Making it easy for the cus- 
tomer to pay cash. 

6. Having 90 percent of accounts 
liquidated at the end of the month 
following the month in which they 
were established. 

In the used-car department, the 
maximum supply was put at 30 
days. Cars to be wholesaled should 
be moved quickly with the dealer- 
ship cultivating several outlets for 
such cars. 

Clean units should be recondi- 
tioned promptly and advertised 
and sold to sound credit risks to 
avoid repossessions. These cars 
build the dealer’s service poten- 
tial 


Used cars should be priced to 


Fisher Body Guild 


Names Winners 
In Design Contest 


DETROIT.—Nineteen young de- 
signers have been awarded $41,000 
worth of university scholarships in 
the 1957 Fisher Body Craftsman’s 
Guild model-car competition. 


Nine of the boys shared $31,000 
in scholarships ranging from $2,000 
to $5,000. Ten others received $1,000 
awards. About $77,000 in cash pre- 
viously was awarded to several 
hundred boys winning state and 
regional] honors. 

The 1957 national scholarship 
winners are: (Senior Age Division) 
Arthur Russell, Los Angeles, $5,000; 
William F. Marks, Twin Falls, Id., 
$4,000; Richard Sylvester, Lynn- 
ville, Ia. $3,000; David H. Koto, 
Birmingham, Mich., $2,000; 

(Junior Age Division) Daniel] C. 
Greene, Medina, Wash., $5,000; 
Barry E. Herr, St. Louis, Mo. $4,- 
000; Malvin Meador, Denver, $3,000; 
John B. Dillio, State College, Penn., 
$3,000 (duplicate award); Chris J. 
Pappas, Youngstown, O., $2,000. 

Scholarships of $1,000 for excep- 
tional designing ability went to 
Herbert L. Adams III, Chicago, IIl.; 
Terry R. Henline, Neligh, Neb.; 
Gerald J. Luedtke, Milwaukee; Tony 
Bell, Abilene, Tex.; Alton E, John- 
son, Melrose, La.; James T, Samp- 
son, Jackson, Mich.; Norman B. 
Law, Miami; Tony Joy jr. Youngs- 
town, O.; Paul Tatseos, Boston, and 
Patrick O. McKittrick, Indianapolis. 


move fast, and floor planning — | 
with the resulting interest charges 
—should be held to a minimum. | 


Parts and accessories should be 
held to a three-month supply with 
care to avoid..slow-moving items 
and to return for credit eligible ex- 
cess parts at the end of the year. 
Inventories of gas, oil and grease 
should be limited to a 30-day! 
supply. 

Fixed assets, such as building | 
and tools, must be watched care-| 
fully. They must be adequate, but | 
too much in fixed assets means | 


heavy capital investment and 
higher costs for taxes, maintenance 
and the like. 


One person should have charge 
of all purchasing, and cash dis- 
counts should be taken where 
possible. All purchases should be 
carefully considered and supplies 
of all items should be limited to 
the amount needed for sound 
operation of the business. 
Buildings should be acquired on 
a long-term debt (mortgage) basis 
and not financed out of working 
capital or short-term borrowing. 


Colbert Raises Doubts 
On NADA Bonus Plan 


(Continued from Page 1) 


opinion among dealers as to the 
desirability of closed territories.” 
. > > 

OLBERT was the second auto 

president to reply to Bell's 
letter. NADA favors the service 
bonuses to restrain cross-selling 
and bootlegging. 

Earlier, Harlow H. Curtice, of 
General Motors, rejected the sug- 
gestion that GM initiate such a 
program, but indicated that his 
company would not oppose a 
service-responsibility plan if it 
were adopted by an act of Con- 
gress. 

Colbert did not bring Congress 
into his discussion. 





In asking whether a bonus plan 
could be made workable, he spoke 
of the “coextensive areas so en- 
larged by the modern trend to sub- 
urban living,” 


and said at least 





Bon Voyage— 

Two residents of Paris travelled 4,400 
miles to Toledo to meet each other for 
the first time at Willys Motors, Inc. They 
are from left, Joel de Cizancourt and 
Henri Carie, shown here conferring with 
M, Ordorica, Willys chief chassis engineer. 
Cizancourt is a public relations representa- 
tive for Willys-Overland Export Corp. in 
Paris, and Carie is an engineer. with 
Hotchkiss-Delahaye, S. A., a Willys manu- 
facturer and distributor in F.ance. 


two-thirds of new-car sales are 
made in these areas. 
* * > 


E MENTIONED “other im- 
portant questions.” 


“How much of the ‘infringement- 
indemnity’ cost actually would be 
passed on to the buyers as an ad- 
dition to the new-car price?” he 
asked. 


“Would the plan increase the 
amount of the Federal excise tax 
that must be recovered in the 
retail price? 


“Would it eventually result in 
a shrinking national market for 
automobiles to the detriment of 
all dealers?” 

Colbert then turned to the pos- 
sible impact of such a plan on each 
dealer’s finances. (Most service- 
bonus suggestions provide that the 
dealer would pay a certain amount 
more for a car and receive a refund 
if the car is sold in his area.) 

e . 7 
OLBERT asked: “Has full con- 
sideration been given to the 
increased burden such a plan would 
put on every dealer’s working capi- 
tal requirements? 

“Has thought been given to what 
it would do to each dealer’s cash 
position, tying up, as it would, siz- 
able sums in receivables not likely 
to be converted to cash for 90 days 
or more? 

“Would financing institutions be 
willing to finance any part of 
the dealer’s costs of such a plan?” 

Summing up his remarks, Colbert 
declared: “The basic problems of 
attaining an orderly marketing of 
automobiles, providing proper serv- 
ice and increasing the stature of 
the dealer are receiving our utmost 
concentration, both in our long- 
range planning and in the daily 
conduct of our business. 

“We realize, however, that there 
are no easy solutions and we be- 
lieve that every care must be taken 
that unstudied remedies do not 
create new problems for the dealer 
of far greater magnitude than 
those now at hand.” 


|}month in the last nine, 





Fatalities Drop 
Of 1,000 Seen 


Traffic Toll Off 
2 Percent in Half 


CHICAGO.—The nation’s traffic 
death toll will come down by almost 
1,000 in 1957 if things go as well 
on the highway the last half of the 
year as they did the first. 

The National Safety Council 
made that encouraging report as 
it announced the toll was down 
2 percent for the first six months 
of 1957 from the same period 
last year. 

This represented a saving of 400 
lives, the council] said, A 2 percent 
reduction from last year for the 
balance of 1957 would bring an ad- 
ditional saving of almost 600 lives, 

“The drop in the toll so far this 
year cannot be attributed to less 
travel,” said Ned H. Dearborn, 
council president, “for the latest 
available mileage figures, for four 
months, show highway travel was 
up 5 percent over last year. 

“We must conclude, therefore, 
that the improvement is due to 
better traffic behavior and to more 
vigorous and effective enforcement 
of traffic laws by public officials 
and traffic officers.” 

The total number of deaths for 
the first six months of 1957 was 
17,620, against 18,020 for the same 
period in 1956. 

The June highway death toll in 
1956 and 1957 was the same—3,290. 

June thus became the seventh 
month in a row, and the eighth 
in which 
traffic deaths were lower or un- 
changed from the same month a 
year earlier, according to the coun- 
cil’s monthly analysis of the traffic 
accident situation. 

The 5 percent increase in high- 
way travel for the first four months 


.|of this year gave the country a 


mileage death rate (deaths per 100 
million miles) of 5.5 as compared 
with 5.9 for the corresponding four- 
month period in 1956. 

This was the lowest mileage 
death rate for the first four months 
of any year in the nation’s history. 

Twenty-four of 47 reporting 
states had decreases in deaths in 
June, while 22 had increases and 
one reported no change. 

For six months, 25 of the 47 
states had decreases, 21 had in- 
creases and one had no change. 


Calif. Dealers 
Hail Licensing 


Of Salesmen 


(Continued from Page 3) 


public officials, wholesalers, ex- 
porters and private parties. 

A license may be refused if the 
Department of Motor Vehicles finds 
incorrect information on the ap- 
plication form, if the applicant is 
not of “good moral character” or 
if he has against him an unpaid 
court judgment rendered in con- 
nection with the activity of a ve- 
hicle salesman. 

Licenses will cost $10 a year and 
must be displayed at the dealer's 
place of business. If the salesman 
leaves his job, the dealer must re- 
turn the license to the Department 
of Motor Vehicles. Salesmen must 
notify the department of any 
change in address. 

Most dealers feel the act will 
exert a stabilizing effect on the 
business, and some observers think 
it could even make Sunday clos- 
ing possible in an area where 24- 
hour selling is not uncommon. 

Other sources see the law as 
an excellent public relations gim- 
mick, License requirements are 
not strict, and it is likely that 
many dealers will advertise that 
their sales forces are “fully li- 
censed by the State of California.” 

Customers should be impressed 
by the licenses, and the documents 
will give salesmen something to 
prove they are professionals and 
not, as one observer put it, “just 
refugee farmers shearing another 
lamb in the fine print.” 

Henry T. Mitch (Studebaker- 
Packard) summed up the feeling 
of many automobile men when 
he said, “I’m in favor of anything 
that attaches a little ethics to our 
business.” 














raffic 
lmost 

well 
f the 


incil 
t as 
own 
nths 
riod 


f 400 
recent 
the 
1 ad- 
lives, 
this 
less 
born, 
atest 
four 
was 


fore, 
e to 
nore 
nent 
cials 


for 
vas 
ume 


ll in 
290. 
enth 
yhth 
hich 
un- 
ha 
oun- 
affic 


igh- 
nths 
ya 

100 
ared 
our- 


age 
iths 
ory. 
ng 
in 
ind 


. 47 
in- 
nge. 


the 
nds 
ap- 
- is 
or 
aid 
on- 


and 
er’s 


ent 





This product 


of the week 





Exclusive Advertising Representatives: West Coast Representatives: 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH RICHARD I. KRUG FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 




































gets a new 
“Package 
Design” 
every day 


Every advertiser knows the importance of an appealing 
“package design.” Eye-catching appearance is important 
to a newspaper, too—because what a reader sees deter- 
mines how thoroughly he reads. 









The Inquirer takes no chances with its ‘“‘package design.” 






Every afternoon at 3:00 o’clock, the executive editorial 
staff meets to screen and evaluate the news—and to 
determine the emphasis and position that each item will 
be given. The result is clean, modern make-up that 
achieves page one readership from first to last page. 









This thorough readership contributes to the outstanding 
results advertisers get in The Inquirer. And it certainly is 
another reason why more advertisers place more linage in 
The Inquirer than in any other Philadelphia newspaper. 


a The Philadelphia Prguiver 


a & an Now in its 24th consecutive year of total advertising leadership 
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Strife Continues 
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7 New Cars Doused 
With ‘Paint Remover’ 


By Frank Gawronski 
Staff Writer 

OMETHING that “smelled like 

paint remover” was poured on 
seven new cars at Galesburg 
Lincoln-Mercury Co. in Galesburg, 
Till, last week, causing an es- 
timated $1,200 in damages. 

Gene Bragg, owner of the firm, 

termed the incident | 
“another example of | 
the Teamsters’ and 
Machinists’ sales-| 
manship.” 

The company is one of 10 area) 
dealerships picketed at various) 
times since May 15, 1956, when a| 
labor dispute arose between the | 
dealers and the two unions. 

Several months ago, Bragg re- 
ported cars had been damaged 
when smeared with paint on two | 
occasions, once with five cars | 
involved and the other with two 
cars. 

Officials of both unions disclaim 
any knowledge of these acts of 
vandalism, declaring they were 
acts that could have been per- 
formed by anyone. “We don’t do 
business that way,” Roy Lankford, 
Machinists’ representative said. 

7 7 = 


May Go Back to Court 


a have been held with in- 
dividual dealers but not as an 
association, Lankford said. He is 
hopeful that an agreement between 
the dealers and the unions may be} 
reached. 

At this time, 
dealers is on a “spot” 
cording to Lankford. 

Bragg said the unions have 
not contacted any of the dealers 
relati ve to recognition of the 
unions for months. 

The dealers have been unsuccess- | 
ful in securing a court injunction | 
restraining union members from 
acts of violence against the dealers. 
A dealer termed renewal of court 
litigation a “possibility.” 

One dealer, Powell Motor 
(Chrysler-Plymouth-Imperial), last 
week signed a contract with the 
unions. His firm was not picketed 
at any time during the long- 
standing dispute. 

> > 
Strike Averted | 
EANWHILE, a new wage) 
agreement has been reached 
by 32 Akron area dealers and the 
Auto Mechanics Union, Local 762, 
averting a threatened strike. 

The new contract provides a 
10-cent hourly increase and con- 
tinues the provision calling for 
50 percent of the customer’s labor 
bill. The new flat rate minimum 
is $2.35 per hour, as is the new 
rate per clock-card hour. Me- 
chanics are guaranteed $2 per 
clock-card hour, or $80 for a 
40-hour week. 

An offer by the dealers to raise 
the rate to $2.40 per hour with a 
guarantee of $100 for a 40-hour 
week and 48 percent of the cus- 
tomer’s labor bill was turned down 


by the union. 
E. John Lehman, secretary-man- 


MoPar A ppoints — 
Retail Sales Chief 


DETROIT. Chrysler Corp.’s 
MoPar division, accelerating the 
expansion of its retail parts and 
accessories sales program has 

named Floyd J. 
Dugan retail 
sales manager, 
according to T. 
E.. Waterfall, Mo- 
Par president. 
The new Mo- 
Par retail field 
organization al- 
ready includes 54 
parts and acces- 
sories sales spe- 
cialists who will 

F, J. Dugan offer special mer- 
chandising and operational assist- 
ance to all dealers in each of cor- 
poration’s four marketing areas 
from coast to coast. 

Dugan joined the corporation as 


picketing of the 
basis, ac- 





a district manager for Dodge in 


ager, Akron Automobile Dealers 
Assn., said the dealers believe it is 
imperative that contracts provide 
something less than 50 percent of 
the labor bill. 
“We believe we have reached a 
point where dealers can no 
longer afford to pay on a 50-50 
labor basis,” he said. “The reason 
is that various fringe benefits, 
such as six paid holidays, health 
and welfare insurance and vaca- 
tions, have crept into contracts.” 
Lehman said Akron dealers ac-| 
tually pay 61 percent of the labor | 
bill to mechanics as the result of | 
the fringes. The new customer} 
labor bill is $4.70 an hour. 
* * + | 
Dealer Signs Pact | 
I BUFFALO, United Auto| 
Workers Local 55 and Don Allen 


Chevrolet, Inc., have signed a one- 
year contract granting approxi- 
mately 50 mechanics and repair- 
men hourly wage increases of 10 
to 46 cents. 


Charles Cina and Marcel Sko- 
tarczak, union business represen- 
tatives, said the pact also pro- 
vides a union shop, seven paid 
holidays, rest periods, company- 
paid work clothes, a $3-a-month 
tool allowance and up to three 
weeks paid vacation after 10 
years’ service. 

Members of the Minneapolis Au- 
tomobile Salesmen’s Union, Local 
1086A, have been picketing dealers 
who are continuing to stay open 
until 10 p.m., instead of 9 p.m. as 
agreed to in the union’s contract. 


Dealers contend that they are 
not “requiring” the salesmen to 
work after 9 p.m., but “permit” 
them to complete deals they might 
be working on. 


Walter S. Hobot, union busi- 
ness agent, said the picketing 
does not constitute a strike, but 
is an effort “to advertise to the 
public and ask the public to 
help us maintain working con- 
ditions and our contract by shop- 
ping before 9 p.m.” 

In Maumee, O., shop employes of 


Japanese Auto Maker 


To Invade Coast Market 

TOKYO.—Toyota Motor Car 
Sales Co. has decided to establish 
a large sales organization in Los 
Angeles and to export its midget 
cars to the U. S. 

Plans call for about 100 units 
of the Toyopet Crown deluxe 
model to be put on sale each 
month until the cars reach the 
mass-production stage. 


Loesch Motor Co. voted 18-7 in 
favor of representation by Team- 
sters Local 20 and District 57, 
Local 1042, IAM. 

In another election, automobile 
and truck salesmen at Kamin 
Chevrolet Co., Pittsburgh, voted 
5-1 in favor of representation by 
Teamsters Local 946. 

The National Labor Relations 
Board has ordered an election 
among the salesmen of Capitol Mo- 
tors, Inc. (Chrysler-Plymouth- 
Imperial), Trenton, N. J. 


* * * 


Rubber Workers Cet Raise | 
THE factory front, agree- | 


N 
'O ments between the rubber in- 


—s 


dustry’s “big four” and the United 
Rubber Workers have been reached 
on wages in new contracts. 

Goodyear Tire & Rubber (Co, 
the first to settle with the URW, 
set the pattern for the contracts 
by agreeing to a 15-cent hourly 
increase. United States Rubber 
Co., B, F. Goodrich Co. and Fire. 
stone Tire & Rubber Co. followed 
with similar package increases, 

The Firestone contract is retro. 
active to July 10, while the others 
are retroactive to July 22. Only 
wages were discussed in the cur. 
rent negotiations. 

A union spokesman said before 
the new contracts were negotiated 
that wages averaged from $2.30 to 
$2.43 an hour in the major rubber 
companies. 

In Michigan, Gov. G. Mennen 
Williams traced the state’s rise in 
unemployment to the automobile 
industry. 

Declaring that the automobile in- 
dustry’s “squeeze-out” of com- 


|panies like Packard, Hudson and 


Kaiser-Frazer had eliminated 77,- 
000 jobs in the Detroit area, Wil- 
liams said an estimated 35,000 of 
these workers are “still without 
permanent jobs.” 
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Whether your requirements call for highway 


or off-the-road equipment—Timken-Detroit offers 


torture-tested axles and brakes proven by 


almost 50 years 


of field testing and 


laboratory research! 
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Listless Auto Year 


By William Ullman 
Washington Correspondent 
ONGRESSMEN and their aides continue to throw more 
bills in the pot every day, but it will take a lot of fuel 
to bring any of them to boil during this session. 
As it looks now, the House hearings on safety belts, which 
opens for a three to four-day stand today (Aug. 5) will be | 


the last automotive spectacle?— 


in Congress this year. 

On the Senate side, the 
Automotive Maketing Subcommit- 
tee, headed by Oklahoma Democrat 
A. S. Mike Monroney, still insists 


it will hear a final witness soon in| 


connection with its auto insurance 
overcharge probe, but that it will 


be more to complete the record} 


than to rekindle any fires. Like so 
many Congressional inquiries that 
fail to excite public enthusiasm, the 
insurance investigation turned 
lukewarm in a hurry. 





The truth is 
that most Con- 
gressmen are too! 
near the finish 
line this year to 
get steamed up 
about anything, 
except perhaps 
the weather. Even | 
if NADA’s Fred | 
Bell finds some-| 
one to introduce | 
a territory secu- 
rity bill for his association, there| 


William Ulimaa 


| give the proposal 
| yawn. 


| won’t be any hearings this year | 


and nobody on Capitol Hill will 


To combat this legislative ennui, 
NADA has resurrected that 
prophet of the roaring twenties, 
Emile Coue, who suggested the 
world might cure itself of its ills 
by murmuring, “Day by day in 
every way I am getting better 
and better.” 

In a mystic mood, NADA ex- 
horted its directors to apply this 
“power of suggestion” to get five 
sluggish bills moving through Con- 
gress. 

* aa + 


\Vacations Beckon 
_ it’s just possible NADA ex- 


ecutives overlooked the power 
of the Congressman’s summer 
chant, “Day by day in every way I 
am getting closer and closer to ad- 
journment.” This slogan was some- 
thing to reckon with long before 
Coue, and it has outlasted him, 
too. 

On the general business front, 
there is a little more action. To-| 
morrow (Aug. 6) tireless Senator} 
Estes Kefauver, Tennessee Demo- 
crat, resumes his probe of ad- 


more than a 


1957 


ministered prices before the Senate 
| antitrust subcommittee. 
After starting off with profes- | 
| sors of economics, who thought 
| deliberate pricing by corporation 
| Management a proper and na- 
tural thing, the senator will get | 
down to particulars with a study 
of the recent $6-a-ton steel price | 
| hike. 

First witness in the new round 
| will be Roger Blough, chairman of 
|U. S. Steel Corp., which initiated 
the price increases 
Other steel company executives 
have been asked to submit material 
to the subcommittee, and Senator 
|Kefauver says they may be called 
|to defend their pricing policies in 
| person. 

With inflation and money policy 
far and away the most popular sub- 


ject in Congress this year, still an-| 


other group has announced it will 
look “at the continued rise in prices 
and the cost of living.” 

The House-Senate Economic 
Committee has instructed its staff 
to prepare a proposal for a broad 
study of factors affecting prices 
and price-making. This proposal 
probably won't be ready before fall, 
but it sets the stage for another 
price probe next year. 


most lawmakers feel that inflation 
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TIMKEN-DETROIT HEAVY-DUTY DOUBLE-REDUCTION TANDEMS 


GIVE YOU PAYLOAD LEADERSHIP! 


Ability to take the toughest going and still deliver 
the load on time has helped make these rugged 
tandems the number one choice with operators of 
heavy-duty vehicles. These tandems give you the 
big advantages of long trouble-free service, eco- 
nomical performance and utmost dependability. 


Here are a few of the features developed in fa- 
mous Timken-Detroit Tandem Drive Units— 


. free ends of long, re- 
silient springs float in axle spring guide brackets. This 
permits axles to articulate freely, adjusting themselves 
to road irregularities. Floating springs cradle the ve- 
hicle, materially reducing road shock and eliminating 
source of vehicle flutter. “Cradle Ride” suspension sta- 
bilizes the load, permits easy, restful driving . . 
proves driver control and safety. Driving and braking 
forces are transmitted only through torque rods. 

Hypoid Gears with their larger pinions and greater 
tooth contact give you outstanding performance, top 
efficiency and long life—plus lower maintenance costs. 


Inter-Axle Differential divides torque evenly between 


“Cradle Ride” Suspension . . 


axles... 


. im- 


wear. 


yet permits wheels of one axle to turn faster 
or slower than wheels of the other axle. This means 
both axles are always doing equal amounts of work. 
Driving parts and tires last longer. Controlled from the 
cab, differential can be locked out at any speed to give 
positive through drive. 
Rectangular Shaped Axle Housings are forged from 
high carbon steel. This rectangular shape, combined 
with full strength corner sections, provides the great- 
est strength possible with minimum_weight and size. 
Famous Torsion Flow Axle Shafts are made even 
stronger through the use of more splines and greater 
root and body diameter. 
Dependable Heavy Duty “’P”’ Series Air Brakes with 
unit-mounted design make a compact self-contained 
assembly. Temperatures are lower and liner life is 
longer because of open type spiders. Tapered “Econo- 
liners” provide greatest thickness in area of greatest 


Unequaled parts interchangeability gives you more 
time on the road—reduces parts inventory—speeds serv- 
ice. Parts are standard items readily available. 


©1957, RS&A Company 




















































last month. | 


Evidently | 


¥ 


sel still will be a hot subject when they 
| return to Washington in 1958. 


No Major Downturn? 
| | CERTAINLY there isn’t much to 
indicate a major price down- 
|turn is on the way. Ewan Clague, 
| head of the Bureau of Labor Sta- 
| tistics, has pointed out that sea- 
sonal increases alone are likely to 
keep the cost of living as high as 
it is now or higher for the rest of 


|the year. If the consumer price 
index drops at all, he thinks it 
might be this month. 

In July, Clague explains, fresh 


fruit and vegetable prices hit their 
peak. If the home-grown crop is 
good in August, these prices slip a 
bit, but most meats reach their 
annual high in September. By Oc- 
tober, the index really starts up in 
earnest, for clothing prices reach 
a peak and new models of automo- 
biles sell closer to list than they 
did during September close-out 
sales. 

Add to these seasonal increases 
the steady advance of items called 
“service” and “personal cars”— 
which add up to a big part of 
the cost of living index—and it 
seems certain that Congress will 
have even more inflation to 
worry about next year. And right 
now consumer prices have risen 
to their highest point in history. 
But, as a popular song goes, 
“whatever will be, will be,” and 
nobody has any concrete sugges- 
tions about how to halt rising 
prices, Secretary of Commerce Sin- 
clair Weeks, in an unexciting ap- 
pearance at the National Press Club 
here, said that the Administration 
is not in favor of “even a little 
recession” to deal with inflation. 
Weeks didn’t say whether he 
thought the Government could start 
a recession, even if it wanted to, 
and his solution to inflation was a 

solemn warning to “show restraint.” 
In Congress, no “Anti-Inflation Act 
of 1957” has yet been introduced, 
and the House-Senate Economic 
Committee, which will examine high 
prices next year, isn’t even em- 
powered to approve legislation. 

* * * 


Boon to du Pont 


A BILL to give special tax relief 

to companies which have to sell 
property as a result of Federal 
antitrust suits reportedly squeaked 
| by in the House Ways and Means 
committee. Approval overrode 
strong objections of the Depart- 
|ment of Treasury. 

The proposal could exempt 
from income tax any profits on 
proceeds of sales if the proceeds 
are reinvested in similar produc- 
tion property. 

If the bill becomes law, some at- 

torneys believe it might have im- 
portant bearing on du Pont’s dis- 

| posal of its large holdings in 

|General Motors, as ordered by a 


| recent Supreme Court decision. 
> > * 


Transport Official 


DWARD MARGOLIN, a career 

Government man in the trans- 
portation field for 15 years, has 
been named assistant to Under- 
|} secretary of Commerce for Trans- 
portation Louis S. Rothschild. He 
will look after programs of the 
Bureau of Public Roads, Maritime 
Administration and other trans- 
| portation divisions of the Depart- 


ment of Commerce. 
| * * = 


Through the Americas 


HE Senate Public Roads com- 
mittee has okayed funds for 
| completion of the Inter-Ameriean 
Highway. The 2 y 


El Salvador, Honduras, Nicaragua, 
Costa Rica and Panama. The bills 
now under consideration would pro- 
vide enough money for a two-lane 
paved road with permanent bridges 
all the way to the Canal Zone. 
The route has been under con- 
struction since 1934, but on a hit- 


or-miss basis. 
+ * * 


SBA Permanenceny 


HE bill to make the Small Busi- 

ness Administration a perman- 
ent agency instead of a perennial 
orphan is still alive, thanks to a 
Senate compromise with the House. 
In the agreement, a one-year ex- 
tension is all SBA gets this year, 
but the House’s. permanent life bill 
will be reconsidered by the Senate 
next year. 






















Helping You 
| Make Money Through 
Truck Sales 


E AT UNIVERSAL C.I.T. sincerely believe that our 
W sccamtins fleet finance program offers the fleet 
buyer the most attractive terms available. 

In line with our continuing program of helping the 
dealer make the most of every phase of his business, we 
are directing the attention of fleet buyers to this program 
through their own trade publications, and urging them to 
check with their local dealer for the facts. 

As always, we are ready and able to help dealers sell 


more cars and trucks more profitably. 


Universal C. LT. Credit Corporation 


In Canada: Canadian Acceptance Corporation Limited UN AUa aT : 
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great and gave its citizens more of the better things of life than anywhere 


news else in the world. 





Capsule Comments 


NADA proposes an “area of service responsibility” plan | 


to combat cross-selling; a group of prominent dealers starts 
an area-bonus drive, and auto makers admit serious concern 
over the current dealer problem. 

When minds agree on a problem, there inevitably is an 


agreement on a solution. 
* * 


Gov. William G. Stratton has vetoed all major bills sought 
by Illinois dealers, including Sunday closing and a model 
installment sales measure. 

Politicians often move in strange ways, and this appears 
to be the strangest. 


, Bills to clarify the law with respect to taxation of dealers’ 
reserves have been introduced, at NADA’s request, in both 
houses of Congress. 

These would permit a dealer to exclude from his gross 
income any sums in his reserve account which are not 
immediately available to him. 

* 


The House traffic safety subcommittee will begin hearings 
this week on the value of safety belts, with the likelihood 
that some nationwide standards may be set up. 

Perhaps the hearings will help clear the atmosphere on 
this subject. 
* * * 

As the 1957-model cleanup period approaches, field reports 
indieate an upsurge of blitz-selling efforts and merchandising 
marathons by some dealers. 

Seems they’re determined to wash down the drain any 
nea gaa fellow dealers were able to wring out in the 


The Independent Automotive Assn. Managers has been 
formed to bolster cooperation among used-car dealer groups, 
with Tom Blundell as the first president. 

Welcome into the fold of automotive groups. 


7 3. Guard the precepts of individual freedom, which made the U. S. A. 
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Automotive Cartoon 


Dealer Conventions 


Aug. 18-19—Georgia Automobile Dealers 
Assn., General glethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 6-8 — Maine Automobile Dealers 

cn Inc., Samoset Hotel, Rockland, 
e 


Sept. 8-10—New York State Automobile 
Dealers, Inc., The Concord, Kiamesha 
Lake, N. Y. 

Sept. 8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 9? — New Hampshire Automobile 
poere Assn., Lake Tarleton Club, Pike, 


Sept. 11 — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland, 
Sept. 15-16—Kentucky Automobile Dealers 
ae, Sheraton Seelbach Hotel, Louis- 

ville. 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 1617 — 
Dealers Assn., 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 

Sept. 19-2I—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


Minnesota Automobile 
Nicollet Hotel, Minne- 


City. 

Oct. 2-4 — Texas Automotive Dealers 
Assn.. Baker Hotel, Dalias, 

CF. 20-21—Oklahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Viste Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn. Hotel Statler, Hartford. 

Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D.C. 


Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City 
Jan. 11-15—National Automobile Dealers 


Assn.. Miami Beach. 
* * 


Auto Shows 


Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 


ors. 1419 — Miami Automobile Show, 
inner Key Auditorium, Miami, 
Jan. 3-11 — Upper Midwest Auto Show, Letterbox 





Municipal Auditorium, Minneapolis. 
Jan. 4-12 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 
Jan. 11-19—Nationa!l Capita, Area Auto 
Show, D. C. National Guard Armory, 


Washington. 

Jan. 17-23 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 

Jan. 18-25—Pittsburah Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh. Pa 


Dismayed Son 

I am an automobile dealer’s son, 
who has been connected with my 
father’s dealership for the past 10 
years. At the present I am finish- 
ing my last year of my Army duty, 


Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 


nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. 2—Houston Automobile Show, 





| 





Houst . 
Feb. is — Louisville Automobile Show, | at Fort Polk, La. 
State Fair Exposition Conter, Louisville. It has been my sole desire, and| 
General I might add, it still is my sole 


desire, to continue with the auto 
business. There must be many 
dealers’ sons who wonder as I do 
about the future of the automobile 
business. (I mean the future in fol- 


Sept. 16-19—Thirteenth annual meeting, 
National Truck Leasing System, Palmer 
House, Chicago. 

Oct. 6-l1—Annual convention, American 
Trucking Assns., Conrad Hilton Hotel, 
Cricago 


Oct. 1416—Tmck Body and Equipment 7 . , 
Assn, 0th annual convention and ex- lowing in our father’s footsteps.) 
ont iaaie, Sanees Hate Mente. Today as I watch bootlegging and 
ct. 17-19 — Automotive olesalers o . 
Texas Convention and Booth Conference, cross-selling completely kill our 
Hilton Hotel, San Antonio. business, I begin to stop and won- 


Oct. 21-25—45th Annual National Safety 
Congress and Exposition, Chicago. 

Nov. 2-4—i3th Annual Convention, Texas 
Independent Automobile Dealers Assn., 
Inc., Commodore Perry Hotel, Austin. 

Dec. 1-5—Annua! manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 

Dec. 8i!—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 


der, is this the future I want? 
There has been very little done 
from the dealer standpoint or 
from the factories to put a stop 
to bootlegging. Just what does the 
automobile business hold for me 
and other dealers’ sons as a fu- 
ture? Is the franchised system 


30 Years 


gee 


The Big Stories 


Running in low gear and without stopping for 80 hours and 15 
minutes, a 9-8 Franklin sedan covered 1,000 miles over a speedway 
in Houston, Tex., to break all known records for continuous low-gear 
operation. 

Within a year, Ford expects to complete a new giant 100-passenger 
airplane to be equipped with six 1,000 horsepower, air-cooled motors, 
according to W. S. Mayo, Ford chief engineer. 

July was the best month in Hudson-Essex history. Cars manu- 
factured and shipped totalled 37,674. 

Export of American cars and trucks showed an increase of 28 
percent over the same month of last year, according to the Depart- 
ment of Commerce. June exports had a valuation of $30,649,149 as 
compared with $23,891,238 in the same month of 1926. 

—From the files of Automotive News. 





Of the Week 


“Well, Boskins, are you with us, or are you 
in Yankee Stadium?” 


‘What Is My Future? ... J 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


really doomed? Is the automobile 
business really turning into a 
supermarket business, as many 
dealers have told me? 

If so, I really don’t think many 
of us dealers’ sons would be in- 
terested in that type of business. 

If a man came into your place 
of business, and tried to steal 
money out of your cash drawer, 
you'd stop him, and darn fast. Well, 
what's the difference between that 
and bootlegging. 

Many dealers (and we know who 
most of them are, and so does the 
factory) are fostering this thing 
by selling their new cars to un- 
authorized sources, Yet we as deal- 
ers do nothing nor do our factories, 
because every sale is a retail sale 
to the factory. 

The future of this business can 
still be saved, along with the fran- 
chise system, if you dealers will get 
out and fight for your own profits. 
Why not stop him just like you'd 
stop the man who you caught steal- 
ing direct from your cash box? 

Let’s get this business back on 
its feet, so that dealers’ sons like 
myself can make a reasonable 
return on our future investment. 
The time to do this is right now 
—before all the dealers are forced 
to quit. The factory must have 
financially strong dealers in order 
to keep going. 

I like the automobile business 
and after this Army term of mine 
is over, I would like to follow my 
father in the business, My only 
hope is that all the fathers of all 
dealers’ sons who have planned this 
move will get together and bring 
this business back where it belongs. 


—Pvr. Don E. VanoerscHoor, Fort 
Polk, La. ’ 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Industry-Supplier Relations 


Moving Into New Era 


The recent appointments of di- 
rectors of supplier relations by both 
Chrysler Corp. and Ford Motor Co. 
are identified in some quarters as 
significant milestones along the in- 
dustry’s road to improved relations 
between the auto companies and 
their thousands of suppliers. 

Actually, of course, the impor- 
tance of maintaining sound long- 
term relations with vendors has 
been recognized for many years, 
with increasing emphasis given to 
this phase of the purchasing func- 
tion during the past ten years. 

Thus, no one denies that it is 
to the mutual -interests of the 
automobile companies and their 
suppliers to maintain “good re- 
lations.” The differences of opin- 
ion and violent controversies 
arise from varying individual in- 
terpretations of what “good re- 
lations” means—and these differ- 
ences, in turn, are caused by the 
different points of view held by 
the buyer and seller. 

To some, it seems that the recent 
extension of the purchasing func- 
tion to include an organized at- 
tempt at building a successful pro- 
gram of supplier relations holds 
promise of working to the long- 
term advantage of all segments of 
the industry. 

> 


Good Omen 

ERTAINLY, it is a good omen 

when seen as another mani- 
festation of an era of buyer-seller 
teamwork and a spirt of “working 
together”—as contrasted to the out- 
moded dictatorial school purchas- 
ing, in which the buyers’ attitudes 


. were shaped by a feeling that buy- 


ing practices could be predicated on 
the idea that “if you want the 
business, you'll get it on our terms, 
or not at all.” 

To continue along the path that 
allows free discussion of mutual 
problems, it would seem that the 
increasing emphasis given to sup- 
plier relations can serve best if 
it brings about a situation where- 
by the suppliers have a “top- 
level ear” in the form of a sym- 
pathetic listener at the plant o 
the customer—and a “spokesman” 
or “voice” which will champion 
their interests in purchasing ne- 
gotiations and discussions. 

While it may sound somewhat 
idealistic, such a goal may well be 
considered as a challenging target 
for the new supplier relations offi- 
cials, One thing that can be said 
without question of dispute: 

These men have a lot of people 
pulling for them in their attempt 
to further the mutual interests of 


buyers and vendors. 
> = ® 


Design Criteria Listed 
For Load Compensator 
OW that the “level-ride” con- 
cept has been accepted as an 
objective for future suspension de- 
signs, chassis engineers are evolv- 
ing their own individual definitions 
of load compensator functions. 

Design objectives and evaluation 
criteria do, to some extent, vary 
from one suspension group to an- 
Other, That’s because any such list 
is determined by the relative im- 
portance different individuals as- 
Sign to the various related factors. 

As an indication of how the load 
compensation problem is viewed 
by those who are with 
it, you may be interested in the 
ideas given us by one of the in- 
dustry’s leading suspension au- 
thorities. In a simple definition of 
the problem, he says, “The func-* 
tion of a load compensator is to 
restore the level of the car when 
its static load is changed.” 

This “level” is controlled by the 
Position of front and rear wheels 
relative to the body, and is not 
affected by gravity. Thus, when 
parked on an incline, the car re- 





mains level with the ground. Also, 
to avoid continuous operation of 
the levelling mechanism it is 
standard practice to provide a 
time-delay function in the control 
switch. 

Now, to list design considerations 
suggested by our “guest expert”: 

First, the load compensator 
should operate only when the load 
in the car is changed. Next, the 
suitable period for time-lag intro- 
duced by the delay mechanism 
should be somewhere between the 
minimum required for avoidance of 
“nuisance” operation during normal 
driving and the maximum time 


which would cause excessive delay| tilt of the car during acceleration 
or “too long” a wait before levelling.| or braking. 


* * 2 


Suggested Features 
| HIS opinion, the compensating 
mechanism should be self-lock- 
ing and independent of all other 
electrical wiring. Also, the driver 
should be provided with some 
means of turning the compensating 
unit off if it is desirable to do so 
when the car is parked. Complete 
levelling action should be ac- 
complished with the use of only 
one control switch. 

Consideration should, of course, 
be given to provision of the neces- 
sary load range for passenger car 
operation, and the unit should be 
capable of functioning in both di- 
rections. Speed of operation is an- 
other important factor. Varying 
temperature conditions should not 
influence operation of the compen- 
sating mechanism. 

Even with the improvements 
that have been made in suspen- 
sion anti-dive and anti-squat fea- 
tures, this suspension authority 
recommends that the load com- 
pensator include an “inertia cut- 
out” to avoid operation caused by 


A basic question to be decided in 
designing the compensating feature 
is the choice between “constant 
height and constant level.” Briefly, 
this involves the pro and con views 
in connection with the type of 
levelling action used on Packard’s 
interdependent torsion bar sus- 
pension and that provided on most 
air suspension systems. 

= * * 


Differences Cited 


fr former system maintained 
the fore-and-axis of the vehicle 
level despite static load variations, 
although the actual car height was 
permitted to vary over a limited 
range. The latter type provides 
both “constant, level and constant 
height”—because the normal range 
of static load changes does not af- 
fect either car height or its level 
attitude. 


Asus future outgrowths of the 
load compensating function, our 
friend the suspension expert fore- 
sees the possibility of using con- 
tinuous operation with compensat- 
ing speed sufficient (theoretically) 





Air-Conditioning Offered 
On Studebaker Hawks 


SOUTH BEND. — Studebaker- 
Packard is now offering air- 
conditioning units for the Stude- 
baker Golden Hawk and the 
Silver Hawk V-8, 2rcording to 
Sydney A. Skillman, general sales 


r. 

Skillman said this offers 
Studebaker-Packard dealers a 
wider opportunity for profit by 
extending optional air condition- 
ing from the Studebaker and 
Packard sedans into the family 
sports car field, 





to eliminate lean of the car when 
turning corners. 

Following this concept, the 
compensating device would react 
automatically to take care of dy- 
namic transverse “banking,” as 
well as the inclinations caused by 
static load changes. 

Included among preliminary ideas 
for control of this new compensat- 
ing action are: Inter-connection 
with steering control; separate 
manual switch, and (possibly) de- 
sign such that the mechanism op- 
eration is a function of car speed. 





Socony Mobil can help boost your 


service absorption in many important ways! 





How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 


over .. . increase volume. 


We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 

And, of course, there’s our lubrication training program. We'll in- 
struct your men on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


personnel. 


Mobil means business ...more business for you! 
Leader in lubrication for 91 years | 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP, 





Here’s why it’s good business 

| to do business with Socony Mobil 

| 

| © You get America’s top sellers . .. Mobilgas, 
| Mobiloil, Mobiloil Special! 

| ® You get the help of experienced men to 
help you boost service absorption. 

; ® You get expert on-the-job training for your 
| 

| © You get the benefit of merchandising and 
| 

| 

| 


lubrication knowledge unsurpassed in the 
petroleum industry. 






A franchise with a bigger profit potential 


The ‘Jeep’ franchise puts you out front! Great new devel- ‘Jeep’ vehicle gross profits are higher! Reported gross prof- 
opments like the Forward Control ‘Jeep’ FC-170 Truck put you its, after the washout, are averaging more than $400. ‘Jeep’ deals 
there! And there are good reasons why! This latest 4-wheel drive are more profitable because they’re “business deals” to answer 
Truck has the newest features that truck purchasers want and specific job needs. There’s no wheeling and dealing competition. 
need! More and more of them are proving this point by turning Nearly 50% of all ‘Jeep’ vehicle sales are clean deals. ‘Jeep’ 
to the new ‘Jeep’ FC-170 Truck. It’s one of the reasons ‘Jeep’ vehicle resale value is far greater. And there are additional 
dealers enjoy constantly expanding markets! profits from the sale of a wide variety of special equipment. 


Others in the ‘Jeep’ family of 4-Wheel-Drive vehicles: 


Forward Control ‘Jeep’ FC-150. Universal ‘Jeep’ 













with big new 


The Bigger Jeep’ Truck 


Sales appeal! 


Forward Control ‘Jeep’ FC-170 Truck 


Today’s greatest 4-wheel drive truck advance! That’s what 
enthusiastic ‘Jeep’ dealers everywhere are saying about the new 
and bigger Forward Control ‘Jeep’ FC-170 Truck. It has the 
year’s-ahead features that answer the job needs of more retail 
prospects. That’s why more truck users are looking and buying. 
And it’s the reason why they’re driving away this advanced For- 
ward Control ‘Jeep’ Truck, convinced that it’s the one and only 
answer to their problems on the bigger, tougher jobs. Is it any 
wonder that ‘Jeep’ dealers are building additional sales and 
additional profits on top of an already profitable franchise? 


It sets an all-time high for big-load maneuverability! This 
completely new 7,000 lbs. GVW 4-wheel drive truck puts a 9-foot 








You can get into this profit picture! Whether you handle 
‘Jeep’ vehicles exclusively, or as an addition to your present line, 
they’re a great profit opportunity. If added to your present line, 
you don’t give up a thing! You retain your present operation and 
add the profit potential of the ‘Jeep’ vehicle franchise. You use 
the same physical facilities for two lines, and with little increase 
in operating expense, you add substantial profits! 


ita nine 


a 





‘Jeep’ Utility Wagon 








pickup box on a wheelbase only 103'2-inches long. The new 
FC-170 is the only truck that gives you so much cargo space per 
inch of wheelbase —the only truck that gives you ‘Jeep’ maneu- 
verability to carry payloads up to 3500 pounds to areas ordinary 
trucks can’t reach. 


This bigger, tougher Forward Control ‘Jeep’ Truck is 
loaded with advanced features! It has a spacious Safety-View 
cab with large wrap-around windshield that puts the driver in a 
“Forward Control” position for greater command of any driving 
situation. It’s powered by the performance-proved Hurricane 
6-226 engine. It has all the stamina and versatility you expect 
from a ‘Jeep’ vehicle. It’s the newest addition to the ‘Jeep’ family! 


se ep Forward Contro/ 


FC-170 


Willys ... world’s targest manufacturers 
of 4-Wheel-Drive vehicies 









Get the detailed facts today 


and see what they can mean to you! 


Fill out and mail the coupon below. There’s no obligation! 


Dealer Franchise Department 
Willys Motors, Inc., Toledo 1, Ohio 


Yes, without obligation, I’m interested in learning the detailed facts about 


the ‘Jeep’ family franchise. 


Name 





Address__ 
EO a a 
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Leaders in Plymouth Sales Contest— 


Lew Jabro, second from left, secretary-manager, Los Angeles Plymouth Dealers 
Assn., congratulates four winning salesmen at the halfway mark of the association's | 
$35,000 sales contest during a special sales meeting TV show. From left are Pat | 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 


CE in a while a salesman 
encounters a customer whose 
confidence in automobiles, auto- 
mobile salesmen and automobile 
dealers has been badly shaken. 
Perhaps he drew a lemon, or 
maybe he just had a run of bad 
luck. In this situation, the sales- 
man first must re- 
store the buyer’s 
Sales confidence before 
he can hope to 

Case make a sale. 

And often he 
must work twice 
as hard and twice as long as in 
an ordinary transaction. 

Richard Meyer, Rieger Motor 
Co. (Chrysler- Plymouth), San 
Antonio, encountered such a case 
recently. Here is his story: 

This customer had purchased 
a car—not the make we handle 
—back in 1950, and had had a 


The AUTOMOTIVE NEWS ALMANAC is 


Histories 





McTaggert, Jabro, Dick Roberts, Tony Whan, vice-president, Pacific Outdoor Adver- @ year-round friend. Use it often for statis- 


tising, who gave a sales talk; Glenn Hedges, and Ivan Haugen. 









o division of SCOVILL 


tics, buyer information and personnel data. 








steady increase in repair bills 
ever since. In fact, he had spent 
$750 for repairs in the year be- 
fore I contacted him. 

To restore his confidence, I 
called upon a device I used when 
I sold life insurance. Under the 
heading “Our Obligation,” I used 
to set down what we, as insurers, 
would do for the customer. 

= + = 
TS included $10,000 insurance 

in case of death, or $250 a 

month to his widow, or the 
amount needed for a college edu- 
cation for his children—and so 
on. 

Then, under the heading “Your 
Obligation,” I would set down the 
monthly payment—$9.96. 

It was pretty impressive, and 
few prospects were able to re- 
sist once they weighed the ad- 
vantages of the policy against 
the cost. 

I applied the same rule with 


= Always change the valve 
when mounting new 
tubeless tires 


ooo 


o 


FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 





Every time you install a new tubeless tire, be sure to install a 
new Schrader valve, too. Protect your customers’ driving safety 
and the reputation of your tire’s brand name with a new Schrader 
valve. Make this simple service a profitable “must.” For full, 
built-in mileage over the entire life of a tire, the valve should 

be as new as the tire. 


Tubeless business—changeover, repair, replacement—is growing 
every day. Be ready with complete Schrader service. 


A. SCHRADER’S SON * Division of Scovill Manufacturing Co., Inc. 
BROOKLYN 38, NEW YORK 


this customer. Under “Our Obli- 
gation,” I listed such items ag 
transportation, dependability of 
the car and of my company, com- 
fort and all other factors in 
which he might be interested. 

Under “Your Obligation,” I put 
down just one item—$85 a month 
for 18 months, 

= + = 

Cr WORKED. When the cus- 

tomer weighed the advantages 
of buying a car from against the 
payments, he sold himself. 

Well, it wasn’t quite that easy. 

I had to demonstrate several 
models before he and his wife 
settled on the one they wanted, 
and it took a few phone calls and 
trips to their home. 


But in the end, the customer 
was persuaded that, with me, 
he would get a better deal than 
the last one. So he bought. 

An automobile salesman always 
should have confidence in him- 
self and in his firm. 


But when a customer has had 
a bad experience with a car, the 
reestablishment of confidence is 
the first step in making the sale. 
And the salesman’s success will 
be in proportion to the amount 
of confidence he can instill. 


Goodyear Boosts 
Powell in Original 


Equipment Shuffle 


AKRON .—Harry L., Powell, man- 
ager of the Milwaukee office, manu- 
facturers sales department of Good- 
year, has been 
promoted to as- 
sistant to Vice- 
President C. C, 
Gibson, who 
heads up the com- 
pany’soriginal 
equipment sales. 

Powell's promo- 
tion led a list of 
changes in a ma- 
jor reorganization 
of the company’s 
original equip- 
ment sales activities, announced by 
Gibson, Other changes are: 

R. F. Tomkinson, account execu- 
tive, Detroit office, is named man- 
ager of the manufacturers sales 
department in Akron. C. H. Burns, 
manager of the department since 
1955, returns to Milwaukee, where 
he formerly served as account ex- 
ecutive, as manager of the Milwau- 
kee office. 

C. A. Bethel jr., account execu- 
tive, Milwaukee office, replaces 
Tomkinson at Detroit. F. L. Hall 
will replace Bethel. Hall has had 
long experience with Goodyear’s 
manufacturers’ accounts and re- 
turns to the company after an ab- 
sence of several years. 

R. P. Downer, account executive 
in Seattle, is promoted to Dallas to 
open a new office to serve original 
equipment customers. William F. 
Bollinger, Spokane district farm 
tire representative, is promoted to 
replace Downer. 

Edward Raymond, manager of 
original equipment industrial tire 
sales at Akron, is promoted to 4 
new manufacturers sales territory 
in the Chicago office, where he will 
handle special assignments. Atlee 
Wise jr., manufacturers sales staff, 
Akron, succeeds Raymond, and 
Bruce Condon, general line sales- 
man, New Orleans district, replaces 
Wise. 


Illinois Changes 


Splash-Guard Law 


SPRINGFIELD, Ill.— Farm and 
dump trucks have been exempted 
from a 1955 law which required all 
trucks operating in Illinois to be 
equipped with contour-type splash 
guards 


Harry L. Powell 


The matter was the subject of a 
long battle before the Legislature. 
Efforts were made to scrap the 
whole program and amend the 
exemption bill that finally passed. 

Of those trucks still required to 
have the guards, those purchased 
before July 1 must have them by 
Aug. 1, and those purchased after 
July 1, must have them by Jan. 21. 
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Across the Nation .. . 





Auto Dealer Changes 


Renault of France has named 69] 
dealers in the U.S. 

The dealers are located in 
states. They are: 

Guilford Motor Co., Guilford, 
Conn.; Tereddy Motors, Hartford, 
Conn.; Turnpike Motor Sales, Old 
Saybrook, Conn.; Taconic Interna- | 
tional Motors, Cornwell Bridge, 
Conn.; Priest’s Automotive Sales & 
Service, Newmarket, N. H.; Adcock | 
& Kirby Pontiac Co., Chattanooga, 
Tenn.; Foreign Cars, Inc., Knox- 
ville, Tenn. 

Washburn Motors, Shreveport, 
La.; Florida Sportscar Center, 
Tampa, Fla.; Barlow Motor Co., 
Ventura, Calif.; Dahlgard Buick! 
Corp., Flushing, N. Y.; Emmeck| 
Motor Co., Elmira, N. Y.; Enter- 
prise Agency, Inc., Syracuse, N. Y.; | 
Peper’'s Garage, Woodstock, N. Y.| 

Bill Witbeck, Inc., Schenectady, | 
N. Y.; Gale Motors, Inc., Glens} 
Falls, N. Y.; Anderson Pontiac, 
Inc, Summit, N. J.; Belleville- 
Nutley Buick Co, Nutley, N. J.;| 
Jack Lesnick Auto Co., Paterson, | 
N. J.; McAllen Buick, Inc. Had-| 
donfield, N. J.; Maple’ Motors Co., 
Inc., Ridgewood. N. J. 

Scottish Motors, Inc.,. Mahwah, N. 
J.; Paul Goldman, Inc., Valley Falls, 
R. L.; F. W. Smith Equipment Co., 
Wyoming. R. 1.; Norwood Motor | 
Co., Norwood, R. I.; Charles Motor | 
Co. Inc., Providence; Post Motors, | 
Inc., Watertown, Mass.; British| 
Continental Motors, Inc., Boston. 

John Hamilton, Inc., Kingston, 
Mass.; Twin Sales Corp. Brock- 
ton, Mass.; Snyder’s Auto Sales, | 
Greenville, S. C.; Foreign Car | 
Center, North Alliteboro, Mass.; | 
Savard Motors, Inc., Seekonk, | 
Mass.; Kennebeck Motor Co., Au- 
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gusta, Me.; Northern Cadillac & 
Buick Co., Inc., St. Johnsbury, | 
vt. | 


United Auto Sales, Inc., Rosalyn, 
Va.; Paul S, Bailey, Inc., Charlotte, 
N. C.; Bostic & Jeffries, Inc., St. 
Albans, W. Va.; Collard Chevrolet 
Co., Leavenworth, Kans.; Winter 
Chevrolet Co.. Lawrence, Kans.;| 
Ted Cook Motors, Birmingham, 
Ala.; Imported Motors of Florida, 
Pompano Beach, Fla. 


Meriden Motor Sales, Inc., Meri-| 


den, Conn.; Boshouwers Motors, | 
Inc., Langhorne, Pa; Robbins! 
Motors, Inc., Roswell, N, M.; Sage) 
Motor Co. Farmington, N. M.; 
Bennett Motor Co., Wichita Falls, 
Tex.; Duncan Motor Co. Gaines-| 
ville, Fla. 


Montrose Imported Cars, Inc., 
Brooklyn; Baker's, Malone, N. Y.; 
Coatti Service Center, Manuet, N. 
Y.; Goshen Auto Co., Goshen, N. Y.; 
Heckman Motor Sales Co., Inc., 
Harmon, N. Y.; A. F. Ryan & Sons, 
Inc., Oneida, N. Y.; Suburban Pon-| 
tiac, New Rochelle, N. Y. 

R. W. Richards, Millville, N. J.; 
Frank J. Sanders Co. Fresno, 
Calif.; Hamlet Automobile Agency, 
Inc., ‘Woonsocket, R. L; Dolan 
Oldsmobile Co., Worcester, Mass. ; 
Robertson’s Imported Motors, 
Sanford, Fla.; Daughrey Motors, 
Arcadia, Fla.; World Wide Motors, 
Inc., Key West, Fla. 

Lindsey Brothers Motor Co., 
Camden, Ark.; Sunshine Motors, 
Inc. Meridan, Miss.; John Green 
Corp., Los Angeles; Southland 
Motors, Anaheim, Calif.; Ed Faw- 
cett Imported Cars, San Jose, Calif.; 
Frank Diering Imported Cars, 
Eureka, Calif, and Sam Wales, 
Sacramento, Calif. 

” . ” 


Full S-P Line for Joy 
Joy Bros. Motor Car Co. (Pack- 
ard), 199 N. Smith, St. Paul, has 
added franchises for Studebaker 
and Mercedes-Benz. Joy Bros. has 
been a Packard dealership 56 years. 
” + ” 


Simca for Locati 
Gus Locati, 315 S. Ninth, Walla 
Walla, Wash., has been awarded 
a franchise for the French-built 
Simca. 





* * 


Two Lloyd Dealerships 


Are Named in Maryland 


Allied Motors, Washington, re- 


gional distributor for the German 

* Lloyd cars and trucks, has ap- 

Pointed two dealers in Maryland. 
They are City Oldsmobile, Inc., 





George E. Williams; Five Point 
Studebaker, Maryville, Tenn., 
Thomas Madison Byar; Bert Pope’s 
| Auto Mart, El Centro, Calif., Bert 
|F. Pope; Arthur’s Sales & Service 
Company, Library, Pa, Norman 
Arthur; City Motor Co. Westmin- 
ster, Md., Elizabeth D. Bieker, 
Clarence E. Brilhart and Bartholo- 
mew L. Vidi, partners; Edwards & 
Cottingham Auto Sales, Windfall, 
|Ind., Gene Cottingham and Leroy 
Edwards, partners; Cifaldi Stude- 
baker, Cumberland, Wis., Anthony 
N, Cifaldi. 


Main Street Motors, Inc., Albert 
Lea, Minn., John J. Narverud, presi- 
|dent; B & M Motor Co., Tuscola, | 
|Ill., Charles N, Burk; Arrants 
|Garage, Plymouth, N. C., W. T. 
Arrants; Wee Wee Motors, San| 
Francisco; Smith & Peters Auto| 
Sales, Winchester, Ind. Max E.| 
Smith and Glen L. Peters, partners; 
7 . oa . | Klausing Motor Co., Lawrenceburg, 
waste Wituan Secdotakar tic | ind; HT, Kiausing, “and “Gene's 
Sumter, 8 C, George A. Wilson: Studebaker-Packard Sales & Serv-| 


Floyd Harris Studebaker Co., Dun- — W. Va, Bugene 


Baltimore, and Central Motors, Inc., 
a 


23 New Dealers 
Signed by S-P | 


Studebaker-Packard has signed} 
23 new S-P dealerships. They are: 

Heath Motor Co. Inc., Panama 
City, Fla., Pearson D. Heath, presi-| 
dent; Mich. Motors, Huntington 
Park, Calif., Henry T. Mich; Coffey- | 
Lumpkin Motor Co., Rome, Ga. N. 








jean, Okla. Floyd A. Harris; G. Rie ee) ae 
| Matter Sons, Hawley, 


Pa; Page 
Motors, Inc., Bethpage, N, Y., Max 
Shapiro, president; Archer Motor, 
Burlington, Ia., John L. Archer. 

Williams Motors, Caldwell, 


Catlin Shuts S-P Deal 
William Catlin & Sons, Jackson- 
ville, Fla., has terminated its! 
Id.,| Studebaker-Packard franchise and | 
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L. Britt jr. to sales manager. Britt 
joined the company in 1953 as 
assistant sales manager and form- 
erly was with Electric Auto-Lite. 
B & H is a manufacturer of indus- 
trial fasteners. 

oe ad * 


Ford Deal Sold 


Charles Rice has sold Oakland 
Avenue Motors, Inc. (Ford), Austin, 
Minn., to Grant Williams, of Mil- 
‘| bank, S. D. The dealership will 
continue under the same name, 

* * + 


Hackl Takes S-P 
Joe Hackl Sales, 9621 Lyndale 
Ave. S., in the Minneapolis suburb 
of Bloomington has been named a 
Studebaker-Packard dealership. Joe 
Hackl is the owner. 





“We get a lot of those foreign _ aes ge 
cars! Cifaldi Studebaker 
Cifaldi Studebaker, Cumberland, 
) has rented its building to Platt) Wis. has been named a new Stude- 


Motors, Ine. The former S-P| baker-Packard dealership. Anthony 
dealer will remain in the used-car! N. Cifaldi is head of the firm. 
business and continue to sell ve-| ® - .€28 

hicle air conditioners. Wyoming VW Deal 


* * 4 
° Rocky Mountain Motors is a new 
Britt Heads B&H Sales Volkswagen dealership at 241 S. 


Butcher & Hart Mfg. Co., Altoona,|} David, Casper, Wyo. Dutch Schock 
Pa. announces appointment of C.| is manager of the firm. 








Why over 500 dealers have built 
with Butler metal buildings 


Moderate price, a smart, functional appearance, low 
maintenance—these are just a few of the reasons 
automobile dealers cite in explaining why*‘they built 
with Butler metal buildings. In every Case, dealers 
said Butler buildings more than met all space and 


display requirements—and offered important “extras. 
Profit from these dealers’ experiences — investigate 
Butler before you build or expand. 


Just look at the Butler “extras” for dealerships: 


Custom Appearance at Less Cost—Butler design 
flexibility offers wide selection in size, trim, even in 
style of building. You can make a Butler dealership 
building as distinctive as your budget permits. 


In Business Sooner—Faster erection of factory- 
fabricated Butler parts cuts construction time and 


There's a specialist in Butler buildings near you who can give 
you all of the important details. Look for his name in the yellow 
pages of your phone book under “Buildings” or write us. 


a> 


Manvfacturers of Buildings - Oil Equipment - Farm Equipment 
Dry Cleaners wrenes - * Outdoor Advertising Equipment 
Custom Fabrication 
Sales offices in Los Angeles, Richmond, Calif. ¢ Houston, Tex. 
Birmingham, Ala. ¢ Atlanta, Ga. * Minneapolis, Minn. * Chicago, Ill. 
Detroit, Mich. * Cleveland, Ohio « New York City and Syracuse, N. Y. 
Washington, D. C. * Burlington, Ontario, Canada 


costs — gets you into business and profits weeks to 
months sooner. 


More Efficient Service Area—Clear-span Butler 
buildings (up to 100 feet wide) simplify service area 
layout. As lower right picture shows, there are no 
fender-damaging posts or expensive, unsightly truss- 
work in a Butler building. 


Easy, Economical Expansion—aAll parts are bolted 
together. Metal walls can be unbolted and moved 
in any direction. 


Economical heating, cooling — Insulation can be eco- 
nomically applied to a Butler building. And the re- 
flective metal roof keeps the building cooler in the 
summer, warmer in the winter. 


(nn no - eey 
t ! 
' BUTLER MANUFACTURING COMPANY : 
1 7432 East 13th Street, Kansas City 26, Missouri ; 
; Please send full details about Butler metal buildings for automobile ' 
t dealerships to: : 
t 

ON cecil ceietincelsctedi sil ltenieneeresninsicenintendintijinkalibiendaiaeand : 
i ' 
t si Siete siaietitigeeiade ape taaeDace ' 
' i 
. et seiniaiabotnit ; 
t " i 
a Sis sriiaplmeesenenchokesineenicgieespaeniniciacN a cite ios 3 
Lenannsdhéien cbuisndschepentinds abinqnas eiesurin an Gianiinsinlieninepesehusenteaninet 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Oakland, Calif. 


New-car sales have failed to rally 
in the Oakland (Calif.) area after 


the disappointing spring Se€4S0N.| trict rose 87.5 percent of practical | 


The market remains very competi- 
tive, with dealers taking short 
markups for the most part. 

The used-car market remains 
firm, with late models moving fast. 
Shop work is excellent.—(Steve 
Still.) 


* + + 


Pittsburgh 


New-car registrations in the 
Pittsburgh area “recorded an ex- 
ceedingly large increase” in the 
week ended July 13, according to 
the Bureau of Business Research 
of the University of Pittsburgh. 

The bureau’s seasonally ad- 
justed index of general business 
activity rose to 111.5 percent of 


NOW-— FOR ALL DRY-CHARGED BATTERIES 


the 1947-49 average during the 


week. It had been 111.2 percent a | 


month earlier. 
Steel-mill operations in the dis- 


capacity during the week.—(Leon 
M. Leffingwell.) 


| * * * 


Detroit 
Registrations of new cars in 
Wayne County during June totalled 
13,484, compared with 13,581 in 
May, according to figures compiled 
| by the Detroit Auto Dealers Assn. 
| Chrysler Corp, and General 
|Motors had smaller market shares 
| in June than in the previous month, 
|while Ford Motor, American 
Motors, Studebaker-Packard and 
foreign cars increased their pene- 
trations. 
Chrysler Corp. dropped from 
27.20 percent in May to 25.90 
percent in June, while GM edged 





off slightly, from 34.18 percent to 
34.10 percent. 

Ford Motor was up from 35.76 
percent to 36.36 percent; AMC 
went from 1.27 percent to 1.73 per- 
|}eent; S-P jumped from 0.37 per- 
cent to 0.68 percent, and foreign 
makes went from 1.18 percent to 
1.22 percent. 

Registrations by make for the 
|month were: Ford, 3,942; Chevro- 
let, 2,575; Plymouth, 2,008; Dodge, 
925; Mercury, 841; Buick, 620; 
Oldsmobile, 558; Pontiac, 468; Cadil- 
lac, 376; DeSoto, 315; Rambler, 212; 
Chrysler, 178; Lincoln, 115; Stude- 
baker, 81; Imperial, 66; Nash, 13; 
Packard, 11; Hudson, 8; Conti- 
nental, 4; Edsel, 3; Willys, 1, and 
foreign, 164.—(Robert M, Lienert.) 


a * * 


Providence 
New-car sales in Providence de- 
clined sharply in June, according 


| 





to figures compiled by the Rhode 
Island Automobile Dealers Assn. 


Registrations dropped to 1,081, 
from 1,334 recorded in the previous 
month, Truck registrations, how- 
ever, increased from 124 to 147. 

New-car registrations by makes 
were: Ford, 312; Chevrolet, 226; 

Plymouth, 123; Oldsmobile, 63; 
Buick, 54; Cadillac, 41; Pontiac, 
40; Dodge, 39; Nash, 36; Mercury, 
32; Chrysier, 31; DeSoto, 17; Im- 
perial, 6; Studebaker, 6; Rambler, 
4; Lincoln, 3; Hudson, 1; Pack- 
ard, 1; Willys, 1, and miscellane- 
ous, 45. 

New-truck registrations were: 
Chevrolet, 39; Ford, 32; Dodge, 22; 
International, 18; GMC, 11; Mack, 
10; Diamond T, 3; White, 3; Willys, 
2; Reo, 1, and miscellaneous, 6.— 
(Thomas L, Forbes.) 

* . * 


Richmond, Va. 


The number of new and used 
cars sold in the Richmond (Va.) 
area during June took a decided 
drop from the previous three 
months, the Richmond Chamber of 
Commerce reported, but the total 
for the first half of the year com- 
pared favorably with 1956. 


The chamber’s monthly busi- 








Du Pont Electrolyte in the new 
“CUBITAINER 


If"S SO EASY TO POUR, you can even fill a thimble without 
spilling a drop! Big,.easy-to-grip hand holds on each 
side of the new Du Pont “Cubitainer” control pour- 
ing, let you put the electrolyte just where you want 
it. Hands never touch the acid container itself. And 


the pouring spout 


BETTER THINGS FOR BETTER UVING... THROUGH CHEMISTRY 





rip-p . 


O MORE damaging acid leaks—the exclusive new 

Du Pont “Cubitainer” holds 4.2 quarts of electro- 
lyte in one strong, easy-to-handle package. Its unique 
new design gives greatest security against leakage. And 
the “Cubitainer” stacks easily, stores more electrolyte 
in less space than any other package container. Du Pont 


Electrolyte exceeds government specifications for qual- 
ity and purity, assuring maximum battery service. 


REG. U.S. PAT.OFF. 


“Cubitainer.” 


Ask your No. 7 jobber for Du Pont Electrolyte in the 
new 









— 


ness review showed sales (based 
on registrations) in the Richmod- 
Henrico-Chesterfield area in June 
totalled 3,980, or 15 more than in 
June, 1956. But the June total 
was at least 400 lower than dur- 
ing any month in the March-to- 
May period last year. 

For the first six months, how- 
ever, total sales were 25,589, only 
189 behind the corresponding 1956 
period. New-car sales were slightly 
behind; used-car sales slightly 
ahead.—(George E. Toles.) 


* * * 


Milwaukee 

First-half sales of. new cars set 
an alltime record in Milwaukee by 
totalling 22,980, compared with 22,- 
340 in the previous record first half 
of 1955 and 21,647 in the first half 
of last year. 

First-half registrations by make 
this year were: Ford, 5,537; Chevro- 
let, 4,623; Buick, 2,196; Oldsmobile, 
2,108; Plymouth, 1,826; Dodge, 1,- 
133; Pontiac, 1,124; Mercury, 924; 
Rambler, 920; Cadillac, 567; Chry- 
sler, 420; DeSoto, 401; Studebaker, 
219; Volkswagen, 208; Nash, 179; 
Imperial, 134; Lincoln, 133; Hudson, 
124; Packard, 32; Willys, 24, and 
miscellaneous, 148—(John E. 
Hubel.) 


> 
Chillicothe, O. 

A total of 136 new cars—exactly 
the same number as in the pre- 
| vious month — were registered in 
Ross County (Chillicothe), O., dur- 
ing June, according to the clerk of 
courts, 

Other June registrations included 
18 station wagons and 15 trucks, 
compared with 16 wagons and 13 
trucks a month earlier. 

New-car registrations were: 
| Chevrolet, 36; Ford, 27; Buick, 17; 
Mercury, 17; Pontiac, 9; Plym- 
outh, 8; Oldsmobile, 6; Rambler, 
5; Dodge. 5; Cadillac, 4; DeSoto, 
1, and Metropolitan, 1. 

Station-wagon registrations were: 
Ford, 7; Plymouth, 5; Chevrolet, 2; 
Mercury, 2; DeSoto, 1, and Ram- 
bler, 1. 

New-truck registrations were: 
Ford, 8; Chevrolet, 3; Dodge, 1; 
GMC, 1; International, 1, and 
Willys, 1—(Ernest C. Kish.) 


Billings, Mont. 

A total of 263 new cars and 70 
new trucks were registered in 
Yellowstone County (Billings), 
Mont., during June. 

New-car registrations by makes 
were: Chevrolet, 62; Ford, 47; 
Plymouth, 31; Oldsmobile, 20; 
Buick, 19; Pontiac, 17; Mercury, 
15; Dodge, 12; Studebaker, 11; 
DeSoto, 7; Rambler, 5; Hillman, 
4; Cadillac, 3; Chrysler, 3; Im- 
perial, 2; Lincoln, 1; Porsche, 1; 
Sunbeam, 1; Triumph, 1, and 
Volkswagen, 1. 

Truck registrations were: Ford, 
19; Chevrolet, 18; International, 12; 
GMC, 7; White, 4; Studebaker, 3; 
Dodge, 2; Kenworth, 2; Willys, 1, 
and miscellaneous, 2. 

> * > 


Cleveland 


Used cars continued to pace the 
auto market during the mid-July 
period in the Cleveland area, al- 
though new cars held firm. 

According to the clerk of courts, 
used-car sales totalled 2,057, com- 
pared with 1,962 for the year- 
ago period. New-car registrations 
— to 1,586, compared with 

The Federal Reserve Bank, com- 
menting on auto sales, said: “Ap- 
proximately 42,000 new autos re- 
tailed during the first half of this 
year, about the same as a year ago. 

“The six-month total of 45,600 
used-car sales fell short of year- 
ago trade by 2 percent.”—(Sanford 
Markey.) 





* * ~ 
Cincinnati 
Motor-vehicle sales in Hamilton 
County (Cincinnati),O., during the 
week ended July 18, totalled 1,701 
units, a 58-unit decline from the 

previous week. 

A total of 646 new cars and 40 
new trucks were registered, com- 
pared with 684 new cars and 46 
new trucks the previous week. 

A total of 984 used cars and 31 
used trucks were retailed, com- 
pared with 989 used cars and 40 
used trucks a week: earlier. 

Repossessions during the week 
amounted to 46 units, a 19 percent 
decrease from both the previous 
week and the like week of 1956.— 
(Frank Kappel.) 
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In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


For automobiles, accessories, gasoline and oil, the families 
of Greater Philadelphia spend $1,252,573,000 annually! You 
really reach these people when you advertise in their home news- 
paper—The Evening and Sunday Bulletin. And in this newspaper 
you can give your sales messages the added impact and greater 
realism of R.O.P. spot and full COLOR—evening and Sunday 
—seven days a week! 


In Philadelphia nearly everybody reads The Bulletin 


The Bulletin exerts a powerful influence on the buying habits 
of its readers. Philadelphians like The Bulletin. They buy it, 
read it, trust it and respond to the advertising in it. The Bulletin 
is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Market Streets * New York, 


342 Madison Ave. * Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Co., Detroit + Atlanta * Los Angeles * San Francisco * Seattle 
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ITH Chevrolet, Dodge and Ford 

pushing harder on the heavy- 
duty truck line, it appears to me 
that there is going to be quite a 
little business around the country 
for the boys who make heavy-duty 
shop equipment such as hoists, 
front-end aligning equipment and 
even dynamometers. 
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Commercial Car News 


A Monthly Section for those who make, sell and service America’s Trucks, 
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Dealers Can Aid Owners... 














ICC ‘Grounds’ Unsafe Trucks 


pee Interstate Commerce Com-| been caught in the road checks| 
| mission has been cracking down | without proper safety equipment or} 
| on thousands of private and exempt} with improper maintenance. Under 
| truck operators through its nation-| some conditions, if the truck were 
| Wide road checks this year. | hauling a perishable cargo or had} 
| Approximately 45,000 carriers (to meet a strict time schedule, the} 
| engaged in interstate operations | delay could be costly. 
| have been discovered and checked Dealers can help prevent such 
by the ICC, and approximately embarrassment to their customers | 
95,000 operators are still to be | by warning them of the ICC 
checked. | regulations, especially Part 190 
All motor carriers operating reg-| and 191 of the Motor Carrier 
|ularly or occasionally in interstate| Safety Regulations as they apply 
to private and exempt carriers. 


While the ICC is charged with 


|} commerce, whether or not holding | 
| ICC operating authority, are sub-| 
| ject to the ICC safety regulations.| policing of safety regulations of 


for having a duplicate signal light 
above noraml tail-light height so 
that when the signal goes on 
more than just the car behind the 
truck is warned. 


They claim that rear-end acci-| 


dents are on the increase and say 
that a contributing factor is the 
failure to provide this warning 
light high enough so that cars two 
or three vehicles removed from 
the truck in the rear can be guided 
as to what the truck driver intends 
to do. 


They feel that truck dealers can 
aid their truck-owning customers 


In that connection, I ran into a | Their drivers must have medical| such carriers, no provision has been | and the ICC as well by spreading 


deal recently where a dealer for 
one of the Big Three put in a 
new heavy-duty hoist under terms 
that are very unusual to say the 
least, but should prove very effec- 
tive at this time if the manufac- 
turers of this heavy-duty equip- 


ment can work out that type of | 


a deal. 

As I understand this deal, it is 
termed a lease with an option to 
buy. The equipment distributor put 
in the hoist and agreed to provide 


maintenance for five years for a| 


certain sum per month. At the end| 
of the lease period, the dealer can 
buy the hoist for a “dollar and| 
other considerations.” | 

Unless I am badly mistaken, such | 


examinations, keep daily logs and| made in the act for contacting 
|adhere to hours of service rules. | 

- | tions. Thus, if the carrier does not 
LL vehicles crossing state lines| make it a point of operational 
+X in the course of their trans-| order to acquaint himself fully with | 
portation work must also be main-/| these provisions, he can find him- | 
tained in safe condition and carry | self in difficulty if his vehicle does 
emergency equipment in the same| not meet all maintenance and| 


manner as those operated by au-|equipment requirements and is 
| thorized carriers. caught in an ICC road check. 


It is claimed that this fact is aN ee 
not known to thousands of such —_— warning of the truckers in 
carriers, and especially to thou- a dealer's territory does not 
sands of privately owned and | necessarily have to be a “labor of 
operated vehicles that occasionally | love.” It can become much more 
cross state lines in the work of | to the alert truck dealer. 
delivering the owner’s products. | Basically, it can be a source 
Recent road checks, according to| of “calling” profit on those op- 
Andrew B. Baylor, district super-| erators who do occasionally cross 





a deal allows the dealer to charge 


visor of the ICC Detroit office,| state lines in their work, but who 


| carriers who fall under the regula-| - 






the news about the need for com- 


| pliance with these safety regula- 
tions. The main problem, of course, 
is those operators who are not 
aware that their trucks come under 
| ICC supervision because they are 
not authorized carriers. 
* * * 
| ICC is woefully under- 
manned for the job that it is 
charged with doing, and for that 
reason the men in the various 
offices will greatly appreciate any 
aid truck dealers can give them 
in getting this information broad- 
cast to every vehicle owner who 
engages in interstate traffic in any 
way. 
Otherwise, the ICC must de- 


(Continued on Page 25, Col, 1) 
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off the cost of the hoist as a busi-| have turned up a “too high” per-| 
ness expense during the tease! centage of trucks that do not meet | 
— In a Ms a 7 ICC safety regulations. These| 
ng any 4 a the us ait trucks have been put “out of serv- 
at ale’ could uy for the cuir ce"- un the. things thet fale 
re be edied. 
ice done on the hoist. And dealers) © aney nave * iy os 


are going to need heavy-duty hoists | 
such as this dealer put in. 
> > * 


Who Owns Building? 


DO NOT know of any equipment 
firm or any finance house that 
normally writes paper such as this 
deal, but I do know that several 
equipment makers have financed 
deals that -will enable the dealer 


UCH action on the part of the ICC 
checkers could be inconvenient 
| to many haulers whose trucks have 


Ford Holds Lead 
In Monthly Sales 


x 





to buy this heavy-duty equipment 
on two and three years time with a 
minimum downpayment, especially 
where the dealer owns his own 
building. 
Handling deals of this type 
where the dealer does not own 
his own building necessitates the 
equipment firm getting permission 
from the building owner to re- 
move the equipment if the dealer 
for any reason does not live up 
to his end of the deal. 
* Without this provision, in many 
states, I understand the equipment 
must stay with the building if it 
is attached to it or built into it 
such as a hoist, front-end equip- 
ment in a pit or an air compressor 
where it is piped to various stations. 

The boys over at International 
Harvester in Chicago, who are cele- 
brating their 50th anniversary, have 
found a very worthwhile use for 


their old catalogs. I am sure that 
(Continued on Page 24, Col. 1) 








Pennsylvania Extends 
Registration Rules 


HARRISBURG, Pa.—Gov. 
George M. Leader has signed a 
bill extending until next Jan. 1 
the provisions of a law passed 
last year setting up 10 additional 
classes of commercial vehicles, 

Dealers have been advised by 
the Pennsylvania Automotive 
Assi: that they may continue to 
register trucks with the. same 
factory certifications as they have 
been using so far this year. 





Chevrolet Again 2nd 
In Shrinking Market 


By Kenneth C, Kelley jr. 
Staff Writer 
FO® the second straight month, 
Ford topped Chevrolet in new- 
truck registrations, according to 
figures for May. 

Ford registrations for the 
month totalled 28,276 while Chev- 
rolet was right on its heels with 
28,125 truck registrations, accord- 
ing to data compiled by R. L. 
Polk & Co, 

Chevrolet ran ahead of Ford 
through January, February and 
March but slipped into second place 
in April. 

Ford was able to chalk up a 
May sales gain and hold on to first 
place for the month while the total 
truck market was shrinking. 

> ad * 

AY truck sales totalled 82,308 

units, down 2,689 from the 84,- 
997 units registered in May, 1956. It 
was a 3.16 percent decrease for the 
month. 

Registrations for the first five 
months of 1957 showed an even 
bigger decrease when compared 
with the sales for the first five 
months of last year. 

The 1956 total for the five months 
was 376,506; The comparable total 
for this year was 351,483, a decrease 
of 25,023 or 6.65 percent. 

May truck registrations did show 
an increase. over the April total. 
The May total of 82,308 units was 

(Continued on Page 22, Col, 3) 


|least from a safety standpoint and 


have not equipped their trucks 
with the essential safety items. 
It can also be the opportunity to 
sell service work and perhaps reg- 
ular checks on safety items on a 
periodic basis. 

According to Subpart H, Emer- 
gency Equipment Paragraph 193.95, 
the regulations state that “on every 
bus, truck, truck-tractor and every 
driven vehicle in driveaway—tow- 
away operation there shall be a fire 
extinguisher, a kit of spare bulbs, 
fuses or reflectors, one set of tire 
chains and necessary tools. 

Many ICC men feel that the 
truck builders themselves are un- 
concerned with the end use of the 
product they design and build, at 


that of making provision for many 
of the things that every truck in 
interstate service must carry and 
use. 





* = * 


OR instance, they point out that 
few standard truck designs pro- 
vide a place in the cab, out of the 
way and out of sight, for the safety 
accessories. 
They do not make it easy for 
a visual inspection of the brake 
lining by designing the dust shield 
so that the lining can easily be 
seen. Nor do they make provision 








Top Trucks 


New-truck registrations for five 
months, plus 87 states for June: 


1957 Pos. Make 1956 Pos. 
1—134,180 Chev. 141,322— 1 
2—124,508 Ford 123,845— 2 
3— 42,205 Internat’l 51,078— 3 
4— 30,070 GMC 40,324— 4 
5— 22,467 Dodge 26,846— 5 
6— 9,943 Willys 9,808— 6 
I— 6,294 White 7444— 7 
8— 6,121 Mack 6,133— 8 
9— 3,579 Stude. 4,749— 9 

10— 1,612 Diamond T 1,928—10 
11— 1,130 Reo 1,422—11 
12— 334 Brockway 457—12 

8,090 Misc. 4,852 
Total All Makes 
390,533 420,208 


Further details on Paye 46. 
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Big Lift for Heavies— 


Many Ford, Dodge and Chevrolet dealers in the 400 odd communities where heavy- 
duty trucks are sold in greatest volume will soon have to install three-post lifts, such 
as the one above, if they wish to go after the rich service market that follows the sale 
of heavy-duty trucks. This Joyce-Cridland hoist has been installed in the shop of 
Jefferson Chevrolet Co., Detroit. It is claimed to be the first three-post lift made 


available for retail truck service in Detroit. 
* e «@ 


Big Three Trains Dea 


For Heavy-Du 


HE intensive five-day review of 
truck marketing practices which 
Ford division held last month is 


another example of what the| 


“mass-production” truck factories 
are doing to acquaint their dealers 
better with the sales and servicing 
problems that are more or less 
peculiar to the heavy-duty end of 
the truck business. 


The Big Three used to confine 
their efforts to light and medium- 
duty trucks. Now that they’re 
head over heels in the heavy-duty 
market, they find that many 
dealers who did a good job of 
selling the lighter units are ap- 
proaching the heavies with some 
apprehension. 


So all the companies are expand- 
ing their selling and training forces 
in the field to do both an educa- 
tional and an aid job for the bene- 
fit of their dealers and their deal- 
ers’ salesmen. 

Most dealers realize that there 
is more money to be made in the 
heavy-duty end of the business 
where it takes sound selling and a 
degree of practical engineering ‘ap- 
plication to sell the vehicle prop- 
erly. But, lacking experience in 


lers 
ty Market 


|this type of merchandising, many 
| dealers have set up mental “bogies” 
| that are difficult to surmount. 

x ok x 


Ford, Dodge Programs 


OME of these “bogies” are how 
to train salesmen to do a rea- 
sonably good job of ferreting out 
prospects, the used vehicle, the 
modification of standard vehicles 
to meet individual customer re- 
quirements and even the basis of 
the approach to a heavy-duty pros- 
pect. 

All three factories—Ford, Chevro- 
let and Dodge—have had “truck 
trainers” in the field for some time 
holding schools for dealers and their 
salesmen on the fundamentals of 
the vehicles themselves and on sell- 
ing techniques. 

Both Ford and Dodge have full 
time “trainers” in each region 
who hold training classes on a 
regular schedule. Ford men con- 


(Continued on Page 26, Col. 1) 
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OUR POWER-STEERED 
RIGS STAY ON SCHEDULE 


SURE, POWER STEERING BETTER, TOO. 


MAKES THE JOB EASI/ER. 
BUT IT’S THE ADDED SAFETY 
THAT COUNTS MOST. 


EITHER WAY, 


POWER STEERING MAKES 
GOOD BUSINESS SENSE. 





" THE CASE FOR POWER STEERING ON TRUCKS! 
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The trend to power steering on trucks The dispatcher knows the impor- that will make truck operation safer 
is based on one very practical reason _tance of regularly maintained an - and more profitable and, at the same 
—operators of trucks equipped with ules. He is quite aware that with time, give their dealers every selling 
power steering have invariably found power steering drivers are more advantage. 
that the added safety and greater relaxed and are better drivers than That’s why more and more truck 
operating efficiency of their vehicles _tired drivers. Thus, power steering manufacturers are offering perform- 
have demonstrated that power steer- not only reduces the hazard of road ance-proven Bendix* Power Steering 
ing is indeed a sound investment. accidents, but helps the driver to as original factory equipment. 

ny Truck drivers using power steering maintain established schedules through If you would like to know why 

s” report less tension and fatigue in better vehicle control. power steering for trucks is perhaps 
normal driving and appreciate the In short, power steering, by saving even more logical than power steering 

itive control that blocks road shock ‘time and money, contributes materi- for passenger cars, we have prepared 

rom chuck holes and prevents loss of ally to a more profitable operation. an interesting folder on the subject. 

pr control if the truck is forced out on a Truck manufacturers are always Write for your copy today. We think 

ut soft shoulder. eager to offer their customers features _ you'll be convinced. ues. 0.5. Pat. OFF. 
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How They Fared ... 


Commercial Car Registrations 


By Makes 


First Five Months, 1957-56 


Five 


Months 


Make 
Chevrolet 


1957 


111,022 


Five 
Months 
1956 


126,710 
110,989 
45,717 
36,383 
23,671 
8,694 
6,765 
5,494 
4,310 
1,729 
1,234 
436 
4,374 


376,506 


Percent 
Share of 
’56 Market 


33.65 
29.48 
12.14 
9.66 
6.29 
2.31 
1.80 
1.46 


Percent 
Share of 
"567 Market 


3A.A6 
31.59 
10.82 
7.79 
5.80 
2.55 
1.62 
1.56 
94 
Al 
29 


46 
33 
12 
1.16 


09 
2.08 


100.00 100.00 


*White includes Autocar, Freightliner and Sterling. 


**Miscellaneous includes 
Marmon-Herrington, Peterbilt, 


Corbitt, 


Divco, 
etc. 


Federal, Four Wheel Drive, 


—Compiled from R, L. Polk & Co. data. 


Kenworth, 
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In New-Truck Sales .. . 


Ford Tops Chevrolet 
Second Month in Row 


(Continued from Page 20) 


9.11 percent above the 75,438 trucks| to Chevrolet in total sales for the 
registered in April. | year through May, Chevrolet sold 
Here’s how individual manufac-| 121,105 trucks in the first five 
turers fared in May, compared with; months of this year and Ford’s 
April: | total for the same period stood at 
Make April | 111,022. 
Ford 26,346; Ford and Chevrolet continued to 
Chevrolet 24,225 | take even bigger shares of the total 
International 7,344 | market. For the first five months 
GMC 6,892 | of 1957, Ford had the biggest gain 
Dodge 4,447|—2.11 percentage points to 31.59 
Willys 1,715 | percent of the market. 
Mack 1,215) a oe 
White 1,228 | ((HEVROLET increased its share 
Studebaker 635 of the market by 0.81 percent- 
Diamond T 323| age points to 34.46 percent for the 
Reo 197 | first five months. 
Brockway 51| Two other individual truck pro- 
Miscellaneous 1,820 | ducers and the miscellaneous 
Total 82,308 75,438 | group increased their shares of 
Ford’s increased sales in May| the market in the first five 
enabled the company to creep closer| months, Willys was up 0.24 per- 


May 
28,276 
28,125 

8,585 

5,651 

4,450 

1,716 
1,257 
1,246 
AN 
268 
200 
98 
1,792 





How 
Great Lakes Steel 
teems quality 


You’re up on the catwalk above the pouring platform 
along the open-hearth pit at Great Lakes Steel. Right 
below, one of the giant 250-ton teeming ladles is filling 
another train of hot-top ingot molds. 


At no step in the production of good, deep-drawing steel 
is control of quality more important than in the teeming 
operation. For defects can easily develop unless the entire 
pouring operation is done exactly right . . . the way it is 
at Great Lakes. 


For example, these hot-top molds are designed to eliminate 
shrinkage cavities in the finished product. A special lining 
compound of graphite or tar blankets the inside of every 
mold to form a highly protective shield for the delicate 
ingot surface. 


And that’s only a sample of the care Great Lakes takes 
every step of the way to maintain high and uniform quality 
steel! 

The easiest way to reach us? Simply phone our nearest 
representative. 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan + Division of 


Pee ia oe aCe 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, 

Grand Rapids, Houston, Indianapolis, Lansing, Los Angeles, 

New York City, Philadelphia, Pittsburgh, Rochester, St. 
Louis, San Francisco, Toledo, Toronto. 


BUILT-IN QUALITY of Great Lakes steel is guarded through 
every step to final delivery. Here shipments of flat-rolled 
sheet coils are covered with tarpaulins for protection. 


— 


centage points to 2.55 percent and 
Mack had a .10-percentage-point 
gain to 1.56 percent. 

The miscellaneous group took 2.08 
percent of the market, a gain of 
0.92 percentage points over the 
same period of last year. 

Eight producers lost part of their 
shares of the truck market during 
the first five months of 1957. The 
manufacturers, their losses and 
their year-to-date shares of the 
market were: 

GMC, down 1.87 percentage points 
to 7.79 percent; International, down 
1.32 to 10.82 percent; Dodge down 
0.49 to 5.80; Studebaker, down 0.29 
to 0.94 percent; White, down 0.18 to 
1.62 percent; Diamond T, down 0.05 
|to 041 percent; Reo, down 0.4 
points to 0.29 percent, and Brock- 
way, down 0.03 to 0.09 percent. 


* * * 


ALIFORNIA continued to lead 

all states in number of trucks 
registered in May and showed an 
increase over the number registered 
in May, 1956. The top 10 states for 
May were: 

1957 
8,116 
6,912 
4,748 
3,796 
3,641 
3,576 
3,284 
3,046 


1956 
7,734 
5,423 
1,996 
4,764 
3,620 
3,206 
2,382 
3,432 


1. California 

2. Texas 

New York 

. Pennsylvania 
Ohio 

. Minois 

. Georgia 
Michigan 
Florida 2,527 2,545 
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. Indiana 2,509 2,645 

Twenty-seven states recorded 
fewer truck registrations in May 
than in May, 1956, while 21 states 
and the District of Columbia had 
more. 


TTMA Discusses 
Public Relations 
Of Truck Industry 


HOT SPRINGS, Va.—A rally on 
public relations of truckers featured 
the summer meeting of the Truck- 
Trailer Manufacturers Assn. here. 

Speakers included Walter W. 
Belson, public relations director, 
American Trucking Assns.; Rex 
Paxton, public relations director, 
Sutherland Paper Co., Kalamazoo, 
Mich.; C. R. Dillen, customer rela- 
tions director, Ward Trucking 
Corp., Altoona, Pa.; Dick Abels, 
public relations manager, Trailmo- 
bile, Inc., Cincinnati, and Charles 
Ray, Markel Service Co., Richmond, 
Va. 

Conclusion of the discussion was 
that good work had been done on 
“selling” trucking to the public and 
that the effort should be continued. 

The Westfield (Mass.) plant of 
Fruehauf Trailer Co. was named as 
winner of the 1956 plant safety 
contest of the association during 
the meeting. 

Runnersup were Berkeley (Cailif.) 
plant of Trailmobile; Great Dane 
Trailers, Savannah, Ga.; Fort 
Wayne (Ind.) plant of Fruehauf; 
Utility Trailer Mfg. Co., La Puente, 
Calif. and Dorsey Trailers, Inc, 
Elba, Ala. 


Less Rubber Used 
During Month 


NEW YORK.—Consumption of 
new rubber in the U. S. during 
June amounted to 111,950 long tons, 
compared with 126,315 long tons in 
May, according to the Rubber 
Manufacturers Assn., Inc. 


Consumption of synthetic rubber 
for June amounted to 70,772 long 
tons, compared with 79,930 long tons 
in May. June synthetic rubber por- 
tion of total rubber consumed was 
63.22 percent. For the first six 
months of 1957 the ratio was 62.72 
percent. 

Production of synthetic rubbers 
in U.S. plants was 84,466 long tons 
in June, compared with the alltime 
high production of 95,012 long tons 
in May. 

Natural rubber consumption in 
June amounted to 41,178 long tons, 
compared with 46,385 long tons in 
May. Reclaimed rubber consump- 
tion is estimated at 21,260 long tons 
during June. In May, consumption 
was 23,713 long tons. 


Riggs Motors Adds Volvo 

Riggs Motors, Louisville used-car 
dealership, is now selling the Swed- 
ish Volvo, according to Tobby 
Riggs. 
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On the Financial Front 


Net working capital of U. S. cor- 
porations on March 31 totalled $106 
billion, a gain of $1.6 billion since 
Jan. 1, according to estimates re- 
leased by the Securities and Ex- 
change Commission. 

Total current liabilities fell at a 
faster rate than total current as- 
gets during the first quarter of the 
year, accounting for the increase in 
working capital, 

Total liabilities stood at $118.9 bil- 
lion on March 31, compared with 
$121.3 billion at the end of 1956. 
Total assets were $224.9 billion on 
March 31, compared with $225.7 at 
the beginning of the quarter. 

While total assets were dropping, 
book value of inventories showed an 
increase during the quarter. In- 
yentories stood at $77.3 billion at the 
end of 1956 and were $79.1 on 
March 31. 

Combined holdings of cash and 
government securities were $49.9 
billion on March 31, a decline of 
$3.4 billion from the year-end total 
of $53.3 billion. 


Income Up, Profit Down 
For American Airlines 


American Airlines has reported 
profit for the half year ended June 
30 was $6,814,000, compared with 
$10,671,000 for the first half of 
1956. 

The company said income for the 
first half of 1957 was $152,017,000, 
an increase of 8.3 percent over the 
$140,301,000 reported for the first 
half of 1956. 


CE Boosts Sales 8 Pct.; 


Income Rises 13 Pct. 


General Electric Co. sales billed 
for the first six months of 1957 
amounted to $2,121,310,000, an in- 
crease of 8 percent over sales of 
$1,958,974,000 for the comparable 
period last year. 

Earnings for the period amounted 
to $127,823,000, 13 percent higher 
than earnings of $112,864,000 for the 
first six months of 1956. Sales dur- 
ing the three months ended June 
30, amounted to $1,072,460,000, and 
earnings were $63,817,000. 


Hall Lamp Reports Profit 
On First-Half Operations 

Cc. M. Hall Lamp Co.’s operating 
profit for the first half of this year 
was $128,608 on shipments averag- 
ing approximately $500,000 a month. 

The 1957 operating profit com- 
pares with a loss in the first six 
months a year ago of $19,220 be- 
fore special credit for a claim 
against the Government. 

- > > 


Eaton Sales and Earnings 


Trail Ist Half of 1956 


Net sales of Eaton Mfg. Co. and 
subsidiaries for the six months 
ended June 30, amounted to $121,- 
519,396, compared with $122,240,135 
for the corresponding period of 
1956, according to John C. Virden, 
chairman and president. 

Net profit for the period was 
$6,586,156, compared with $7,459,- 
750 in 1956. Second quarter sales 
totalled $62,941,006 and net profit 
was $3,530,924, compared with sales 
of $60,256,836 and net profit of $3,- 
698,980 for the second quarter of 
1956. 

= * * 
Corning Glass 

Corning Glass Works, first half, 
1957 vs. 1956: Sales, $74,142,948 and 
$77,675,755; earnings, $8,288,336 and 
$0,354,654. 

> * a 
Gabriel Sales, Earnings 
Top ’56 in First Half 

Gabriel Co., Cleveland, maker of 
shock absorbers, has announced 
earnings of $424,994, for the first 
six months of 1957 on sales of $11,- 
609,002. In the first half of 1956, 
Sales were $8,871,234 and earnings 
were $105,114. 

During the second quarter of 
1957, sales amounted to $5,824,086 
and earnings were $242,072. The 
figures for the corresponding 1956 
Period were: Sales, $4,698,036, and 
earnings, $30,213. 

* * 


Thompson Products Boosts 
Sales, Profit in First Half 
Net sales of Thompson Products, 


Inc., and subsidiaries in the first 


six months of 1957 amounted to 
$196,000,703, a gain of $53,069,592 
over sales of $142,931,111 in the 
same period of 1956. Sales of $99,- 
112,020 in the three-month period 
ended June 30 compared with $74,- 
077,150 a year ago. 

Net income for the first six 
months amounted to $8,323,211, 
compared with $4,861,842 for the 
same period of 1956. For the second 
quarter of 1957 earnings were $4,- 
272,596, compared with $2,727,060 
for the second quarter of 1956. 


National Automotive Fibres 


Earns $880,046 for Half 

National Automotive Fibres, Inc., 
Detroit reported sales of $27,775,554 
in the first six months of 1957, 
compared with $26,624,458 in the 
year-ago period. Earnings were 
$888,046 this year, compared with 
a loss of $48,860 last year. 

John G, Bannister, president, said 
four plants were taken out of opera- 


tion during the first half of 1957 
and their work was consolidated in 
other plants. He predicted a profit- 
able trim business for the rest of 
1957 since “the transition to new 
models should be completed without 
the costly downtime that so ad- 
versely affected our business in 
1956.” 


* + * 
Woodall Industries 
Woodall Industries, Inc., Detroit, 
nine-month report (period ended 
May 31), 1957 vs. 1956: Sales, $25,- 
039,116 for 1957; earnings, $1,026,459 
and $719,064. 
* * + 
American Enka 
American Enka Corp, reports net 
income for the first 24 weeks of 
this year of $572,725, compared with 


$1,696,812 for the corresponding 
period last year. 
om ” * 

Highest Earnings Yet 
For British Motor 

British Motor Corp.’s dollar earn- 
ings for the first six months of the 
year have averaged $1,493,882 per 
week. This is the highest rate yet 
achieved. 


Best sellers in the U. S. are the 
Metropolitan, MGA, Austin-Healey 


“Let’s just slip this one on for 
price—” 


come for the six months ended 
March 31. 

Sales for the six-month period 
ended this year totalled $346,486,- 
633 and net income was $12,989,411. 
In the comparable period a year 
earlier, sales amounted to $288,182,- 


912 and net income was $10,291,395. 
* * * 


American Metal Products 
American Metal Products Co., 
first half, 1957 vs. 1956: Sales, $40,- 
308,540 and $33,771,693; earnings, 
$2,921,612 and $2,195,736. 
* > + 
Ranco 
Ranco, Inc., third fiscal quarter, 
1957 vs. 1956: Net sales $6,209,997 
and $6,343,583; net profit, $543,450 
and $489,072. 


. * * 


exports to the U. S. alone are three Houdaille Sales Increase; 
times as much as they were this| Income Up to $1,769,000 


time last year, it was said. BMC 
dealers in the U. S. total over 500. 
* * + 


Bendix Aviation Reports 


Sales, Net Income Gains 
Bendix Aviation Corp. has re- 


Houdaille Industries, Inc., re- 
ported consolidated net sales for 
the first half of 1957 amounted to 
$41,568,000, compared with $36,558,- 
000 for the 1956 period. 

Net income totalled $1,769,000 in 
the 1957 half, compared with $1,- 


and Morris-1000. The corporation’s| ported gains in sales and net in-| 286,000 a year ago. 
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se a’ By Jack Weed 


(Continued from Page 20) 


every vehicle factory and many 
dealers have a lot of this well- 
printed, nicely colored literature 
that they must “ditch” at the end of 
every model year, and here is a 
way to give this obsolete literature 
another “ride.” bei’ 


Catalogs for Schools 


ALES Promotion Supervisor 
Robert Austin noted the great 


Center ned 
For Dodge Trucks 


ATLANTA. — A regional truck 
supply center has been opened in 
nearby Athens, Ga. by Dodge to 
provide dealers with fast delivery 
on units and parts. 

Operated by J. Swanton Ivy, 
Dodge dealer, the center will serve 
dealers in Alabama, North Caro- 
lina, Tennessee and Georgia. Whole- 
salers will work out of Athens. 


TRUCKS _.... 


—————_ 
—aa 





delight that the four-year-old son 
of another Harvester man got out 
of cutting the pictures from an old 
catalog, and he wondered if ele- 
mentary schools wouldn’t like to 
have the surplus catalogs that 
his company had to junk each year 
as the new models came out. 

He found that the schools were 
glad to have them, especially the 
teachers in the first and second 
grades. The old catalogs worked 
out exceptionally well for a teacher 
in West Babylon, Long Island. 

Most of her pupils come to 
school in buses, so she had the 
children cut out the bus pictures 
and paste them on plain white 
paper. Then their project was to 
draw in some familar scene each 
saw as he came to school each 
day. 

It just may be that your schools 
would like to get the catalogs and 


model comes in. Why not give 
them a call? 

The popularity of wine in Texas, 
Missouri, Tennessee and Louisiana 
is bringing to light a new use for 
tank trucks. A Houston wine dis- 
tributor has asked for an operating 
permit covering these states for 
stainless steel tank trucks in which 
to transport his wine to his cus- 
tomers in bulk. 

According to the data, this dis- 
tributor gets his wine from Cali- 
fornia in tanks by boat and now 
wishes to transport it in tank 
trucks to bottling works in the 
various states where he sells. 

* oa * 


Splash-Guard Crackdown 


UDGING from the weekly con- 
struction reports issued by Per- 
fection Steel Body Co. Galion, O., 
the heavy construction contract 
awards of an estimated $19.5 billion 
for 1957 will be about 10 percent 
lower than last year’s record total. 
The forecast takes into considera- 
tion an expected 6 percent increase 
in contract awards during the sec- 
ond half of this year. This increase 
is expected to be mostly in highway 
and housing contracts. 


style books that you throw away Chief William H. Morris, of the 
each year as your supply of the new| Illinois State Police, has author- 











“Shall I pour?” 





ized all officers under his com- 
mand to stop and ticket all trucks 
on State highways running with- 
out splash guards. It seems that 
an injunction that had been 
granted against the splash-guard 
law has expired, and no new 
moves have been made to block 
enforcement of the act. 

This brings to mind that Al Hunt, 


when they are 
equipped with 


EATON 2-SPEED AXLES 






Wherever trucks have to go—on or off the highway—Eaton 
2-Speed Axle equipped trucks go quicker—and at lower cost per 
mile. That’s because Eaton 2-Speeds provide a right gear ratio 
for every hauling situation. 


To enable truckers to “make time” on the open highway, Eaton 
2-Speed Axles provide a HIGH-HIGH ratio—trucks GO at top 


legal speeds. When POWER is needed on steep grades or to 
pull out of tough off-the-highway spots under full load, drivers 


select the LOW-LOW ratio—and GO! This wider choice of gear 
ratios means reduced stress and wear on engines and other vital 
truck parts. It means that Eaton 2-Speed Axle trucks keep GOing 
for many extra thousands of trouble-free miles—they cost less to 
operate and maintain, and are worth more at trade-in time. 


EATO 








AXLE 


CLEVELAND, 


DIVISION 


MANUFACTURING COMPANY 
OHIO 


More than Two Million 
Eaton Axles in:Trucks Today. 





B PRODUCTS: Engine Valves . Tappets « Hydraulic Valve Lifters « Valve Seat inserts « Jet Engine Parts « Hydraulic Pumps 
Motor Truck Axles . Permanent Mold Gray Iron Castings « Forgings « Heater-Defroster Units « Automotive Air Conditioning 
Fastening Devices « Cold Drawn Steel .Stampings «Gears «Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 





of Hunt Sales and Service, Tampa, 
Fla., really astounded me when he 
told me last March that he had sold 
more than three car loads of splash 
guards out of his parts department 
up to that time this year and wag 
well into the fourth carload. The 
aon boys certainly grind them up 
ast. 


a * of 
Bills Slap Road-Fund Raids 
La pee Charles E. Potter, 

Michigan Republican, has intro. 
duced a bill to protect the Highway 
Trust Fund against raids by Govy- 
ernment agencies for administra. 
tive expenses. 

The bill would add a provision to 
Section 209 of the Highway Rey- 
enue Act of 1956 providing, “except 
as provided in this paragraph with 
respect to the administrative ex. 
penses of the Bureau of Public 
Roads, amounts in the Trust Fund 
shall not be available for adminis. 
trative expenses of any department 
or agency of the Federal Govern- 
ment.” 

The bill has been referred to 
the Senate Finance Committee 
and should have the backing of 
every automotive dealer in the 
industry. 

Another bill that has been pro- 
posed should also put up a barrier 
against raids of public utility com- 
panies for reinbursement for mov- 
ing their lines to serve firms which 
will locate along the rights of way 
or for any other purpose. 

These raids already have started 
in several states, and the western 
highway commissioners passed a 
resolution at their last meeting cal- 
ling for legislation that will stop 


this practice as well. 
* 7” . 


Taxes Swell Trust Fund 


_ receipts from broadened 

sources are bolstering the High- 
way Trust Fund, effective July 1, 
1957. Under the provisions of the 
Highway Revenue Act of 1956, some 
$277 million is expected to be added 
to the receipts of the Trust Fund 
during the 1958 fiscal year, ending 
next June 30, according to the U. S. 
Treasury Department. 

The additional revenues will come 
from the increased taxes on trucks, 
buses and commercial trailers dedi- 
cated to the Trust Fund, from the 
dedication of the tax on tires other 
than those used on highway-type 
vehicles and from the tax on inner 
tubes. 

These changes, with anticipated 
revenues, include: trucks, buses, 
etc.—rate is 10 percent of manu- 
facturers’ price. Fiscal year 1957, 
20 percent was dedicated to the 
Trust Fund. Fiseal years 1958-72, 
50 percent to the Trust Fund. 
Anticipated revenue from addi- 
tional portion for the 1958 fiscal 
year is $72 million. 

Tax on inner tubes—rate is nine 
cents a pound. Fiscal year 1957, 
none dedicated to the Trust Fund. 
Fiscal years 1958-72, 100 percent to 
Trust Fund. Anticipated revenue 
from this new source for 1958 fis- 
cal year is $18 million. 

Tax on tires other than those 
used on highway-type vehicles— 
rate is five cents a pound. Fiscal 
year 1957, none to Trust Fund. 
Fiscal years 1958-72, 100 percent to 
Trust Fund. Anticipated revenue 
from this source for 1958 is $184 
million. 


Railway Express 
Tests Truck with 
‘Elevator Body’ 


NEW YORK.—A new truck with 
a body that can be lowered to 
ground level in 12 seconds for 
quicker loading and unloading is 
being tested here by Railway Ex- 
press Agency. 

The five-ton unit was designed 
and built by Thompson Trailer 
Corp., Pikesville, Md. It is expected 
to cut street loading time as much 
as 75 percent and save up to 40,000 
foot pounds of manual effort per 
loading. 

The body is actuated from a hy- 
draulic control panel at the out- 
side right rear. It has roll-up doors 
at the sides and rear. 

The producers said the body can 
be raised, lowered or tilted on its 
retractable spring pads to conform 
to any loading dock height up to 
54 inches. 

Called the “Lo-Loader,” the truck 
was built with front-wheel drive, 
making it possible to eliminate the 
rear axle and conventional drive 
shaft. 
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Dealers Can Aid Owners... 


ICC Checks ‘Ground’ 
All Unsafe Trucks 


(Continued from Page 20) 


pend upon its road checks to 
eatch truckers guilty of not 
equipping their trucks in accord- 
ance with regulations. 


The ICC’s nationwide road checks 
jast year and this have brought to 
light hundreds of private and 
exempt carriers of whose existence 
the ICC had no previous knowl- 
edge. 

Ernest G. Cox, chief of safety, 
Bureau of Motor Carriers, says 
the private and exempt carriers 
are served as soon as they are dis- 
covered. Service is performed by 
mail or by an ICC field man calling 
on the carrier. In the latter case, 
the field man receives a receipt 
for the copy of the regulations he 
leaves. 

Carriers are not required to post 
the regulations but they must see 
to it that persons concerned, such 
as drivers and dispatchers, know 
the rules. This obligation is spelled 
out in the regulations. 

= + oo 
OMMISSION field men are sup- 
posed to ferret out private and 
exempt carriers during the course 
of their duties. Investigation of 
accidents discloses others. But the 
road check has been the most 
effective instrument of disclosure. 


Cox realizes that many truck 
owners whose principal business 
is the manufacture or distribu- 
tion of products and whose truck 
operation is incidental to their 
prime business may not be 
aware that their vehicles come 
under ICC supervision. 

If these firms will write to the 
ICC, one copy of the regulations 
will be mailed or delivered to each 
private or exempt carrier. This is 
in form of a booklet. The supply 
of these booklets at the district 
offices is limited and many times 
one is advised to get a copy from 
the Bureau of Publications in 
Washington, D. C. 

While the ICC is willing to co- 


6 IH Series Get 
Front-Mounted 
Power Takeoff 


CHICAGO.—Six series of heavy- 
duty International six-wheel trucks 
have been made available with fac- 
tory-installed, front-mounted power 
takeoff, it has been announced by 
the motor truck division of Inter- 
national Harvester. 

Rated capacity of the new power 
takeoff is 50 horsepower, which is 
adequate to turn a mixer barrel 
with 10 cubic yards of concrete. It 
is offered on International truck 
series RF-190, RF-200, RF-210, VF- 
190, VF-200 and VF-210. These 
models are powered with Interna- 
tional six-cylinder or V-8 engines, 
with choice of gasoline or liquefied 
petroleum gas fuel system. 

Use of a front-mounted power 
takeoff has several advantages, the 
company said, including elimina- 
tion of weight and high mainte- 
nance cost of a separate engine, 
and doing away with probability of 
hand-starting this separate engine 
under inclement weather conditions. 

Taking power off the front end 
of the truck engine also can mean 
& more constant mixing speed and 
better quality concrete, IH said. 
Using a full torque power takeoff 
driven off an auxiliary transmission 
may lead to erratic r.p.m.’s of the 
mixer barrel due to fluctuations in 
Speeds through various transmis- 
sion gears, whereas a front- 
mounted PTO gives better control 
of this factor, according to Inter- 
national. 

The power takeoff flange is 
mounted through the engine vibra- 
tion damper, directly to the fan 
drive pulley. A shaft with two uni- 
versal joints is attached to the 
flange and carried forward. A short 
jackshaft is attached to the for- 
ward universal joint and suspended 
between two self-aligned bearings 
which absorb side thrust into the 
frame. The engine, therefore, is 
tage only to its normal radial 





operate with firms whose trucks 
may or may not be engaged in 
transportation which comes under 
the regulations, and will supply in- 
formation and rulings as well as 
copies of the regulations, they are 
forced by law to check any truck 
and can put out of commission any 
vehicle not properly equipped or 
lacking in proper maintenance. 

The last road check, held last 
May, showed up a surprisingly 
high percentage of “out-of-service” 
vehicles. 

Lack of proper maintenance is 
certain to ground a vehicle. For 
instance, a leak of 15 pounds of air 
will immediately call for grounding 
the vehicle, as will inadequate 
brakes or any of several other 
faults or maladjustments. 
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Ford Truck Experts— 


The truck division of Ford Motor Co. recently put 19 experienced heavy-duty truck experts in the field to contact users 
and to aid dealers and fleet sales on sales problems. These men are also the body and equipment manufacturers contact in 
the field. The men and their field office location are, from left, Richard Willette, Kansas City; Robert Garrity, Chicago; Joseph 


Mulleavy, Detroit; Jack Berlin, Cleveland; Jack Thornberg, Charlotte, N. C.; Cornelius Egan, New York; Martin Hoelscher, St. 


Louis; David Waters, Dallas; Charles White, Indianapolis; Lawrence Snow, San Jose, Calif.; James Eason, Jacksonville, Fia.; 
Lowell Lewis, Los Angeles; Jerrold Finch, Buffalo; Jack Barbee, Dallas; William Hayden, Philadelphia; Robert Carlson, Minneapolis; 


John Mclean, Ford truck promotion manager; Lee lacocca, Ford truck marketing manager; R. E. Holsaple of Ford truck market- 


ing; Lovis DeVuano, New York; John Leonard, Philadelphia, and James Rosa, Boston. 





PERFECTION 
Steel Dump Body hauls 






a 


ROUGH JOB! 


The Webster Dam unit (at Bogue, Kansas) of 
The Pick-Sloan Missouri River Flood Control 
Project demanded heaviest duty hauling under 
punishingly rugged conditions. 


TOUGH REQUIREMENTS! 

Large payloads, fast cycles, and minimum 
down time were required if the hauling con- 
tractor was to realize the profit figured in his 


bid. 





PERFECTION FILLS THEM! 


Lester Oborny, successful bidder, depended on 
Perfection Bodies and Hoists to do the job. 
22 cubic yard body capacity permitted 25 ton 
payloads. Extra rugged body construction 
took all the punishment of grueling loading 
impact; body and hoist performed rapidly 
and efficiently in dumping, allowing an aver- 
age of 21 ten mile cycles daily. Here, as usual, 
Perfection equipment functioned dependably 
to assure the contractor’s performance per 
contract—and to his profit. 


PROTECT YOUR PROFITS. DEPEND ON PERFECTION TO DESIGN 
AND BUILD TRUCK BODIES AND HOISTS FOR ANY AND ALL YOUR 


CUSTOMERS’ HAULING REQUIREMENTS, 


Your nearby distributor stocks many different standard types, with fast factory 
service on special custom types. See him, and 


For YOUR Profit-Protection, buy PERFECTION! 


The 


PERFECTION STEEL 


BODY Co. 





. Distributors in all principal cities. 





ee ee 


ee ne 


26 
Big Three Go Allout... 





AUTOMOTIVE NEWS, AUGUST 5, 1957 


Dealers Get Heavy-Duty T: raining 


(Continued from Page 20) 


duct two-week schools divided 
into 40 hours of classroom and 
40 hours of workshop work. This 
course trains salesmen in the 
fundamentals of truck selling and 
product information. 

Dodge has 18 truck training man- 
agers in the field, one in each 
region, who have had both whole- 
sale and retail truck experience 
and who now are in their sixth 
“learn and earn” session. These 
men will not only aid dealers, but 
also will call on fleet accounts. 


Used-Unit Problems 

HEVROLET depends to a great 

extent upon its specialized truck 
men in each region and zone to 
teach dealer salesmen. These men, 
all experienced heavy-duty men, 
hold truck sales conferences every 
three months and have been doing 
so for some time. 

Chevrolet also is developing 
truck specialists as city truck 


managers in each metropolitan 
area where the concentration of 
heavy-duty truck business war- 
rants such a man, 

In addition to the schooling on 
new-truck sales, Chevrolet field men 
show the dealer how to approach 
the used-truck market through 
their tried and proved “cut and 
try” method. 

In the main, the used-truck mer- 
chandising problem, especially that 
of knowing how much to bid on a 





Pennsylvania Boosts 


Small-Truck Speed Limit 


HARRISBURG, Pa. — Gov. 
George M. Leader has signed into 
law a bill increasing from 40 to 
50 miles per hour the speed limit 
for small trucks. 

Also signed by Leader was a 
bill putting into immediate effect 
a new law reducing the minimum 
horsepower of small delivery 
trucks from 50 to 30. 





used piece, is one that no one has 
yet licked on a national basis. 

The value of a certain type, 
size and make of truck varies so 
much from area to area that it is 
seen as impractical to try to give 
dealers a used-truck price book. 

In any area, the worth of a 
heavy-duty truck is based upon the 
number of haulers in a certain 
line of work and the popularity of 
a certain make because of repre- 
sentation or service available. Thus 
one unit might be worth much 
more than another make of the 
same size and general character- 
istics. 

= * om 


Field Engineers 


F°® instance, a heavy-duty job 
fitted for the logging industry 
would bring a much better price 
in the Northwest than in any city 
area, so a dealer could afford to 
bid more for such a truck on a 
trade and still come out ahead. 


Dodge also is taking one addi- 


Trucks for the Post Office— 


As part of its modernization program, the Post Office Department has purchased 
1,045 forward-control truck bodies built by Herman Body Co., St. Louis. The specially 


designed bodies are being mounted on 





short-wheelbase Chevrolet chassis. A few 


of the finished trucks are shown above awaiting loading and rail shipment to various 
parts of the country. The stripped truck chassis in the foreground are lined up for 


movement to the production lines. 


tional step toward making truck 
selling easier for its dealers. The 
company is developing a third field 
crew. that will be composed of 
graduate engineers with truck ex- 
perience. 


Their main duty will be to do 








Lightweight aluminum truck body. 


SELL THESE UNISTEEL FEATURES 
IN STEEL OR ALUMINUM VAN BODIES! 





Van Bodies 


offer custom-built flexibility... 
at mass production prices 


@ Offered in 9 to 22 ft. lengths, 
83 or 90 in. wide and 72 or 78 in. 


high at eaves (66, 
eave height at extra cost) 


@ Choice of sill, wheelhouse and 


insulated bodies 


84 or 90 in. 


@ Over 500 body combinations—all 
built from stock sections and parts 


@ Full selection of side and rear door, 
tailgate and accessory options 


@ Factory mounted or shipped 
knocked down—easily assembled 


@ Long life—all roof and side panels 
sprayed with insulator and sound 
deadener—all metal parts fully primed 


@ High strength, weight saving 
“ring-of-steel” construction for 
durability and maximum payloads 


@ Mass produced— prompt delivery 


UNISTEEL BODY COMPANY : cation, onic 


DIVISON OF HERCULES GALION PRODUCTS, INC, 


a truck engineering job in the 
field, primarily through the na- 
tional string of truck modifica- 
tion centers which Dodge already 
has set up in key distribution 
points. 


It is hoped that these engineers 
will help the modification centers 
and dealers to do a better job of 
reworking heavy-duty trucks. This 
is sometimes done by the “cobbling” 
method of changing major com- 
ponents and adding equipment to 
make a truck fit a particular voca- 
tional hauling job. 


The factory also hopes that these 
men will bring the engineering de- 
partment suggestions gained from 
their field experience that will re- 
sult in a better engineered prod- 
uct. 

= > * 


Help from the Factory 


peres recently completed a 
truck retail finance plan that 
makes its dealers competitive with 
any truck dealer in the industry, in 
the size, terms and maturity date 
of the paper. 

All of the Big Three’s experi- 
enced heavy-duty truck specialists 
are not only charged with the con- 
tact and educational duties as out- 
lined but also are held responsible 
for contacting and knowing every 
body builder and truck equipment 
distributor in their areas so that 
these suppliers always will be able 
to recommend the right body or 
piece of equipment for the job. 

This should be a big help to 
the truck dealers in the area 
since they have the advice of the 
specialists and can rest assured 
that any body or piece of equip- 
ment recommended will be the 
right one for the job. 

But with all the support that the 
dealer is being given by the factory, 
he still must do several very im- 
portant things himself if he wishes 
to share in the ever-expanding 
truck market and especially in the 
heavy-duty business. 

> * a 


The Truck Dealer’s Job 


H= MUST get acquainted with 
the truck transportation indus- 
try in his own area and must learn 
the needs of the principal] truckers. 
He must make it his business to 
know how his trucks—and which 
trucks—will fit best into the haul- 
ing jobs of each fleet and princi- 
pal customer. 

And above all, he must make 
certain that the service he offers 
these heavy-duty buyers is effi- 
cient, and that his customers will 
not suffer “down time” because of 
his failure to provide the right 
service at the right time. 

He must surround himself with 
salesmen who like the truck busi- 
ness and who will make calls. 
Heavy-duty trucks must be sold— 
few are shopped for. 

And in addition, he must carry 
a stock of parts that will also pre- 
vent customer “down time.” In 
the words of a widely known Kan- 
sas dealer, don’t become known as 
a parts “outhouse” because no one 
wants to do business with an “out- 
house.” 


Radio for Railway Express 

SYRACUSE, N. Y.—General Elec- 
tric Co.’s communication products 
department has announced receipt 
of contract orders from the Rail- 
way Express Agency for 89 Prog- 
ress Line two-way mobile radio 
units and associated base station 
equipment. The equipment will link 
terminals and street vehicles, 
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‘News to Note... 





Truck News in Brief 


SYRACUSE, N. Y.—W. B. Law- 
gence, Cummins Diesel distributor 
fere, is offering a “loaner” tractor 
to small truck firms which feel the 
js when one of their units is out 
@ service for repairs or a conver- 
sion. 

The customer pays for fuel, lubri- 
gting oil, grease and other main- 
tenance items while he uses the 
janer. No other charge is made. 

* * * 


§an Antonio Transit Buys 


Stock of Diamond T Deal 


SAN ANTONIO.—San Antonio 
Transit Co, has purchased all the 
capital stock of Motor Equip- 
ment Corp., Diamond T dealer- 
ship here. 

Motor Equipment has operated 
since 1930. Laurence Wingerter, 
president of San Antonio Transit, 
said, “The purchase was made to 
develop what we anticipate will 
be a complete and comprehen- 
sive truck sales, leasing and serv- 
jee program.” 

> 


* * 


1H Makes Available 


New Lightweight Axle 


CHICAGO.—A lightweight, thru- 
drive tandem rear axle rated at 34,- 
#0 pounds has been made avail- 
able for International] 190 series six- 
wheel trucks. 

The new tandem rear axle, 179 
pounds lighter than a standard 
bogie with comparable features, in- 
dudes aluminum walking beams, 
rubber sprung bogie and aluminum 
saddles. 

+ * 
Superior Coach Names 
Daugherty to Coast Job 


LIMA, O. — H. A, Daugherty, 
Sacramento, Calif., has been 
named distributor of school 
coaches in the northern two- 
thirds of California for Superior 
Coach Corp. 

He has served Superior in sales 
and management positions for 
eight years, most recently as 
manager of the school bus di- 
vision for Superior Bus & Am- 
bulance Sales Co., Burlingame, 


Westeel Acquires Plant 


TORONTO. — Westeel Products, 
Ltd, has acquired a new plant in 
Scarborough Township, The plant 
will consolidate the company’s truck 
tank manufacturing for Eastern 
Canada and provide for improved 
manufacturing techniques. 

” * * 


International Opens 
New Branch in St. Paul 


ST. PAUL.—A new sales and 
Service branch building has been 
Opened by International Harvester 
&t 775 Rice St. here. 

The building contains 15,000 
Square feet of space and houses 
tales, service, parts and accounting 
departments. The shop has 16 stalls, 

* - e 


Calif. Slows Trucks 


SACRAMENTO, Calif.— Gov. 
Goodwin Knight has signed a bill 
authorizing the State Public Works 
Department to cut the speed of 
trucks on downgrades from 45 
miles an hour to as low as 20 miles 
an hour. 


* oz ” 
GMC Formally Opens 
Building at Pittsburgh 

CHESWICK, Pa.—GMC has ded- 
icated its new parts warehouse and 
Zone office building in this Pitts- 
burgh suburb. 

The 50,000-square-foot building is 
the hub of GMC activities in 
Western Pennsylvania, Western 
New York, Eastern Ohio, West 
Virginia and part of Maryland. 

* 


Wis. Truck Weight Increase 
Defeated by Lawmakers 
MADISON, Wis.—A bill to in- 
Crease from 68,000 to 72,000 pounds 
the maximum permissible weight of 
‘trucks using Wisconsin highways 
has been defeated by the Wisconsin 
Assembly. 
_ The measure was sponsored by 
‘Assemblyman Elmer C, Nitschke, 
Beaver Dam Republican, who heads 
iy Assembly highway committee. 






It was pointed out during debate, 
however, that he had been unable 
to get the committee to approve 


the bill. 
: ss 2 


Boston & Maine Leases 


50 Piggyback Trailers 


BOSTON.—Boston & Maine Rail- 
road has leased 50 Trailmobile 
trailers from Boston & Maine 
Transportation Co. to serve as a 
basic fleet in the initiation of its 
new piggyback service. 

The trailers are 35-foot integral- 
post units. The new B&M service 
will reach all New England and 
metropolitan centers as far west as 
Chicago, the railroad said, 


* * * 
Gramm Trailer Buys 


3,200 Safety-Brake Units 
CONNEAUTVILLE, Pa.—Hop- 
penstand Motors, Inc., has received 
an order from Gramm Trailer, 
Inc., for 3,200 Hoppenstand Double 
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Air Chamber Safety Brake Sys- 
tems. 

The system is designed to pre- 
vent truck runaways in event of 
brake failure. 


* * 


German Bus Run Slated 


SEATTLE. — Seattle has been 
selected as one of the first areas 
to be served by a fleet of German 
buses purchased by Continental 
Trailways. The buses are scheduled 
to be put on the Seattle-Los 
Angeles run. 

* oe 


GMC Awards Contract 


For Oregon Warehouse 


PORTLAND, Ore.—GMC has let 
a contract for a $460,595 warehouse 
and office building on an industrial 
tract in Beaverton, Ore. 

The building will be a parts ware- 
house to service Oregon, Washing- 
ton, Idaho and Alaska, according 

|} to J. C. O'Connor, GMC zone man- 
| ager. 


+ * + 


Truck Group Organized 


LANGLOIS, Ore.—Truck owners 
|from the Bandon-Northern Curry 
jarea have formed the Pacific 
| Truckers’ Assn., Inc. Officers and 
| directors include Ray Deets, presi- 


dent and manager; Glen Kerber, 
vice-president; S. T. Neff, treasurer, 
and D. F. Bach, secretary, 

oe 0,8 


Heavier Axle Offered 


For Six IH Series 


CHICAGO.—A 15,000-pound rated 
capacity front axle has been made 
available for six series of Interna- 
tional six-wheel trucks to meet in- 
creased demands for heavier loads 
on front axles. 

The attachment includes a heat- 
treated alloy steel frame, inverted 
L-frame reinforcement, heavy-duty 
front springs, oversize spring pins 
and power steering. 

* ¢ 


+ 
Four Staff Changes Made 
By Ringsby Truck Lines 

DENVER. —Four staff changes 
have been announced by Ringsby 
Truck Lines, Inc., Denver, John A. 
Sieb has been named operations 
manager for the refrigerated di- 
vision. 

Robert S. Shearer was appointed 
Oakland (Calif.) terminal manager, 
succeeding Cliff Northam, now with 
the refrigerated division’s eastern 
sales staff. Henry H. Greene was 
named the firm’s sales representa- 
tive in the Los Angeles area. 








Readying for Road Test— 


Front axle is being reinstalled on truck, 
one of 30 vehicles being used in road 
tests at the Southwest Research Institute, 
San Antonio, to evaluate the effectiveness 
of Moly-Sulfide additive in chassis grease. 
Half the vehicles are lubricated with com- 
mercial grease, the other half with the 
same grease in which 3 percent Moly- 
Sulfide has been disperse. Wear will be 
determined by before-and-after weight 
comparisons, dimension measurements and 
surface inspection of key parts. The tests, 
sponsored by Climax Molybdenum Co., 
are expected to be concluded this summer. 
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REDHEADED WOMEN 


want Delco Batteries! 


This fact was proved by three separate surveys made by three different national 
publications. All showed Delco to be America’s No. 1 battery preference. And 
why not? A Delco battery is the freshest power money can buy —backed by good- 
all-over warranties. Just stock Delco batteries, and watch your battery profits 
mount! They’ll sell themselves—even if you haven’t any redheaded customers. 






ON CBS RADIO—LOWELL THOMAS NEWSCAST « 


distributed nationally by 


General Motors leads the way—Starting with Delco Batteries 


COMING SOON ON CBS TV—“HIGH ADVENTURE WITH LOWELL THOMAS.” 


No. 42 OF A SERIES 
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FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 











If you want something 
done - give it 
to a busy man! 


A dealer is a mighty busy man—he gets plenty of things done! 
Running his complex business organization is a time-consum- 
ing enterprise. In addition to spending his time at the dealer- 
ship, he finds some of his “off hours” are “working hours.” 







He gets around a lot. One day he’s acting as umpire for his 
City Recreation league baseball game—the next day attending 
a dedication for the new Town Hall—or a charity fund-raising 
tournament at the country club. 









He attends sessions of the mayor’s “Keep Our City Clean”’ 
committee, or actively campaigns for new schools, road im- 
provements. He’s forever busy with the local driver-training 
programs—even furnishes the cars. 








Folks seem to see him everywhere. They might even reach 
the conclusion that he’s running for public office, or neglect- 
ing his business. Actually, he’s doing neither. He’s really act- 
ing much like thousands of his fellow dealers in the Ford 
Family of Fine Cars. His neighbors look to him for leader- 
ship in civic circles and he furnishes it. He is a conscientious 
citizen. He’s proud of his town and he doesn’t care who 
knows it. 













To the people of his town, he’s not just an automobile 
dealer—he’s a friend! Someone they can call on at home— 
or at the dealership—for personal attention. An added obliga- 
tion? Well, it’s a lot easier doing business with friends than 
with a prospect list. 


Yes, a dealer’s day is a full one—but he finds there’s a 
fine, satisfying feeling about it. 











FORD MOTOR COMPANY 


VTHE AMERICAN ROAD, DEARBORN, MICHIGAN 






The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY ® LINCOLN ® CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 







COMING SOON 





THE NEW EDSEL 








Advertisers Council Elects— 


New officers of the Automotive Advertisers Council are (from left) M. Robert Wolfson, 
Maremont Automotive Products, Inc., corresponding secretary; Frank F. Schuhle, General 
Electric Co. miniature lamp department, vice-president; R. K. McConnell, Federal-Mogul- 
Bower, president; Lester C. Dobrunz, Wagner Electric Corp., treasurer, and Albert 
Joseph, AP Parts Corp., recording secretary. 
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Affecting Factories and Dealers .. . 


Auto Advertising 





By Martin L. Whitmyer 
Staff Writer 


uSe in the U.S., of which 35 million 
are car radios. 

Auto radios in use, the survey 
showed, gained 9.4 percent since a 
year ago. This gain is explained in 
part, the RAB said, by the fact that 
almost 90 percent of all 1957 cars 
were radio-equipped at the time of 


|that—if you have it—you will be| delivery. i boca 
sought out even should you select} Industry estimates indicate, the 


There is no geographical “Prom-|the bottom of a Colorado copper|RAB said, that the average auto 


ised Land” for beginners in the|mine as the base of operations.” 


advertising business, Ernest A.| 


Jones, president of MacManus, |New Petersen Book 


John & Adams, Inc., declares in 
Art Direction magazine. 


“Opportunity is located just south 
of your crew cut,” Jones tells as- 
pirants to agency employment. Re- 
viewing the various advertising 
centers, he says of Detroit: 

“It is stimulating and progressive 
and comes very close to being the 
industrial metronome of America. 
Detroit is quick to appreciate and 
reward results ... and for the ad- 
| vertising man it is a very fast 
track indeed... 

“If you have the talent, any place 


* 

Robert E. Petersen, president, ° 9 
Petersen Publishing Co., Printer’s Ink Sold 
| Angeles, has announced a new con-| Printers’ Ink has been purchased 
| sumer automotive publication to be| by Vision, Inc., a firm organized 
| entitled Custom Cars. I 

The magazine, scheduled for na-|™onthly Spanish-language news 
tional release Aug. 12, will be edited| ™#gazine. Printers’ Ink has been 
by Richard Day and will have an| Published since 1888. 
initial printing of 150,000. 


Radios on the Go 


There are more auto radios in use| Printers’ Ink had begun negotia- 
in the U. S. today than at any time|tions with N. W. Ayer & Son to 
in history, according to a set dis-| cancel the agency’s schedule for 


radio is tuned in from 58 to 61 
minutes daily, or approximately 33 
million hours per given day. 

.. 26 


Los 


in 1949 to publish Vision, a twice- 


Printer’s Ink Publishing Co. will 
be operated as a subsidiary of 
Vision. 

Meanwhile, it was reported that 


| where advertising is produced can/|tribution analysis by the Radio| page-one advertising. 


be your Promised Land,” Jones | Advertising Bureau. 

The RAB research department’s|0f a five-year contract for the 
findings showed that as of July 1,|)Space. The Ayer ad has been on 
there were 135 million radio sets in| Page one of Printers’ Ink since 1909. 


concludes. “Where you work best} 
is the best place for you and so 
great is the demand for talent today 


mental and functional 


mirror can 


FITS ALL CARS 


Mercury and ofher fender 





) " 


Pat. Pending 


Weight: 1% Ibs. 
Mirror: 4¥4" dia. 


Ayer is currently in the middle 


} * * . 

|Buick Signs 2nd Show 

| Buick, which recently announced 
| its sponsorship of “Tales of Wells 
| Fargo” television program on NBC 
beginning Sept. 9, announced its 
sponsorship of a second show, “The 
Patrice Munsel Show,” on ABC. be- 
ginning Oct. 18. 

Cosponsoring the show will be 
the Frigidaire division of General 
Motors. 

In announcing this additional 
program, E. T. Ragsdale, general 
manager of Buick, said that “this 
second television show will put 
Buick most prominently before the 
huge television audience, since the 
Wells Fargo is already established 
as a top-rated show and Patrice 
Munsel’s standing in the entertain- 
ment world assures an equally high 
rating for her show.” Both shows 
will be seen in prime evening hours, 
8:30 to 9:00 p.m. (EDT). 


. = * 


Taylor to Head F,C&B 


Rolland W. Taylor has been 
elected president of Foote, Cone 
& Belding. 

Fairfax M. Cone will become 
chairman of the executive commit- 
tee. Robert F. Carney will continue 
as chairman of the board of direc- 
tors and Roy Campbell as executive 
vice-president. 

* * * 
Late Movie Spots 


Dodge dealers in the San Diego 
area have authorized expenditure 
of $6,545 for purchase of six one- 
minute spot announcements on the 
Friday night movie shown on 
KFMB-TV. The commercials will 
continue for 13 weeks. 

> ” > 


|\Werner to Join Kaiser 


| Mort Werner, National Broad- 
| casting Co. vice-president, will join 
| Kaiser Industries Co. Aug 19 as a 
vice-president. 

He will be in charge of television 
activities for all Kaiser affiliates— 
including Kaiser Aluminum, Kaiser 
Steel, Permanente Cement, Willys 
Motors, Kaiser Metal Products and 
Kaiser Engineers. 

7” * 


* 
New Duties for John, Mara 
New duties for two veteran staff 
members have been announced by 
MacManus, John & Adams, Inc. 
Colin H. John has been named 
account executive in charge of 
Vauxhall auto advertising. He will 
continue as associate account exec- 
utive on the Pontiac account. 
William A. Mara jr. has been ap- 
pointed assistant account executive 
on the Wide Wide World television 
account for General Motors. 
~ a” ” 
Names 


Stromberger, LaVene & McKen- 
zie has appointed Carter B. Cordner 
as copy chief in its Los Angeles 
agency. a 

* 


Harry J. Wendland has been 
named vice-president of Carl Fal- 
kenhainer Advertising, Inc., Los 
Angeles. 

* * : 

Donald McDonald has been 
named chief of the Detroit news 
bureau of McGraw-Hill Publishing 
Co. He succeeds 'Harry Homewood, 
who resigned to become News- 
week’s Chicago bureau chief. 
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How They're Pushing Sales 








Dealer Ad Ideas 


Christmas in July 
eo boss must be playing Santa 
Claus the way he’s marked the 
price tags on these cars,” said a 
“Christmas in July” ad of Becker 
Auto Seles (Nash), Lafayette, Ind. 
The red, green ‘and black ad 
asked customers to “Come in and 
take a ride in this sharp sleigh,” 
and “Why not let Santa slip this 
one down your chimney?” 
The dealership added: “We under- 
stand that Santa is going Rambler 


this year. He says it’s cheaper per | 


mile to drive a Rambler than buy) 
reindeer food! Why don’t you go| 
Rambler?” 


+ * + 
Trip to Golf Championship 
OULDER MOTOR CoO. (Plym-| 
outh-Chrysler-Imperial), South 
Bend, held a drawing for a free, 
two-day trip to the National Open |, 
golf championship in Toledo. 
Registration in the contest was 
open to all adults with no purchase 
required. Jack Moulder, owner, 
drove the winner and a companion | 
to the golfing event. 
Moulder reported good results | 
with a piece of direct-mail adver- 


tising addressed to South Bend | 


doctors. 

The letter opened with: “We 
would like every doctor in the city 
to become the proud owner of a 


1957 Imperial during July.” It con-| 


tained several testimonials from 
doctors who had bought Imperials. 
- : * 


Ad Worth $100 


NDY SCHAIN (Pontiac), Cincin- | 
nati, in a special promotion, told | 
readers of its newspaper advertise: | 


ments on used cars: 
“Bring this ad in. It’s worth $100 | 
towards your downpayment.” 
The offer was limited to 33 cars | 
listed in the ad. 4 
> + 


Silver Dollars Free 


cCLINTON CHEVROLET, Par-| 
kersburg, W. Va., offered a free} 


silver dollar to any person “just for} 


coming in and letting one of our 


salesmen show you a McClinton) 


deal.” 

The offer was good for three 
days, during McClinton’s “Silver 
Dollar Savings Sale.” 


The ad prominently featured re-| 


productions of U. S. silver dollars. 
* * *. 


Warning on Vacations 
ON’T take a chance” was the 
warning of Salem Motors, Inc., 
(DeSoto-Plymouth), Salem, Va., in 
an ad for “The Pre-Vacation Auto- 
mobile Once-Over.” 

The dealership said “disabled 
out-of-state cars with money-loaded 
vacation-bound drivers” are at the 
mercy of auto repair men and 
urged readers to have their cars in- 
spected before beginning vacation 
trips. 

Customers were told the checkup 
on their car would be tailored to 
meet the problems of their vacation 


driving. 
” * > 


Garber Buick 
Lives It Up with 
Teen-Age Bash 


Teen-agers have helped Garber 
Buick Co., Saginaw, Mich., observe 
its 50th anniversary. At the same 
time, the young people were given 
an opportunity to express them- 
selves on the subject of car safety. 

With the cooperation of Saginaw 
Radio Stations WKNX, WSAM and 
WSGW, Garber sponsored a contest 
which required teen-agers to write 
on the subject of why the family 
car should be safety-checked. The 
contest ran during a two-week 
period when Saginaw police made 
free safety check of automobiles. 

Alverda Brown, 17, Saginaw, top- 
ped the list of five winners and was 
awarded an RCA-Victor portable 
record player. Other winners re- 
ceived prizes including an RCA- 
Victor portable radio and popular 
record albums. 

Each contestant also received a 
copy of a record of “Tiger on 
Wheels,” especially composed and 
recorded for Garber. Produced by 
the auto firm’s advertising agency, 
the record’s two sides feature ca- 







lypso and jazz treatments of the 
same melody. The lyrics include 
typical teen-age jargon, Most teen- 
agers readily recognize a “Tiger on 
Wheels” as a “popular guy with 
a car.” Such words in the song as 
“bomber” (car) and “chick’s pad” 
(girl-friend’s house) need not be 
translated for the average teen- 
ager. 

Garber wanted the lyrics to stress 
safe driving. The words remind 


—we know, how fast your Garber 
|car can go. I like a tiger who 
| takes it slow, so cool it—daddy-o’.” 

Saginaw disc jockeys gave “Tiger 
on Wheels” a warm reception and 
|played it frequently. A local coin 
machine operator also placed in on 
jukeboxes around the city. 

= * +. 


‘Look What They Traded’ 

Pw A used-car promotion, Barron 
Motor Co. (Ford), Hattiesburg, 
, talked of the cars it has 
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taken in trade on Fairlane 500 
models, 

The ad mentioned ’56 and ’57 
models of competing and higher- 
priced makes and concluded: “No 
matter what they’re driving, every- 
body likes the new Ford 500.” 


* * * 


Playing It Cool 

yao Chevrolet, Pittsburgh, 
offered buyers of new cars, free 

of extra cost, an air-conditioner 

installed and two season tickets to 

Pittsburgh Steelers professional 

football games. 


* * * 


Colors on Sale 

N “odd color” sale was staged 
by Massey Buick, Pittsburgh, 
in an effort to reduce its new-car 
inventory. 

“Buy the combinations we have 
in stock and save many dollars,” 
the ad said. 

* a . 

Homecoming Sale 
IME for Dad!” read the over- 
line in an advertisement of 
Norwood Motor Co. (Chevrolet), 
Providence, signed by Bob Rocchio. 

“His boat docks in New York 
(soon) to end a two-month Euro 














“. .. and just where do I fit?” 





pean vacation,” Rocchio explained. 

“Itll be nice to see him and 
Mom and have the whole family 
together again. It'll be nice to 
have him back on the job, too. 
Thanks to all the nice people who 
came in to see me during my 


31 


used-car sales, I really have some- 
thing to show him. 

“One thing bothers me, though. 
It looks as though my enthusiasm 
ran away with me and I ordered 
too many new cars from the fac- 
tory. My used-car stock is low, but 
my new-car stock is high. 

“Dad won’t like that. I’d better 
reduce this inventory quick . ,. . So 

. OUT THEY GO.” 


* * x 


Free Vacation 


‘nae last three weeks of July in 
Mishawaka, Ind., L. O. Gates 
(Chevrolet) urged people to come to 
the showroom and register. No pur- 
chase had to be made. 

On Aug. 1, a drawing will be 
made. The name drawn will receive 
a one-week’s vacation free. 

e * * 


Following the Team 

- BASEBALL-MAD Milwaukee, 
Rank & Son (Dodge-Plymouth) 

used a two-color newspaper ad 

featuring the pictures of 11 Mil- 

waukee Braves ballplayers. 

Said the ad: “These Braves got 
their Dodges at Rank & Son! Why 
don’t you?” 

The ad listed 15 models at what 
it said were special prices. 





“Customer demand 
for ROYAL TRITON 
has doubled 

since last year” 





Wayne Roberts, Service Manager, Arbenz Cadillac-Pontiac, Sioux Falls, South Dakota 


“We've featured Royal Triton in our 
service department since 1951, and 
every year the demand increases. 
This year's Royal Triton sales will 
double last year’s. 


“Customers are quick to notice the improved perform- 
ance they get with Royal Triton, and the word gets 


around. 


“We recommend 10-30 for both Cadillacs and Pon- 
tiacs because it does such a wonderful job of keeping 
lifters free and engines clean. It’s the oil that most all 
the fellows in the shop, including me, use in our own 


” 


Cafs. 


Wayne Roberts is right about 


“the word getting 


around:’ Royal Triton users are our greatest advertise- 
ments because they do tell their friends about and 
where to get this amazing purple oil. Stock it and 
cash in on the increasing demand for Royal Triton, 


America’s finest motor oil. 


UNION OIL COMPANY 


OF CALIFORNIA 
Los Angeles: Union Oil Bldg.* New York: 45 


Rockefeller Plaza * Chicage: 


1605 Bankers Bldg. * New Orleans: 644 National Bank of Commerce Bldg. 


Dallas: 313 Fidelity Union Life Bldg. * Atlanta: 


1401 Peachtree St. 


Kansas City, Mo.: 612 West 47th St. * Boston: 213 Harvard Ave. 
Philadelphia: No. One Wynnewood &d., Wynnewood, Pa. 
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NOW, ONE out of every $7.18 


spent at retail in the U.S. is spent in a 
market saturated by 


FAMILY WEEKLY 







14.9% of all U.S. passenger cars are 
registered in FAMILY WEEKLY’S 
Supercity market. 








Imagine saturating a market bigger in population (24,196,900) 
—and retail sales ($26.8 billion)—than the cities of New York « 
Chicago « Philadelphia « Detroit « Baltimore * Boston « St. Louis « 
Cincinnati « and Kansas City combined! 










In the FAMILY WEEKLY Supercity, your sales prospects live within 
easy shopping distance of the heart of the market. 
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FAMILY WEEKLY delivers the world’s largest 
market that can be reached in such depth with a 


; 


single medium . . and it’s growing every day! 


FAMILY WEEKLY combines the buying power of 165 selected markets into a giant Supercity of 
Sales that can add a whopping big portion of the U.S. to the sales potentials of national advertisers. 
Its saturation coverage of virtually-unduplicated markets enables advertisers to expand and supple- 
ment most any pattern of media and market schedule by reaching 165 additional 
markets effectively and economically. 
FAMILY WEEKLY markets are booming in population, payrolls and sales. 

Their populations have increased at a rate averaging 66% greater than the rw cum 
national average. And FAMILY WEEKLY’'s 165 distributing newspapers are 
keeping pace in circulation and influence. 


In terms of its markets, saturation coverage and sales influence, FAMILY 


WEEKLY belongs on your media list. Let us tell you why. 


Are You 
Too Olid 
to Drive? 


| | | 
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STOPLIGHT SWITCH—Perfection of a 
double throw stoplight switch which actu- 
ates truck trailer stoplights when brakes 
Gre applied by emergency controls has 
been announced by Midland Steel Products 
Co., Owosso, Mich. The unit, said to fit 
all truck-tractors, operates in conjunction 
with the standord stoplight switch cur- 


rently installed in vehicles equipped 
with air brakes. Whereas the standard 
switch is operated by pressuring the 
service line, Midland's stoplight unit is 


activated when an emergency application 
is made and pressure is exhausted from 
the emergency line. 





ROAD FLARE—A windproof, rainproof 
road fiore for motorists has been de- 
veloped by Chempounders, Inc., Box 603- 
415, Mt. Vernon, N. Y. Packaged three 
flores plus a snuffer to each kit, the 
flares ore designed to provide warning 
to other motorists when an automobile 
is stopped for repairs. The flares can 
be seen for several hundred feet, and 
will burn for at least an hour, it is 
daimed. When snuffed ovt, they can be 
used over again. 





BRAKE ACTIVATOR—An automatic 


broke activator for hydraulic trailer 
brokes has been announced by Trail-O- 
Matic Corp., P. O. Box 454, Longview, 
Wash. The unit features an aviomotic 
breckawoy device, which provides that 
if the trailer should breakaway from the 
tow cor, the brake would automatically 
be on the trailer, stopping the trailer at 
the breakaway point, it is claimed. The 
mode! “C” brake activator, shown above, 
is designed for use on trailers up to 4,500 
pounds. Larger activators are available 
for trailers over that weight. 
a as 


International Develops 
2 Heavy-Duty Truck Axles 
Two heavy-duty axles have been 


. 
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tional Harvester Co., 180 N. Michi- 
gan Ave., Chicago 1, Il. 

The RA-44 is rated at 18,500 
pounds and the RA-46 is rated at 
21,500 pounds. Both are single- 
reduction axles. 





TRANSMISSION JACK — Designed and 
engineered to handle all shapes and sizes 
of heavier transmissions and differentials, 
the Step-Draulic Jack, model No. 5000, is 
manufactured by Stephenson Industries, 
Inc., 548 E. Fort St., Detroit 26, Mich. With 
its capacity of 2,000 pounds, overall 
height of 84% inches and four-inch metal 
ball-bearing casters, it is easily rolled in 
or out from under vehicles, it is claimed. 
The jack can be raised to bench height 
for disassembly or minor repairs of most 
transmissions or differentials. 

* * * 


Emergency Air System 
Developed for Trucks 


A control system for emergency 
air brakes for buses, trucks and 
trailers featuring an air supply 
separate from the vehicle’s main air 
supply has been developed by Power 
Brake Equipment Co., 1632 S. E. 
Eleventh Ave., Portland, Ore. 

The system operates only when 
the main air supply is lost or low- 
ered to an unsafe point. If air in 
the main system is lost suddenly, 
the emergency control applies only 
enough air to accomplish the brak- 


ing action, the firm said. 
> > > 





ROOFING MATERIAL—A truck roofing 
material made of Krene vinyl film lomi- 
nated to both sides of a nylon fabric 
interlayer has been marketed. The material 
is said to be durable and highly re- 
sistant to moisture penetration. The covers 
are easy to keep clean since the vinyl 
surface is resistant to staining from dirt, 
oil and grease, it is claimed. The lam- 
inated material is available in widths of 
96, 102 and 108 inches. Bakelite Co., 
Division of Union Carbide Corp., 260 


developed for trucks of Interna-| Madison Ave., New York 16, N. Y. 


by Bal 

small 
of the 
Watertight 
shelves 
a dual wheel, standard Ford chassis. 





TRUCK—First of a series of “emergency-planned™ crash trucks has been 
by the Waynesboro (Va.) first aid crew. The panel body was manufactured 
Reading Body Works, Inc., Reading Pa., and specially adapted for the volunteer 
Equipment Engineering Co., Richmond, Va. One vertical compartment 
power plant which generates electricity for portable floodlights. The 
body serves as an ambulance section with room for two stretchers. 
body/interior includes six roomy shelves for the storage of medical supplies. 
outside compartments, 18 inches deep, ore equipped with divided bins 

first aid gear and other emergency equipment. The body is mounted 





EMERGENCY BRAKES — An emergency 
brake that slows up the speed of a run- 
away truck, gradually bringing it to a 
smooth, safe stop, with no shifting of the 
load, has been introduced by Life Saver 
Brake Co., 11750 Wilshire Bivd., Los An- 
geles 25, Calif. Principle of the Life Saver 
Brake is said to be simple: just a set of 
steel runners or sleds that are lowered 
squarely in front of the rear wheels. The 
wheels roll onto these runners and drag 
to a slow, grinding stop, it is claimed. A 
vital feature is that the runners are 
equipped with rollers, so that when the 
truck wheels roll onto them they keep 
right on turning, thus dissipating their 
inertia, it is said. Top photo shows typical 
mounting of brakes in front of rear 
wheels on a large trailer. When switch 
in cab is moved, solenoid activates brakes 
which drop into position, center photo. 
Bottom photo shows wheels rolling onto 


the brake sled. 
. * 





FORK TRUCK—A battery-powered fork 
truck of 1,500 pounds capacity, weighing 
slightly ovér 4,000 pounds with battery, 


is now available from the Industrial 
Truck Division, Clark Equipment Co., Battle 
Creek, Mich. Named the Electric Clipper 
1524, the machine will travel 6.3 m.p.h. 
loaded, has a lift speed of 43 f.p.m. 
loaded and will climb a 10 percent grade, 
it is claimed. Minimum aisle for right- 
angle stacking is 71% inches plus load 
length. A finger-tip lever on the steering 
column controls forward and reverse di- 
rection and automatically puts the machine 
into first point of power. The lever re- 
turns to neutral when the driver leaves 
his seat. ane: 


Hydraulic Batch Tripper 
Offered by Hercules 
A new hydraulic batch tripping 





TRUCK NEW PRODUCTS 


mechanism, said to afford split- 
second batching and especially de- 
signed for use on high production 
paving operations, has been an- 
nounced by Hercules Steel Products 
Co., Galion, O. 

With the new system, says Her- 
cules, the truck is backed into the 
paver skip with the body already 
raised. Then the driver presses the 
tripper dash control and the 
selected batch is instantly released. 
Partitions are relocked by the 
driver while returning to the batch- 
ing plant. 


* 


* 





MARKER LAMP — A streamlined Path- 
finder flush-mounted marker lamp for 
trailers, tractors, trucks, busses and heavy- 
duty equipment has been marketed by 
Auto Lamp Mfg. Co., 2909 Indiana Ave., 
Chicago 16, Ill. Designated as No. 478-F, 
the lamp embodies a curved liens of 
shatterproof plastic in either red or am- 
ber. It has a one-piece metal housing 
with two screw-holes for easy installation. 
Available in both rustproof bright roto- 
plate and heavy chrome plate. Gasket- 
secled against dirt and moisture, the unit 
is available for both 6-and-12-volt 


systems. 





CEMENT BATCH BODY—A truck body 
capable of hauling and unloading four 
full batches of cement within legal load 
limits is now being manufactured by An- 
thony Co., Streator, Ill. The body features 
three batch gates and four cement boxes. 
Each gate is air-controlied by a double 
throw switch in the cab. Twelve-voit 
solenoid valves operate the air cylinders. 
The moisture resistant cement boxes are 
firmly anchored, yet can be removed al- 
most instantly, it is said. Each is fully en- 
closed and has a capacity of 12 cubic 
feet. The body, 11% feet long, has a 
capacity of eight cubic yards without the 
cement boxes. 











TRANSMISSION JACK—A hydraulic 
2,000-pound heavy-duty truck transmission 
jack, T-4, is now being distributed by 
Blackhawk Mfg. Co., 5325 W. Rogers St., 
Milwaukee 46, Wis. Designed to support, 
position, and hold securely all types and 


sizes of truck transmissions and differ- 
entials in commercial and industrial ve- 
hicles, the T-4 is also a great aid in 
changing clutches, it is claimed. An all- 
make adaptor handles all makes and 
sizes of transmissions while the ‘Floating 
Lift’ permits the transmission to clear 
obstructions. This allows proper position- 
ing during transmission or differential 
removal or replacement, it is said. Extra 
high lift can be obtained with the 
adaptor. 





CLEARANCE LIGHT—A streamlined fiat 
clearance light providing modern replace- 
ments on trucks, house and boat trailers 
is now available from Auto Lamp Mfg. 
Co., 2909 Indiana Ave., Chicago 16, Ill. 

The long lens is said to provide extra 
visibility for use as marker light, fender 
light or clearance light on flat surface 
installations. Lamp body of metal is fin- 
ished in bright cadmium and provided 
with holes for easy installation. The Path- 
finder N. 472-F fiat light is complete with 
red or amber plastic lens, 3 cp. bulb for 
six or 12-volt systems. A scond model, No. 
472 CB, is identical to No. 472-F, except 
for its curved base, designed to fit the 
contour of the vehicle body or cab. 

. ».2@ 





BURGLAR ALARM—The Police Captain, 
a combination fire and burglar alarm, 
battery operated and designed for cor 


and truck use, has been marketed by 


Growler Alarm Corp., 30 W. 36 St., New 
York 18, -‘N. Y. Completely self-contained, 
it sounds off with a piercing shriek and 
a bright spotlight beams instantly as soon 
as a door or window is opened beyond 
the safety margin, or even if a wire is 
cut, it is claimed. 





DUMP BODY—The HMT-11 dump body, specifically designed for use with Heil 
HMT 63-102 or HMT 63-117 head-mount telescopic hoist, has been announced by 
Heil Co., 3042 W. Montana, Milwaukee 1, Wis. The HMT-11 has the Heil underbody 
construction with interlaced cross-members, resulting in a body floor welded both 
to the top of the cross-member and the long channel. Hi-tensile steel construction 
throughout, with tailgates reinforced on all edges with box-section members, and 
heavy-duty steel plate hinges, is said to give the HMT-11 the ‘ruggedness desired 
for continuous and profitable operation, but a light weight that adds to legal payloads. 
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Advertised OUTDOORS...Enjoyed INDOORS 


...in Seagram’s major markets 











Mr. DouglasS. Clark, Advertising Man- 
ager for Seagram-Distillers Company, 
says: 

*‘At Seagram’s, we never spend a dol- 
lar for a medium that hasn’t proved 
itself—to us! Outdoor works—and 
General Outdoor Advertising gives us 
good outdoor results. 

“Take Chicago, for example. It is 
one of Seagram’s biggest markets—and 
outdoor plays a big part in it. In the 
Windy City we use three types of out- 
door. 24-sheet posters give us city-wide 





coverage. Painted-rotary displays give 
us flexibility. (They can be moved from 
location to location.) Our ‘spectacular’ 
gives us maximum visual impact and 
helps us maintain our prestige image. 
“You might say that more Seagram’s 
is enjoyed indoors because it’s adver- 
tised outdoors.” 

What can outdoor do for your prod- 
ucts? Why not call your local GOA 
office or have your secretary drop us a 
line in Chicago. We’ll get all the facts 
to you faster than you can say GOA! 


General Outdoor Advertising Co. 
515 South Loomis Street, Chicago 7, Illinois 
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A long-retired International truck of the “1907 Auto Wagon" type first used 45-50 
years ago, went back to work recently to haul the first load of cutstone from the 
quarry to the site of a new building at Luray (Va.) Caverns. The structure will house 
of antique and modern transportation equipment. More than 75 vehicles 
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Highways & Safety 


Detroit and Wayne County physi- 
cians have joined forces with traffic 
safety authorities here in a program 
they hope will cut traffic deaths 
and prevent injuries. 

The doctors will distribute to 
their patients 12,000 copies of a leaf- 
let entitled “There’s No Vaccina- 
tion Against Traffic Accidents.” It 
was prepared for the Wayne County 
Medical Society by the Traffic 
Safety Assn. and the Detroit Police 
Department. 

The leaflet declares that the pe- 
destrian is Detroit’s chief traffic 
fatality problem and that the two 
critical groups are the child pe- 
destrian and the person over 50. 

“As your physician I am con- 
cerned about your family,” the 
doctors say in the leaflet. “Last 
year in Detroit 24 children under 
15 were killed in traffic accidents 
and another 3,364 were injured. Per- 
haps, your child or a neighbor’s 
was one of them and you know at 


display beginning in August at this tourist attraction, which will be called 
and Carriage Caravan. 


first-hand of the pain and tragedy 
of accidents. “I don’t want one of 








my patients listed as a victim,” the 
leaflet continues. “Doctors can give 
vaccines against illness and disease. 
But we cannot give a vaccination 
for traffic accidents even though 
they are taking a greater toll of 
children’s lives and are injuring 
and crippling more children than 
any disease.” 


3 States Lead 
In Obligation of 
Road-Work Funds 


One year after the start of the 
program of construction on the na- 
tional system of interstate and de- 
fense highways, 24 states have ob- 
ligated all of their funds alloted 
for fiscal 1957 and part of the funds 
apportioned for 1958, according to 
the National Highway Users Con- 
ference. 


California, with 98 percent of 


control of year-to-date figures of every kind, every day, 
is yours with the BURROUGHS SENSIMATIC. 


As an automobile dealer you must 
work with an endless barrage of fig- 
ures every day. They must be fresh, 
too—complete, at your fingertips— 
if you're to have an accurate profit- 


anize your entire bookkeeping set- 
up without changing your factory- 
approved system. 

newest operator can race through 
your daily accounting work, making 
necessary figure facts immediately 
available for management. (It totals 
up to 19 different columns of figures 


automatically.)Because many dealers 
report savings of $200-$500 a month, 
you'll find the Sensimatic often 
pays for itself in less than 2 years. 


For the whole story just call our 
nearby branch office and ask for a 
copy of our free booklet on Auto- 
motive Dealer Accounting Systems. 
Or write to Burroughs Division, 
Burroughs Corp., Detroit 32, Mich. 


See our new film: “The Open Road.”’ 

No obligation! A new insight into 
Sensimatic savings told in dealers’ 
own words. 


















— 


1958 apportionments obligated; 
Rhode Island, with 96 percent, and 
Maryland, with 95 percent, are the 
front-runners, according to the 
NHUC. 

For the nation, a total of 14 per. 
cent of fiscal 1958 funds has been 
advertised for contract. 

Progress in the rate of fund 
commitments has been varied. Of 
the remaining 24 states and the 
District of Columbia, five states 
have obligated between 75 and 100 
percent of their 1957 funds, 11 
states are between 75 and 100 
percent, seven states have obligated 
between 25 and 50 percent, and two 
states have obligated less than 25 
percent of their 1957 Interstate 
System apportionments. 
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N.C. Confiscates 
2 Cars for Racing 


The North Carolina State High- 
way Patrol has reported what it 
believes to be the first case of auto- 
mobile confiscation under the 
State’s new antiracing law. The 
law makes racing on State high- 
ways a felony instead of a mis- 
demeanor. 

According to District Sgt. W. C. 
Carter, two men caught racing have 
signed statements admitting a pre- 
arranged speed contest on Highway 
49 near Haw River. 

The cars, a 1949 and a 1955 model, 
were turned over to the Alamance 
County Sheriff's Department, and 
the men were released under $200 
bond. Highway patrolmen said the 
men admitted reaching speeds of 
90 miles an hour. 

>: 


New License Plan 


Praised‘in Mass. 


Massachusetts’ new “birthday 
system” of issuing driver’s licenses 
is proving highly successful, ac- 
cording to Rudolph F.. King, regis- 
trar of Motor vehicles. 

The plan became effective July 1. 
Licenses issued since that date ex- 
pire on the holder’s second birth- 
day following date of issuance. 
Similar birthday plans are used in 
other populous states. 

King said the new system was 
placed into effect because of the 
steadily increasing number of Mas- 
sachusetts drivers. The figure has 
passed 2.1 million. Tabulating ma- 
chines have speeded the procedure 
of issuing licenses. 

o 7 > 
Denver Dealers Cited 
For Training-Car Loans 

Awards for “outstanding contri- 
butions to traffic safety” have been 
presented to four Denver automo- 
bile dealers for loaning dual- 
control training.models to five Den- 
ver high schools. 

Representatives of Luby Motor 
Co. (Chevrolet), George Irvin Chev- 
rolet, Murphy-Mahoney (Chevro- 
let), and Stovall Ford accepted the 
plaques at a meeting of the Rocky 
Mountain AAA Club. Similar 
awards were made to Hover Mo- 
tors (Ford) and Empire Oldsmobile, 
Denver dealers who supply training 
cars to suburban schools. 


Car-Truck Sales 
In Canada Rise 
Above °56 Level 


OTTAWA.—Canadian dealers sold 
182,087 new cars in the first five 
months of 1957, an increase of 1 
percent over the 180,337 sales in the 
corresponding period of 1956. 

Sales of new commercial vehicles 
also showed a slight rise with a 
total of 37,039 against 36,744. Com- 
bined car-truck sales for the 1957 
period were 219,126, compared with 
217,081. 

Dollar value of new-vehicle sales 
rose 42 percent to total $663,262,- 


shot up a hefty 32.6 percent. Dealers 
moved 6,091 European imports dur- 
ing the period, compared with 4,593 
in the first five months of 1956. 
Sales finance and acceptance 
companies handled 71,220 new cars 
during the five-month span, a slight 
decrease from the 1956 figure of 
71,592. However, the amount fi 
manced rose to $158 million, com- 
pared with $154 million last year. 
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Auto Personnel 


Aro Appoints Spangler 
To Sales Promotion Post 


Aro Equipment Corp., Bryan, O.,| 
manufacturer of lubricating equip- 
ment, aircraft) 
products and in-| 
dustrial air tools, 
has named Rob-| 
ert P. Spangler) 
sales promotion 
manager of Aro- 
lube division. 

Spangler for-| 
merly was an 
auto dealer in 
Mattoon, Ill., and 

s was sales man- 

R. P. Spangler ager for a manu- 

facturing firm before joining Aro 


last May. 


* * 


Screw Firm Names Kelton 


David G. Kelton, former sales) 
specialist on nonferrous and stain- | 
less steel fasteners, has been made 
an assistant general sales manager 
by Cleveland Cap Screw Co. 

> 


* * 


Flintkote Appoints Storey 


Gypsum Products Manager 

The appointment of O. H. Story 
jr. as product manager for gypsum 
products of Flintkote Co., has been 
announced by I. J. 
Harvey jr., chair- 
man. 

Harvey said the 
appointment of 
Storey “is another 





of the initial 
moves We are 
making in order 


to prepare vigor- 
ously for our en- 
try into the gyp- 
sum field when 
the new gypsum 
products plant is completed at 
Sweetwater, Tex., this fall.” For the 
last seven years, Storey has been 
manager of technical services for 
the Gypsum Assn. Prior to 1950, he 
was president and general manager 
of Steel & Roof Structures, St. 
Louis. For five years prior to that 
he was with U. S. Gypsum Co. 
> > > 


3 Vice-Presidents Appointed 
For Thor’s SpeedWay Unit 


Three new vice-presidents have 
been named by SpeedWay Mfg. di-| 
vision of Thor Power Tool Co. to} 
direct an expan-| 
sion in production 
and marketing of | 
the comp any’s 
line of power! 
tools. 

John B, Demp- | 
sey, formerly 
manager of Thor's | 
electric tool di- 
vision, has been 
transferred to 
SpeedWay and} 
promoted to vice- 
president of marketing. G. R. Wink- 
ley, promoted to vice-president, will 
continue as SpeedWay treasurer. 
A. E. Feiereisel, formerly chief en- 
gineer and plant superintendent at 
SpeedWay, has been named en- 
gineering vice-president. 

. * > 


Cadillac Promotes Parker 


At Detroit Branch Office 


The promotion of Leger D.| 
Parker as general sales manager | 
of Cadillac’s Detroit factory branch 
has been an- 
nounced by Fred- 
ric H. Murray, 
Cadillac general 
sales manager. 

A graduate of 
the University of 
Arkansas, Parker 
was assistant 
sales manager at 
the time of his 
promotion. His 
Cadillac sales . 
career dates to Leger D. Parker 
1947 when he joined the sales force 
at the Detroit branch. 

x x ” 





0. H. Storey ir. 





J. B. Dempsey 








Kramer Appointed 


William H..Kramer has been ap- 
pointed a field representative for 
Goodyear Tire & Rubber Co.’s sales 
division—foam products. He will as- 
sist Merryweather Foam Latex Co., 
Goodyear foam products distribu- 
tor for Ohio and bordering coun- 


ties of Pennsylvania, West Virginia, 


Kentucky and Indiana. 


* * * 


Martin Succeeds Gould 


As Sales Chief at Oster 


Lester D. Martin, treasurer of 
Oster Mfg. Co., Wickliffe, O. has 
also been named 
sales vice-presi- 
dent of the com- 
pany. 

He succeeds 
Arthur S. Gould, 


50 year’s service. 
He joined the 
company as an 
office boy and 
soon was moved 
= to the sales force. 
L. D. Martin He had held the 
vice-presidency since 1937. 
> 


Plymouth Boosts Belk 


Jerry Belk has been named 
Plymouth district manager for 





a 


all-day outings in 





who retired after | 


| 
| IT. Farmer who was named busi- 
| ness manager of DeSoto’s Minne- 
apolis regional office. 
* * * 


Appleyard Appointed 


Arnold Appleyard has rejoined 
Flintkote Co. and has been ap- 
pointed sales promotion manager 
in the industrial 
products division. 


serve as sales pro- 
motion manager 
for Atlas adhe- 
sives and a group 
of industrial prod- 
ucts including 
Flintdek, Decor- 
alt, Ortar and 
Permaset mixes 
for underlayment 
A. Appleyard and floor finishes. 
He previously was associated with 
Flintkote’s Tile-Tex division and 
later served as Eastern division 
sales manager. Appleyard will make 
his headquarters in New York City, 
although his work will be mainly in 
| the field. 





- * = 

Carborundum Promotes 4 

In Finance, Engineering 
George J. Zimmerman, formerly 
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You give your family the best of everything . . . 


the car, maybe a movie after, and 


then a soda to top it all off. There’s really nothing 
you wouldn’t do to make your family happy. 


And if you could help make them safe. . . safe 
against cancer, you’d do that too, wouldn’t you? 
And fast. Well, you can help. The American Cancer 
Society needs your dollars right now. It needs them 
for research, which is making important gains 


against the killer. 





For education, which gives every- 


Appleyard will} 


been elected controller of Carborun- 
dum Co. and Gilbert J, Stewart, 
acting treasurer, has been named 
treasurer. 

In other promotions, Earl Wilson, 
, acting controller of the Bonded 
| Abrasives division, was appointed 
| assistant controller of the company, 
'and Carl B. Willie, manager of the 
vitrified project development of 


Bonded Abrasives, was named di-| 


rector of the engin-ering division. 
* * * 


Bendix-Westinghouse Hikes 


Reiter and Wheaton 
Frederick G. Reiter and Floyd L. 
Wheaton vice-presidents of Bendix- 


Westinghouse Automotive Air! 


Brake Co, Reiter, 
now vice - presi- 
dent and t reas- 
urer, will continue 
as secretary. 
Wheaton, general 
Sales Manager, 
now is marketing 
vice-president. 
Reiter started 
with Westing- 
house Air Brake 
Co. a parent 
company of Ben- 





F. L, Wheaton 


; dix-Westinghouse, as a bench hand | 
| Minneapolis. He replaces William | acting controller-treasurer, has/|and compressor and brake chamber 


37 


assembler. Wheaton joined the firm 
in 1943 as manager of field activi- 
ties. 





* * * 


Westinghouse Names Pair 
Westinghouse’s air - conditioning 
division has named Robert E, Hau- 
bold Southwestern regional sales 
|manager and A. L. McDonald jr. 
Western regional sales manager. 
+ * * 





Seney Moves to Detroit 
Earl Seney, formerly Minneapolis 
business manager for DeSoto, has 
| been transferred to the Chrysler 
|Corp. training center in Detroit as 
|a training specialist. 
* * a 


Porter Named Manager 
Of Walker Sales Division 


Henry M. Porter has been named 
manager of the original equipment 
sales division of Walker Mfg. Co., 
Racine, Wis. 

Porter has been with the division 
since 1939, 

& * * 


Shoemaker Appointed 
Mer! F.. Shoemaker, a 1938 gradu- 
ate of the University of Nebraska, 
has been appointed branch manager 
| for the Sacramento (Calif.) division 
|of Fruehauf Trailer Co. 
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How about treating your family to 
a better chance against cancer ? 


one life-saving facts about cancer. For service, which 


aids and comforts the stricken. 


Don’t skip the treats that make life pleasant for 
the family. But don’t skip the chance to strike back 


at a disease that threatens them 


. Match the cost of 


that next outing with a check to the American 
Cancer Society. That’s the most worth-while treat 
you could give! Send your check to “Cancer” in 
@ care of your local Post Office today. 
AMERICAN CANCER SOCIETY 
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wy 
$470. °52 conv., $250°. °51 Hardtop, 
$260°. 
@ oe CHRYSLER — '53 Windsor club coupe, 
$535". ‘51 NY club coupe, $120* ‘§9 
verage rrices O se ars SOId a uction 2-dr.,. $200°. 
DeSOTO—'53 Firedome (8) 4-dr., $599* 
(ps). 
(Compiled by Automotive News from Auction Reports.) DODGE—'53 Coronet 4-dr., $520*; stavion 
wagon, $490*. 
FORD—'56 Fairlane (8) conv., $1,6:0*; 
Custom (8) 2-dr., $1,235. °55 Fair une 
(8) 4-dr., $1,205*. '°53 Custom (6) 2-:ir,, 
$440*; Main (8) 4-dr., $425. °52 station 
wagon, $370. '51 4-dr., $210; 2-dr., $200, 
HUDSON—’52 Hornet 4-dr., $300*. 
LINCOLN—’55 Capri conv., $1,900* (ps), 





Prices of "56s added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. 


Market Trend 


The overall average price paid 
for used-cars at wholesale auc- 
tions last week declined $1 to $891, 
according to Automotive News 
compilations, It was the sixth 
consecutive week that the figure 
has been between $890 and $893. 

The prices of ’55s went up $4 
and ’50s climbed $3. There was 


LEADING USED- 


| 
| 
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Figures alongside bars represent dollars. 





was 172 units, largest in four 
weeks, A week earlier, the figure 
was 170.3 units. 


no change in the price of 1956 
models. 

Declines of $4 were registered 
by ’54s, 52s and ’51s, while prices 
dropped $1 on ’57s and ’53s. 

The ratio of sales at wholesale 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


used-car auctions last week was drive, and (ps) indicates power 
72.6 percent, compared with the steering. 

year’s high of 74.3 percent regis- * * * 

tered the previous week. The aver- BUFFALO 


age consignment at a group of 


(Thruway Auto Auction, Inc. Sale every 
representative auctions last week 


Monday. Prices are for sale of July 22.) 





MERCURY—'55 Monterey 4-dr., $1,1%5* 


(ps). °53 Monterey Hardtop, $790: 4. 
dr., $470. 

NASH—’53 4-dr., $410; 2-dr., $360. ‘52 
4-dr., $300. 

OLDSMOBILE—’54 (88) conv., $1,250* 
(ps). °53 4-dr., $670*%, $600*. °51 4-dr., 
$200*. 

PLYMOUTH — '55 Plaza station wagon, 
$960, °50 2-dr., $125. 


PONTIAC—’55 Chieftain Catalina, $1,325°, 
*51 Catalina, $160*; conv., $140*, 
WILLYS—’55 Custom 4-dr., $550*. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of July 19.) 

(Prices off some on all models ex- 
cept sharp cars. Sold 232 cars out of 
328 consignments.) 
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"56 
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BUICK—’57 Century Riviera, $2,300*. ‘56 

(All cars with at least four wheels Century conv., $1,900° (ps). "55 Century 
sold well. Buyers were reluctant to leave Riviera, $1,400° (ps); Special 2-dr., 
without buying and sellers reluctant to | $1,110" (ps); RM Riviera, $1,150° (ps), 
thou ‘54 Special 4-dr., $1,030*; Super Riviera, 

leave without sefling. Se, they beth did $870*, °53 Super Riviera, $700*: conv., 


what comes naturally. Sold 55 cars out 


of 77 consignments.) $615° 


CADILLAC—’57 (62) coupe, $4,000* (ps), 





BUICK—'55 RM Hardtop, $1,475* (ps). | 
, ° "56 (62) coupe, $3,120* (ps). °55 50 
a. EE. manesaee we nh +e. $2,160" ipo): (62) coupe, $2,450° 
«yy $205° mr o6e., Oe . (ps). "54 (60) 4-dr., $1,950* (ps); (62) 
’ > Y 4-dr., $1,870* (ps). 

Sve ar ee ae ae . CUnVibOLET'Sr Bet Air (8) coupe, $2,- 

| . a ae ae 00° 900*: conv., $2,040*: 4- 1. 
320°. "55 Bel Air station wagon, $1,-| 100 ‘a a oo sharchen no ene? “s 
tw $735. scar. 9435 oa Bel Air 4. | Two-ten (6) 2-dr., $1,155, $1,040. °55 
dr., $600; Two-ten 2-dr., $595. 53 Two-| Bel Air (6) coupe, $1,000°, $745; Two- 
ten 4-dr., $470, $400; 2-dr., $580*, $480, (Continued on Page 40, Col, 3) 
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ALABAMA 





JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenna.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 

















MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER. COLORADO 


Burden-Dudley-Caswell 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at I! A.M. 

Phone Sherman 4-3263 


a 





DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4% So. Sante Fe Littleton, Colo. 
Ph: SU 1-4673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 








; CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 
‘SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 











ILLINOIS 


QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 





Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 
Exclusively for Dealers 
Here in the shadow of General Motors, you 

get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


IOWA 





TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto 
In the Heart of the Clean Car 
4701 S.E. 14th 




















s Des Moines 15, lowa Michiaan’s Wi Sate 
» S, Soto AS Titles and Checks Guaranteed 
— 12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 
MASSACHUSETTS 
an RARE oe A EE SR NARS SN 
PEABODY AUTO AUCTION, 


MISSISSIPPI 
INC. 
For Dealers Only 
Checks and Titles Guaranteed 

Auction Every Thursday at I! A.M. 

Newburyport Turnpike, U. S. Rt. | 
West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 





MISSOURI 
MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 
Co Cie Hee ae weet Crane, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best'’ 

Phone: ARdmore 6-4720 


Bob Ring, Owner 
Auct 
Gee Workman 
Sal o- Frid. "10:30 
lay: 
le ome f y: a.m. 


Ri Selli o8 
400 or More Cars . Mn Half the Time.” 











MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located 4 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed Phone Dunkirk 3-0150 








MissOuR! ‘| NORTH CAROLINA 





| RALEIGH — Mann’s Auto Auction 
| Sale, Rt. 5. Ph. 3-1564, Titles & 
| 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 


checks guaranteed. Mon. 10 A. M 





OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sele Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
Your Good Will—Our Most Valuable Asset 





BILL McCRACKEN and On U. S. Roure 20A Phone 5-9535 
ROY McMANAMA 
(Dealers Oaly) 
Operating Since 1946 
PENNSYLVANIA 





NEW YORK 





| MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks ore insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 





THRUWAY AUTO AUCTION, INC. 
Route 18 B Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Crossroads 


. where they meet .. . 


buyers and sellers . . . new and 


used car dealers. They meet at 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 

You will reach both groups 
through an ad in Automotive 
News. 
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tin de Mind... 


IN ALL THE WORLD! 


And in all the world there is only one BLUE CORAL! The 
BLUE CORAL TREATMENT stands alone . . . Undisputed 
. . . unchallenged leader in the art of preserving, restor- 
ing and beautifying finely engineered automotive finishes! 
But equally significant is BLUE CORAL'S overwhelming 
acceptance by manufacturers, dealers and discriminating 
car owners! This is the true measure of any product's 
merit. Although the demand for BLUE CORAL has grown 
tremendously over the years, the quality has never 
varied. It is always what you expect it to be . . . THE 
WORLD'S FINEST FINISHING TREATMENT FOR THE 
WORLD'S MOST BEAUTIFUL CARS! 


H. D. T, COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 
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Erdelac Buick Erecting 
$375,000 Headquarters 


CLEVELAND.—Joseph M. Erde- 
lac, president of Joe Erdelac Buick, 
Inc., has started construction of a 





new $375,000 building at 16501 
Lorain Ave. 

The building will contain a five- 
car showroom, while the service 
department will be equipped with 
22 twin-post lifts. There will be 
storage space for 125 new cars. 





SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65°) 


your service absorption figures and fill 7 a 
eliminate non-productive and unapplied led time . - 


of detail 
fellow-up, 00 that they can hav 
Seaini oe. Gad aot abey bum angio tem repair eders: 


if monthly service volume is $7,000 or more, and you do not have a service 
or tower control, write us and hear our “story . . . we promise some new slants 
—without obligation, of course. 


Flash - A - Call Service Control 


2170 Seuth C Avenue 
Dept. AN-160, Chicago &, Ili. 
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YOU CAN 
MAKE MONEY 


selling DRAW-TITE 


BOAT & UTILITY TRAILER 
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Used-Car Auction Prices 





(Continued from Page 38) 
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12 CYCLE 2 H.P, GAS MOTOR 






















ten (8) 4-dr., $1,006", $925, $920°, $895; | CHRYSLER — ‘55 Windsor Hardtop, $1,- 
Two-ten (6) station wagon, $945; 2-dr., 415°. : + 
$895, $885. 54 Two-ten 4-dr., $575, $565, | DODGE—’54 2-dr., $500. '49 2-dr., $105*. 
$535; One-fifty 2-dr., $370. ‘53 Bel Air) FORD—’'57 Fairlane (8) 500 _2-dr., $2,- 
4-dr., $595; Two-ten 2-dr., $525, $515, | 180*, °55 Fairlane (8) Victoria, $1,275*; 
$510, $505, $495, $490, $475, $420, $395.| Custom 2-dr., $1,150°; Main 2-dr., $660. 

| 2 , , *| ‘54 Custom -dr., 705 ; ain 2-dr., | 

CHRYSLER — ‘54 Windsor coupe, $905°) <i70*. '53 Custom 4-dr. $555, °52 Cus- | 
(ps). 63 Imperial 4-dr., $396". | tom 4-dr., $375*; 2-dr., $300*, °51 4-dr., | 
DeSOTO —'55 Firedome Sportsman, $1,- 225. $210 
275°. "53 station wagon, $485. °53 4-dr., | wencuRy—'56 Monterey 4-dr., $1,625°. | 
$155. ° ‘55 Monterey Hardtop, $1,175* (ps). 

DODGE—’56 Coronet Suburban, $1,490*. | OL DSMOBILE—'53 (88) conv., $575*:; 4-| 
55 Royal (8) Lancer, $1,100°. "53 Mea- dr.. $550°, °52 (88) 4-dr.. $370*, 51 | 
dowbrook 4-dr,, $220, ‘52 Wayfarer 2-| (22) 2-dr., $310*, "50 4-dr., $170*. 
dr., $115. | PLYMOUTH—’56 Savoy (8) 2-dr., $1,000. | 

FORD—’57 Retractable Hardtop, $3,010*° | ponTIAC—'53 Chieftain 4-dr., $510*. | 
(ps), $3,000* (ps); Fairlane (8) 500/ spUDEBAKER—'53 2-dr., $350. 

Victoria, $2,360* (ps), ats ee | 
Custom 4-dr., $1,900*%, $1,595; nch | r 

wagon, $1,850. ‘56 Fairlane (8) 4-dr., | ALBANY 

$1,510* (ps), $1,445* (ps), $1,410*, $1,-| (Tim Anspach Dealer’s Auto Auction. 
405*, $1,400%; conv., $1,640*; Victoria, | gale every Monday. Prices are for sale of 
$1,565*, $1,540%; Custom (8) 2-dr., $1,-| July 22. 

210°, $1,195, $1,155, $1,150, $1,130, $1,- (The mastet as @ whele was @@ the 

125. "55 Fairlane (8) Victoria, $1,300°, up side, Fancy prices were paid for 

$1,200*; Custom (8) 2-dr., $945, $910.) ro: clean top cars. Bums were hard | 

| _ $895°, $880, $860, $745. to sell, Sold 148 cars out of 181 con- | 

| KAISER—'53 4-dr., $250°. | signments.) 

MERCURY—'57 Monterey 2-dr., $2,100° | RUICK—'56 Special 4-dr., $1.780*; RM 4-| 
(ps). "55 Monterey 4-dr., $1,200° (ps), dr., $1,760* (ps). °55 Century Riviera, | 
$1,035*. ‘54 Monterey eet aee $1,610* (ps); 4-dr $1,330*; Special | 
2-dr., $700", sé660*, $640°. ° -ar., Riviera, $1,400*; coupe, $1,195. ‘54 . q 
$450, $445, $290%. ‘51 2-dr., $215*,/ super or, $950*. ‘53 ‘Super Riviera, Now — you have a cheice of electric (ps 
$125*. $730*; Special 4-dr., $530; RM 4-dr., . : e 

NASH—’56 Rambler station wagon, $1,-| $§350*. ‘51 Special 4-dr., $260; conv., | or gasoline power in these 2 famous sed 
735°, $1.585°. ‘55 a Sse ree a> nn —— little cars — for sure-fire big car #1. 
wagon 1,140, $1,050. ° sta on! CADIZ ann! (62) coupe, ; * (ps). Ss ; "55 
<n Sade. '51 2-dr., $135°, $125. "56 (62) -y —— (oe) ae. $3.- retail sales promotion. = 

— "57 (88) station wagon, 200° (ps). "55 (62) conv., A (ps). ; 

Ons oss" (pe). 56 (88) Super Holiday, | '54 (62) 4-dr., $2,325° (ps), $1,780° __ Write today — sUD 
$2.100* (ps), $2,045*; (88) Holiday,| °53 (62) 4-dr., $1,225* (ps). "49 4-dr., | for specifications and liberal car (ps 
$1,800; 4-dr., $1,775*, $1,710°. °55 (98) | $350*, $260°. desler discounts LINC 
Holiday, $1,935* (ps); (88) Super 2-dr.,| CHEVROLET 57 Two-ten (8) station | . (ps 
$1,525*. "54 (88) 2-dr., $840*, $810°. | wagon, $2,210°; 4-dr., $2,190°; Two-ten Ca 

: . «| (6) 2-dr., $1,600. "56 Two-ten (6) 4-dr., 175 ae a "54 

PACKARD—'55 Clipper Hardtop, $1,150 $1,225. 2 at $1,175; One-fifty (6) 2-dr.. ‘POWER AR 0. wystic, MER 
(ps). “5S 2-d2., $250". $960, °55 Two-ten (6) 2-dr., $975; 4-dr.. 33 

PLYMOUTH—’'57 Belvedere (8) Hardtop, $865. "54 Bel Ah ‘-dr.. $860%: Two-ten| 4 "55 
$2,170°, $1,910°. ‘S6 Belvedere (8)/ 4 ar $560. "53 Two-ten 4-dr., $560; Bel | ter 
coupe, $1,505*; Savoy (8) 2-dr., $1,175,; Air dar g490*: 4-dr., $385; One-fifty | oo a NAS 
$1,155, $1,140, $1,135, $1,130, $1,125.) 9 4+ - g47o. °52 4-dr., $350; 2-dr., $300. (ps 
$1,095. "55 Plaza (8) station wagon, | cypys_ER—'5S6 Imperial coupe, $2,650° "Se 
$1,100; Plaza (6) 2-dr., $775, $760, $535; (ps). °54 Windsor Hardtop, $500°. ‘51 Ra 
Savoy (8) 4-dr., $890. "54 conv., $925°.| Windsor 4-dr., $350°. '50 Windsor 4-dr., | Cu 

PONTIAC — ‘56 Chieftain Catalina, $1,- $360*: Imperial 4-dr., $110°*. | do 
775* (ps). ‘55 Chieftain station wagon. | nesoTro—’49 4-dr., $120. i $6 
$1,380°; Star Chief Catalina, $1,125*.| nopGE—'57 Coronet 4-dr., $2,450°. ‘54 
'54 Star Chief 4-dr., $665°; 4-dr., $595. | Royal sport coupe, $670°. $620°. ‘53 
‘53 Chieftain Catalina, $615*. "51 4-dr.,| Coronet conv., $410*. ‘52 Coronet 4-dr., 
$205*. $125°*. $290°, $280. ‘51 4-dr., $300°, $200°, 

STUDEBAKER—’'57 Golden Hawk coupe, $135°*. 
$2,300° (ps). "56 Power Hawk 2-dr., $1 | FORD—’57 Fairlane (8) conv., $2,810* 
295° ‘55 Champion 2-dr., $775. "53 (ps); Town sedan, $2,165* (ps); Vic- 

Champion 2-dr., $325. ‘51 club coupe, toria, $2,300* (ps); Ranch wagon, $1.- 
$165*; 2-dr., $125, $115. | 900. "56 Ranch wagon, $1.530*°: Country THE FIRST 

WILLYS—'52 station wagon, $260. sedan, $1,310; Custom 4-dr.. $1,090. °55 

MISCELLANEOUS — ‘57 Ford Ranchero, Thunderbird, $2,200* (ps); Fairlane (8) | &é 9 
$1,600; Jeep ‘%-ton pickup, $1,630. ‘52 Victoria, $1.450*; Ranch wagon, $1,080; NEW LOOK 
Dodge %-ton pickup, $445. Custom 2-dr., $760, $750. ‘54 Custom | 

(8) Victoria, $900; club coupe, $620; 2- 
FLINT. MICH. dr, $310: Main (8) 2-dr, $450, °53| PENNANTS 
station wagon, $690 $585: Custom (8)/ 
(Flint Auto Auction, Inc, Sale every 4-dr., $670, $550, $510. ‘52 Main 2-dr., in over 2,000 years 

Wednesday. Prices are for sale of July 24.) $300, $235. ‘51 2-dr $300, $200, $160. 
oe me = ~~ 4 _— HUDSON—'54 Hornet 4-dr., $600° ‘52/] Send for our free literature illustrating 

cam a on wholesale leve Hornet coupe, $100° i . 

exeelient. Just seems to be # scarcity of | LINCOLN —'56 Premiere coupe. $2 590° | the largest line of traffic stoppers ever 

geod clean and sharp cars. Sold 108 (ps). "52 sport coupe, $440°* | | Manufactured under one roof, Make your 

uck “ao ae see MERCURY—'57 Montclair Hardtop, $2,-|]| place stand out like a sore thumb. You 

BUICK — " uper 4-dr., . (ps); 590° (ps). ‘55 Montclair conv., $1.320°. | . . 

Century Riviera, ase". = Century 4- | NASH—'S3 Statesman 4-dr., $290. ‘51 4- Get attention with Myrio products. 
dr., $1,535° (ps); Riviera, $1, ; Bpe-| = dr., $190. °49 4-dr., $120 | 

cial conv.. $1.496°; ¢-dr.. $1,380; Rivi. | OLDSMOBILE—'56 (88) Holiday, $1,770°. | MYRLO CO. 
era, $1,315°; uper viera, , ‘SS (98) Holida $1,525° (ps). ‘54 

(ps); RM Riviera, $1,415* (ps). ‘S4 (88) Super conv. "g1,270° (ps) Dept. N, 1231 Main Ave. 
Special Riviera, $1,065*; RM _ Riviera,| PACKARD—'55 Clipper 4-dr., $1,060*. "52 

$1.065°. ‘53 RM Riviera, $775° (ps). 4-dr.. $235 

’52 Special 4-dr., $335°*. PLYMOUTH—'56 Plaza (6) 4-dr., $940. | 

CADILLAC—'53 (62) 4-dr., $1,015° (ps). ‘SS Belvedere (8) sport coupe, $1,.300°; | —————— 

CHEVROLET — ‘57 Bel Air (8) club) 4-dr.. $1.180*; Belvedere (6) coupe. $1,- | 
coupe, $2,140*. ‘56 Corvette $2,365"; 050; Savoy (8) 4-dr.. $835: Plaza (6) | : } 

Bel Air (8) conv., $1.620°; sport coupe, 2-dr.. $820; 4-dr.. $750, $610. ‘54 Bel- 

$1.580°. “55 Bel Air (8) station wagon vedere sport coupe, $700 53  4-dr Catch of the La j 
$1.650°, $1,260; conv., $1,420°; club $540, $490; station wagon, $530. ‘51 4-/| 

coupe, $1,330, $1,.300°, $1,245*; Two-ten dr., $120. "50 conv. $195 Season 

(6) 2-dr.. $950; 4-dr., $860, $850, $815°; | PONTIAC—'57 Star Chief station wagon, | alas 

Delray (6) 2-dr., $855. ‘54 Bel Aerie: $2.585° (ps). ‘56 Star Chief station 

dr., $775; Two-ten station wagon, ; wagon, $1,920° (ps). ‘54 station wagon. | 

2-dr., $710, $605°. "53 Bel Air 4-dr.,| $960: Chieftain conv., $870: 2-dr., $775.| Cree PICK-UP Coach 
$655°; 2-dr.. $640. ri on onan oa $500. "53 coupe, $760, $675. ‘52 2-dr., | d k bodi 
$585, $445, $440; 4-dr., $490, $440, $2 $410, $400°. "51 4-dr. $480; 2-dr.. $150: | Fj ick-u odies. 
‘52 club coupe, $350. ‘51 2-dr.,' $275;| station wagon, $270° Fits all standard pick-up bodi 
4-dr., $150, $120°, $105*; station wagon, WILLYS—'52 2-dr., $290 | Easy to mount or dismount. Living 
$265. MISCELLANEOUS — '57 Chevrolet 1-ton 

DODGE—'52 Meadowbrook 4-dr., $290. truck, $1,500. '56 MG Roadster, $1,700. | quarters for three adults. Plenty : 

FORD — ‘57 Thunderbird, $2,885°; ir- ” 
lane (8) 500 2-dr.. §2,100°: Country | LITTLETON. COLO | storage space. 6' 2"’ headroom. 
sedan, $1,860. ‘56 Country sedan, $1,- 4 a9 . | large, 2 small screened windows. 
620°; Fairlane (8) Victoria, $1,555°; (Colorado Auto Auction. Sale every) = % 3 
conv., $1,510°; club coupe, $1,265*; | Monday. Prices are for sale of July 22.) | Gas—electric or ice refrigerator, 

Custom (8) station wagon, $1,548"; 4-| BUICK—'57 Century station wagon, $3.- | - ~ es haul 
dr., $1,240. "55 Country Squire, $1,480*;| 225° (ps). '56 Special Riviera, $1.880*.| stove, sink. Electric lights, wire 
Fairlane (8) Victoria, $1,310*; conv., "55 Special Riviera, $1.455°; Century 4- 

$1, 205° ; core (8) | 3-dr., 2 at §890°,| dr., $1,380 (ps) $1,320°.' °54 aeeetn | for 6V, 12V & a ae’ 
2 at $880", $825. 53 Custom 4-dr., Riviera, $1.190°, $1,120*; Super Riviera, | icon. lo license 
$580°; club coupe, $425*; Main 2-dr., (Continued on Page 41. Col. 1) | Sturdy constructic 

$355. "S52 4-dr.. $185, ‘51 2-dr., §270*, , ° needed. 

$140°. '50 2-dr., $215. ” ? ‘ 

MEBCURY—'66 Custom 2-dr. $1.325._°56 Gre hound OK’s | FREE By return mail we'll send 

telair club coupe, $1,310*, $1,275 . - 
(pe): ; Custom elub i $1,305°* 2-dr., y complete literature and prices. 
a ee ait Decree Ending Buy from any authorized truck 

wane ss Metropolitan conv., $850. ’ * Pl 

Ambassador Country club, $290*. '52 sta- dealer or write today. 


tion wagon, $330 

OLDSMOBILE — ‘55 (88) Super Holiday, 
$1,650°. °54 (88) Super 4-dr., $1,150*° 
(ps). "51 2-dr.. $175*. 

PLYMOUTH—’'57 Savoy (8) station wagon, 
$2,100*; 4-dr., $1,760*. ’56 ~=station 
wagon, $1,680°; Belvedere (8) 4-dr. $1,- 
560°; Suburban station wagon, $1,390*. 
‘55 Plaza (8) 4-dr.. $855: Savoy (6) 
2-dr., $855; 4-dr., $745. '53 club coupe, 
$315. '51 4-dr., $225. 

PONTIAC— 54 Star Chief Catalina, $900*. 
"53 4-dr., $490° (ps); 2-dr., $485*. °51 
2-dr., $190. 

STUDEBAKER—’52 conv., $255. 

MISCELLANEOUS—'54 Ford %-ton pick- 
up, $615. ‘51 Chevrolet Carryall, $265. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction, Sale every 
Tuesday. Prices are for sale of July 23.) 
(Sold-39 cars out of 71 consignments.) 
BUICK—'56 Special 4-dr.. $1,635* (ps). 
*55 Special Hardtop, $1,360; Riviera, $1,- 


325; 2-dr., $1,170*. 
Air (8) Hardtop, 


CHEVROLET—'56 Bei 
$1,550*. '55 Bel Air 2-dr., $1,000; Two- 
ten Hardtop, $975*. '54 Two-ten 4-dr., 
$7S80*, 53 Bel Air Hardtop, $710; Two- 
9 2-dr., $395, ‘52 4-dr., $455. °51 4- 


, $300, 


Tieup with GM 


CHICAGO.—Greyhound Corp. has 
agreed to a consent decree calling 
off its bus development contract 
with General Motors for four years. 

The Justice Department had 
charged Greyhound with violation 
of the Sherman Antitrust Act and 
that it had received preferential 
treatment from General Motors be- 
cause it had agreed to buy a certain 
percentage of its buses from GM. 

Under the consent decree, Grey- 
hound must attempt to find more 
than one bus supplier and must 
make available to the public all of 
its U. S. patents relating to bus 
design and manufacture. 

The decree contained rules on a 
number of other Greyhound activi- 
ties, including restrictions on its 
dealing with other bus operators 
and bus terminals. 


CREE COACHES, INC. 
MARCELLUS MICHIGAN 








Send for 
free folder. 
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130°, $2,055; Custom (8) 2-dr., $1,905* July June May 325°; Volkswagen 2-dr.. 5 at 1,5: He 
DTOR ity Bee Mog eees| wet ee | Sh eons an 
’ . . ; -ton picku 
(Continued from Page 40) or ees $1,730; Fairlane (8) Victoria, a oe es <a er oo F-100, $805; tw Hardiep, $1,008; MG 
‘ 1,690* (ps), $1,600*; 4-dr.. $1,530°| 1956.............. Roadster, $1,460 1, : - 
5. 125*. °53 Special 4-dr., $600. "51 4- 56 Seville Hardtop, $4,250* (ps); El- (ps), $1,495* (ps); club sedan, $1,425* — — ~ 620; Volndecned em eae 
$350*. dorado, $3,875° (ps); (60) coupe, $3,- (ps); Custom (8) Victoria, $1,575*; 4-| 19565.............. 1,202 1,171 1,211 baker %-ton pickup, $790. 54 Ford (8) 
MDiLLAC— '57 (60) 4-dr., $5,280° (ps); | 885° (ps), $3,825° (ps), $3,750°; coupe| dr, $1,350°; 2-dr., $1,125; Main (8)| 4954 830 849 834 F-100 pickup, $745, $715; Ford (6) F-100 
(62) coupe de Ville, $5,250* (ps), $4,-| de Ville, $3,740 , (PS), $3,535° (ps); | 2-dr., $1,100. '55 Thunderbird, $2,195*| “S°™ pickup, $650. '53 Alistate 2-dr., $185. 
825° (ps); 4-dr., $4,390° (ps); coupe,| (62) coupe, $3,345* (ps), $3.320* (ps), | (ps) $2.150%, $2,000*; Country squire,| 196%.............. 538 553 557 ’51 pickup truck, $395; Flat Bed, $395. 
Ts (ps). °55 (62) coupe de Ville, $3,190* (ps). "55 coupe de Ville, $2,700 $1,650* (ps), $1,525*; Fairlane (8) ’50 pickup truck, $350. 
850° (ps), $2,390* (ps); (60) $d. pag sg - I Sa” ae. Ss Victoria, $1,365* (ps); conv., $1,355*; 4-| 1962.............. 345 359 357 
eso" (ps), $2,510* (ps). '54 coupe de r., ; : ~dr., . dr., $1,250*; Custom (8) sedan, $1,320*; 
ille, $2,500° (ps), $2,350* (ps). coupe, $400, $345; 4-dr., $315. "47 Am-| o2-dr., $965. ’54 Ranch wagon, $970*; 1951.............. 248 249 239 PORTLAND, ORE. 
EVROLET — '57 Two-ten (8) station| bulance, $330. ’46 sedan, $195. Crest Victoria, $875*; 4-dr. $780*;| 1956.............. 199 192 193 (Portland Auto Auction, Inc, Sale every 
wagon, $2,450°; Two-ten (6) station| CHEVROLET — ’57 Corvette, $3,000; Bel Custom 4-dr., $795*, $725, $675*. ‘53 Tuesday. Prices are for sale of July 23.) 
wagon. $2,175, $2,150; Bel Air (8) Hard-| Air (8) sport sedan, $2,350* (ps), $2,-| Victoria, $650; Main (8) 2-dr., $610;| Overall BUICK—’56 Super Hardtop, $2,125* (ps); 
top, $2,300°. °56 Bel Air (8) 2-dr., $1,-| 195°. '56-Corvette, $2,785*, $2,510°; Bel| Main (6) 2-dr., $350, $305; Custom 4-| Ave $ 891 $ 893 $ 900 Special Hardtop, $1,905*; Century Hard- 
g20*: Two-ten (8) 4-dr., $1,425, $1,370;| Air (8) 4-dr., $1,925*; sport coupe, $1,-| dr., $555*, $500, $435, $340, '52 Vic- rage top, $1,900* (ps). °55 Super oat $1,- 
One-fifty (6) 4-dr.. $1,470*, $1,160, $1,-| 845°, $1,705*, $1,685*; 2-dr., $1,650*;| toria, $400*: 4-dr., $355*, °51 station 665* (ps); Century Hardtop, $i,600° 
155. °55 Bel Air (8) station wagon, $1,- Two-ten station wagon, $1,660; coupe, wagon, $425, $390; Victoria, $335*, $300, "54 (98) 4-dr., $1,395* (ps); (88) Holi- (ps); Special 4-dr., $1,550* (pe); 2-dr 
555°; conv., $1,470*, $1,160, $1,155; | $1,480°; 2-dr., 2 at $1.185. °55 station | §280*; 2-dr., $250, $190; 4-dr., $225*. "50| day, $1,100*; 2-dr., $965, '53 (88) Holi-| $1 470°. '54 Super Hardtop. $1 se (ond 
Two-ten (6) station wagon, $1,270; One-| wagon, $1.780* (ps), $1,730*, $1,695*;| 2-dr., $150.''49 4-dr., $155; 2-dr., $105.| day, $955* ‘(ps), '$845*; conv., $425*.| Century 4-dr.. $1,125", "ho Special Dear. 
Gifty (6) 2-dr., $860, '54 Two-ten station| Bel Air (8) sport coupe, $1,600*, $1,-|HUDSON—'56 Rambler Hardtop, §$1,475*. | PACKARD—'52 4-dr., $280. $375; RM 4-ar., §370* (ps). "61 Hard: 
wagon, $995; Bel Air 4-dr., $850°, $750°.| 595%, $1,585*, $1,550* (ps), $1,535*, $1,- | KAISER—'53 Manhattan 4-dr., $285°. PLYMOUTH — '55' Belvedere (8) club| {top '§350*, 50 d-dr.. $225, ae 
(HRYSLER—'57 NY conv.,’ $3,970* (ps).| 515%, $1,500*, $1,495* (ps), $1,420, $1,-| LINCOLN—'54 Capri coupe, $1,345* (ps).| coupe, $940; Belvedere (6) club sedan, CHEVROLET’ oe 0s 
56 Windsor coupe, $1,740* (ps). 55 Im-| 395; 4-dr., $1,205; conv., $1,550; Two-| MERCURY—’56 Monterey Phaeton, $1,-| $880; Plaza club sedan, $905, '54 Savoy i = car 57 Corvette, $3,135; Bel 
iyperial 4-dr., $2,095* (ps). °53 NY 4-dr., ten 2-dr. "$1,385*; sport ‘coupe, $1,270*. 745*; coupe, $1,690*; Custom 2-dr., $1,- 4-dr., $425. '53 station wagon, $595; 4- + ) an $2,305 (D8); 2-dr., $2,- 
695°. °52 Hardtop, $445* (ps) 54 Corvette, $1,585*; Bel Air 2-dr.,| 400%: '55 Monterey coupe, $1,380*, $1.-| dr., $510*. ’52 station wagon, $420. ; 4-dr., $2,165°, $1,955*; Delray (8) 
O—'56 Firedome (8) 4-dr., $1,300*| $840; Two-ten 2-dr., $715. '53 Bel Air| 300%; Custom 2-dr., $1,135", $1,115;| PONTIAC—'56 Star Chief station wagon, | 5¢48n, $2,080*°; Two-ten (8) 4-dr., $1,905. 
(ps), $1,725*, $1,700*. sport coupe, $740, $665; 4-dr., $665°; 2- Montclair coupe, $1,085. °54 Monterey] $2,160* (ps); Catalina, $1,765* (ps), 56 Two-ten (8) station wagon, $2,035; 
pODGE—'57 Coronet (8) Hardtop, $2,- dr., $625*; Two-ten station wagon, $645; station wagon, $1,325*; coupe, $890, $1,735* (ps), $1,700*; Chieftain station 4-dr. Hardtop, $1,485; Two-ten (6) Hard- 
295*. °56 station wagon, $1,735*; Coro- sport coupe, $620*; 4-dr., $510, $425; 760; Custom 4-dr., $750; 2-dr., $745. wagon, $1,730*; coupe, $1,560*. '55 Star top, $1,325; 4-dr., $1,290, $1,250; 2-dr., 
net (8) club coupe $1,155. '55 Royal| One-fifty business coupe, $390. NASH—’54 Ambasador 4-dr., $980* (ps).| Chief Catalina, $1,340*, $1,310*; Chief-| $1,300; Bel Air (8) 4-dr., $1,700*. '55 
(8) Hardtop, $1,295*, $1,250* (ps); 4-| CHRYSLER—'55 Imperial Newport, $2,- | OLDSMOBILE — '57 (88) station wagon, tain Catalina, $1,315*) §1,100*%; 4-dr.,| Bel Air (8) Hardtop, $1,650*, $1,465*; 4- 
dr., $1,260*. ‘53 Meadowbrook 2-dr., 450° (ps); Windsor Nassau, $1,520*; 4- $2,975* (ps); (88) Super Holiday, §2,- $1,210*, $1,195*, 2 at $1,020, $920; 2- dr., $1,405°, $1,350*; Bel Air (6) 4-ar., 
$460; Coronet (8) 4-dr., $305. | dr., $1,370* (ps). '51 4-dr., $185. 650° (ps). °'56 (98) Holiday, $2,150*| dr., $995. '52 Catalina, $425*, ’50 4-dr.,| $1,420*; Two-ten (6) station wagon, $1,- 
. FORD—'57 Fairlane (8) 500 4-dr., $2,350* | DeSOTO—'55 Fireflite conv., $1,480* (ps). | (ps); (88) Super Holiday, $2,095* (ps);| $155*. '49 4-dr.. $185*. 560, $1,405; 2-dr., $1,185*; Two-ten (6) 
tric (ps), $2,155* (ps), $2,140° (ps), $2,-| ‘51 Sportsman, $245*. °50 4-dr., $200*.| (88) 2-dr., $1,680*. '55 (88) Super conv., | STUDEBAKER—'56 Flight Hawk, $1,295;| 4-4r., $1,130; One-fifty (6) station wagon, 
bu 095*: Country sedan, $1,915. °56 Country | DODGE—’57 Coronet (8) Hardtop, $2,-| $1,675* (ps); Holiday, $1,610* (ps); 4- Commander 2-dr., $1,175*, °52 Champion $1,100. '54 Bel Air 2-dr., $830*; Two-ten 
s sedan, $1,865* (ps); Fairlane (8) 2-dr., 410°. °55 Royal (8) Lancer, $1,360*; dr., $1,150*; (98) Holiday, $1,480* (ps). 4-dr., $225. °40 4-dr., $145. (Continued on Page 42, Col. 1) 
car $1,500*, $1,460*, $1,455, $1,445* (ps). 
’55 Country sedan, $1,520; Fairlane (8) 
2-dr., $1,220°. '54 Victoria, $950°; 4-dr., 
$835*, $825. °53 Victoria, $775*, $755°*. | 
HUDSON ’'55 Hornet Hardtop, $1,380° | 
-ar (ps) 
LINCOLN - "57 Premiere 4-dr., $4,280° | 


(ps). "56 Capri 4-dr., $2,450° (ps). ."55 
Capri coupe, $1,875*; 4-dr., $1,655°. 


w St "54 Capri coupe, $1,435° (ps). 
MERCURY—'57 Monterey Hardtop, $2,- 
"55 Custom Hardtop. $1,650°. 54 Mon- 


terey 4-dr., $890°. '53 2-dr., $590. 
= NASH "57 Ambassador 4-dr., $2,495* 
(ps); Rambler station wagon, $2,100°*. 


nn. 330°. °56 Monterey 4-dr., $1,895* (ps). 
— 


'56 Rambler station wagon, $1,615. ‘55 | 
Rambler club coupe, $1,310°, $1,190; | 


Custom club coupe, $1,155*; Ambassa- 
dor 4-dr., $1,060*°. ‘54 Rambler 4-dr., 
$615°. 

OLDSMOBILE—'57 (88) station wagon, 
$3.470* (ps); Holiday, $2,450°, $2,235°. 
'56 (88) Super conv., $2,000° (ps); (88) 
2-dr., $1.590°. "55 (98) Holiday, $1,915° 
(ps); (88) oo. $1,450* (ps), $1,130° 
(ps). "54 (98) 4-dr.. $1,560° (ps) $1,- 
465° (ps). ‘53 (98) Holiday, $795° (ps), 
$730° (ps). 

PLYMOUTH’ 57 Belvedere (8) 2-dr., $2,- 
400°, $2,290° $2,275° (ps). ‘56 Fury 
Hardtop, $1,.535°. ‘55 Belvedere (8) 
Hardtop, $1,220. °53 4-dr., $235. 

PONTIAC—'57 Chieftain 4-dr., $2,600°. 
"56 Star Chief Hardtop. $1.820*° (ps). 
_ Star Chief conv., $1,345° (ps); 4- 

$1,000 

srubenaken— 57 Golden Hawk, $2,150. 
"S53 Champion 4-dr., $335. 

q WILLYS — ‘57 Jeep, $1,900. "55 station 
wagon, $1,240. ‘50 station wagon, $175. 
MISCELLANEOUS — ‘57 Chevrolet \%-ton 
pickup, $1,525 "55 Chevrolet %-ton 
u pickup, $725; Ford %-ton pickup, $960; 


ir 








%-ton pickup, $695; Willys i-ton pick-| 


up, $825 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of July 26.) 

(A power packed sale. Needed more 
clean cars.) 

BUIOK—'57 Special Hardtop, $2,465* (ps). 
‘56 RM conv., $2,030°. ‘54 Spectal 4- 
dr., $940°. ‘53 Super 4-dr.. $600°, $230°. 

CADILLAC—'S4 (60) 4-dr., $2,240*°. "52 
(62) 4-dr., $860° (ps). 


~ a 


4-dr.. $960; Two-ten 4-dr., $940. "54 Two- 
ten 4-dr., $800; 2-dr.. $650. "53 Bel Air 
Hardtop, $590; Two-ten 4-dr.. $585; 2- 
dr.. $400. ‘51 4-dr.. $260°. ‘50 2-dr., 
$205; 4-dr., $110, $100 

CHRYSLER—'53 4-dr., $290. 


CHEVROLET—'55 Beil Air coupe, $1,140*; | 


s. DODGE—'57 Coronet (8) Hardtop, $2,200°. | 
g "S56 Royal (8) 4-dr.. $1,060* (ps). ‘53 

2-dr., $350; 4-dr., $220°. | 
of FORD—'57 Fairlane (8) conv., $2,300°; | 
2 Station wagon, $2,315*; 4-dr.. $1,875*; 

Custom 2-dr.. $1,500°. ‘'55 Fairlane (8) 
$. Victoria, $1,290; 2-dr.. $750 (ps); Cus- 


tom 2-dr., $800. "54 Victoria, $910; 4-dr., 
$750°. ‘53 Main 2-dr., $340; Custom 4- 


rs dr., $290, '52 2-dr., $190. '51 2-dr., $370. 
d "SO 2-dr., $325; 4-dr., $140. ‘49° 4-dr., 
$170. '47 4-dr., $175, $110. 

. HUDSON—'53 4-dr., $215*. 

e KAISER—'53 4-dr.,'$630°. 


MERCURY—’56 Monterey Hardtop, $1,550* 
Custom Hardtop, $1,525*. "55 Montclair 
sedan, $1,375*. ‘53 4-dr., $430. ‘52 4- 
J @r., $440*. °50 4-dr., $335°. 
OLDSMOBILE—'56 (88) Super 4-dr., $1,- 
710°. ‘56 (88) Super 4-dr., $1,355*. "54 
k (98) 4-dr., $1,210°. ‘53 (88) Hardtop, 
$870. '51 Hardtop, $290°. ‘50 2-dr., $325°. 
PLYMOUTH—'5T Belvedere (8) 4-dr., §2,- 
200°; Plaza 4-dr., $1,560. ‘56 Savoy 
Hardtop, $1,450°. ‘55 Plaza 4-dr., $675. 
'54 Hardtop, $600; 4-dr., $590. 

i PONTIAC—'56 Star Chief Catalina, $1,- 
670°, $1,650°; Chieftain 4-dr., $1,190. 
’55 Chieftain Catalina, $1,110*; 2-dr., 
$1,035*. °54 Star Chief conv., $810*. 

STUDEBAKER—’51 4-dr., $250. "50 conv., 
$115. 

MISCELLANEOUS—'56 Ford %-ton pick- 
up, $700. "55 Dodge %-ton pickup, $585. 


- ees 


LOS ANGELES 
(Harold Henry’s Los Angeles Auto Auc- 
\ tion, Sale every Tuesday and Thursday. 


Prices are for sale of July 11 and 16.) 
BUICK—’56 Special station wagon, $2,200* 
(ps); Riviera, $1,915* (ps); conv., $1,- 
875°; 4-dr., $1,750°; Super Riviera, $2,- 
125* (ps), $1,950* (ps); Century Riviera, 
$2,000* (ps), $1,985* (ps), $1,900*, $1,- 
895*, $1,850°. '55 Super Riviera, $i,550° 
(ps), $1,510* (ps); $1,505* (ps); Special 
Riviera, $1,245*, $1,200°. ‘54 Super 
Riviera, $1,175*, $1,080* (ps); RM Rivi- 
(ps). °53 Super Riviera, 
$570*, $550°; RM Riviera, 
'62 4-dr., $425° (ps). ‘51 
_._ Riviera, $295°. 

“CADILLAC—'57 sedan de Ville, $5,170* 
(ps); coupe de Ville, $4,610° (ps); (62) 
| 4-dr., $4,950° (ps); coupe, $4,425° (ps), 
| $4,400° (ps), $4,396* (ps), $4£,235* (ps). 
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Coronet (8) Hardtop, $1,175*. °'53 conv., WILLYS — ‘56 Jeep, $1,050. '50 station 
$510*. °51 4-dr., $155, °48 coupe, $195. wagon, $380. 

FORD—'57 Thunderbird, $3,250* (ps), $3,- Model Breakdown MISCELLANEOUS — ’57 Ford Ranchero, 
190° (ps), $3,190*, $2,865*; Fairlane (8) $2,200*; Jaguar 4-dr., $2,330. '56 Chev- 


500 Victoria, $2,450° (ps), $2,125°, $2,-| Of Auction Averages roiet %-ton pickup, $1,204*; 1%4-ton 
055*; Country sedan, $2,260* (ps), $2,- pickup, $1,160, $1, 145; Ford F-100, $1,- 

























































































































SMART DEALERS vow STICK THEIR NECKS OUT! 


they sell the 
new Signal-Stat 

5-in-1 
SIGFLARE system! 


Exciting advertising in every major autombtive 
publication, sound distribution policies and the 
most effective niguetliog oreats on the market . ae 
today make the Signal-Stat line the faster-selling, 
greater-profit line! Smart vehicle owners want — 
5-way protection — and they can get it with the 
a 900 Sigflare switch and 4 Signal-Stat lamps: 
pane 1 directional 
Seah bags mimes 028 





























Ce ere 
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Used-Car Auction Prices 


(Continued from Page 41) 


4-dr., 2 at $800°, $750, $665. '53 Bel Air 
2-dr., $785, $775, $750; Two-ten 2-dr., 
$570, $555*. °52 4-dr., $555, $525; 2-dr., 
$395. °51 2-dr., $395. °49 2-dr., $325, 

* $220; 4-dr., $200, $145. 

OCHRYSLER—'54 Windsor 2-dr., $870*. '52 
station wagon, $775* (ps). 

DeSOTO— 57 Firesweep 4-dr., $2,220*. °55 
Firedome Sportsman, $1,575* (ps); 2-dr., 
$1,470* (ps). 

DODGE—’56 Coronet (8) station wagon, 
$1,790. °53 4-dr., $505*. 

FORD—'57 Fairlane (8) station wagon, 
$2,410°*, $2,365° $2,150. ‘56 Fairlane (8) 
Sunliner, $1,665*, $1,550°; Custom (8) 4- 
dr., $1,305, $1,246; Custom (6) 2-dr., $1,- 
285. '55 Custom (8) station wagon, $1,- 
470; 2-dr., $1,075, $990; conv., $1,110* 
(ps). °54 Custom (8) 4-dr., $850*; 2-dr., 
$735* (ps); sedan, $720. '53 2-dr., Hard- 
top, $845; 4-dr., $525*; Victoria, $775*. 

HUDSON — '55 Hornet 4-dr., $995*. ‘53 
Hornet club coupe, $510* 

LINCOLN—’56 Premiere Hardtop, $3,060* 
(ps). °55 Capri Hardtop, $1,755*° (ps). 

MERCURY—’'57 Montclair 2-dr., Hardtop, 
$2,410*. '56 Montclair Hardtop, $1,900* 
(ps); Monterey 2-dr., $1,875* (ps), $1,- 
595*. "55 Monterey Hardtop, $1,480*, $1,- 
390°: 2-dr., $1,030*. '54 Monterey Hard- 
top, $1,170* (ps), $1,100*; conv., $1,110* 
(ps); Custom 2-dr., $920°. ‘53 Monterey 
2-dr., $1,080, $995, $960*; Custom 2-dr., 

. "52 Hardtop, $700*; 4-dr., $525*. 

NASH—'53 Rambler 2-dr., $500. 

OLDSMOBILE—'57 (88) Hardtop, $2,390°. 
*55 (88) Super Hardtop, $1,800° (ps). "54 
(98) 4-dr.. $1,560° (ps). 53 (88) Super 
Hardtop, $1,000* (ps), $900* (ps); 4-dr., 
$520° (ps); (88) 4-dr., $705°. "51 (88) 
4-dr., $175*; 2-dr., $125°. 


PLYMOUTH—’ 57 Belvedere (8) Hardtop, | 


$2,165*. "56 Belvedere (8) conv., $1,425°; 


Savoy (8) 4-dr., $1,445*. '55 Belvedere | 


(6) 4-dr., $1,135*; Savoy (8) 4-dr., $1,- 
020; Savoy (6) 4-dr., $735. "54 station 
wagon, $860°. ‘53 Hardtop, $620°. °"52 
4-dr., $500; Hardtop, $400; 2-dr., $350. 
PONTIAC — ‘55 Star Chief Hardtop, $1,- 
570°; 4-dr., $1,490*. "54 Star Chief 4-dr., 
$1,020° ; 2-ar., $715. "53 4-dr., $595°, 
$500°. "52 4-dr., $500, $390°. "51 Hard- 
top, $405°; 4-dr.. $270, $220°. 
STUDEBAKER—’'53 Champion 2-dr., $680. 
WILLYS—'53 station wagon, $395. 
MISCELLANEOUS—’'55 Volkswagen 2-dr., 
$1,315; Ford %-ton pickup truck, $820. 
*53 Chevrolet i-ton pick-up truck, $820. 
%-ton pickup truck, $565. ‘52 Volks- 
wagen conv., $795; Chevrolet %-ton 
pickup truck, $520; Dodge \%-ton pickup 
truck, $435; Ford %-ton pickup truck, 
$525. "51 Chevrolet %-ton pickup, $425; 
Willys %-ton pickup, $270. ‘49 Dodge 
%-ton pickup, $360. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of July 23.) 


CADILLAC— . ° 
OHEVROLET—'57 One-fifty 2-dr., $1,415. 
"56 Two-ten 4-dr., $1,300°, $1, 275, $1,- 


190, $1,185, $1,178; station wagon, $1,-| 


380°; 2-dr.. $1,180, $1,170, $1,160, $1,- 
150; Bel Air Hardtop, $1,225*; One-fifty 
station wagon, $1,235; 4-dr., $750°. °55 
Two-ten station wagon, $1,025; 4-dr., 
$900, $890, $835, $820, $785; 2-dr., $855, 


$850; One-fifty 2-dr., $775, $740. "4 Bel | 


Air 4-dr., $780*, $750°: One-fifty station 
wagon, $625; Delray 2-dr.. $800°. ‘53 
Bel Air Hardtop, $760*; “4-dr., $625; 
One-fifty station wagon, $330; 2- dr., $345. 
OMRYSLER— 53 Windsor 4-dr $490°. 
DeSOTO—'S7 Firesweep 4-dr., $1,975°. "52 
Hardtop, $340°, $325*. 
DODGE—'57 Coronet (8) Hardtop, $2,190°. 


"56 Coronet 4-dr., $875*. "54 Coronet 2-/| 


@r., $685°. ‘53 4-dr.. $325. ‘Si 4-dr., 
$210*, $170; 2-dr., $155. 

FORD—"56 Custom 4-dr., $1,290°; 2-dr., 
$1,080, $1,140. ‘55 Fairlane (8) Victoria, 
$1,195*; station wagon, $885*. °54 station 
wagon, $660; 4-dr., $570. ‘53 conv., $660; 
2-dr., . $550*. $475. '52 4-dr., $210. 

"SO 2-dr.. $145. ‘48 conv., $100. 


MERCURY —'55 Monterey 2-dr., $1,260°, 
$1,080*. °54 Montclair 2-dr., $975°. "53 
a? 4- oi. 2-dr., $730°. ‘Si 

. 

onpeMosiLE—'s3 (98) conv., $750*. "52 
(88) conv., $200°. *50 4-dr., $200*, $140°. 
’49 4-dr., "$130°. 

PACKARD—'55 Clipper 4-dr., $880°. ‘52 
2-dr., $280°*, $235*. ‘51 4-dr., $120°. 

PLYMOUTH—'54 Belvedere 4-dr., $675°. '53 
conv., $500; 2-dr., $485, $260; 4-dr., 
$280. "52 4-dr., $230; 2-dr., $145. "51 4- 
ar., $125. 

PONTIAC—'5SS Chieftain station wagon, 


260. 
grUbEBAKER—'ss sedan, $415*. 
MISCELLANEOUS — '55 Chevrolet Carry 
All, $605°. ‘53 Ford %-ton pickup, $330. 


SEATTLE 


(South Seattle Auto Auction. Sale every 
ednesday. Prices are for sale of July 24.) 
(Seid 141 cars out of 248 consign- 


ments.) 

BUICK —'55 Super Sport coupe, $1,625* 
(ps), $1,610° (ps); Century sport coupe, 
$1,560*; Special sport coupe, $1,525°. ‘54 

station wagon, $1,585° (ps); 

Super Sport coupe, $1,240°, $1,125°. 

$995*; Special 4-dr., $1,055°. "53 Special 

sport coupe, $505°. "50 Super sport coupe, 

5°. "51 RM 4-dr., $350°. Special 2-dr., 


OADILLAC — '56 sedan de Ville, $3,600° 
(ps); (62) coupe, $3,510° (ps). *55 coupe 
de Ville, $3,135° (ps). "54 (62) coupe, 
$s.0a5¢ (ps). ’53 coupe de Ville, $1,350° 
(ps). '52 (6) sedan, $1,025° (ps). ‘50 
4-dr.. $555*. °48 sedan, $285*; 4-dr., 
J 
CHEVROLET—'57 Bel Air (8) conv., $2,- 
430°; Hardtop, $2,295°, $2,290; * sport 
eoupe, $2,295°; Delray 2-dr., $1,980°, $1,- 
950°; Two-ten (8) 2-dr., $1,820, 2 at $1,- 
795. "56 Two-ten (8) 4-dr., $1,485; 
425; Two-ten (6) 2-dr., $1,385, "55 
(8) station a $1,450°; $1,- 
385*; Delray (6) 2-dr., $1,255;-4-dr., $1,- 





| 





PACKARD—'55 Clipper Hardtop, $1,450* 
(ps). 

PLYMOUTH—’56 Savoy (8) 4-dr., $1,300. 
’55 Belvedere (8) sport coupe, ” $1,250*. 
"63 4-dr., $545*,. "50 2-dr., $110. 

PONTIAC—’55 Star Chief sport coupe, $1,- 
325* (ps). ‘54 Chieftain 2-dr., $655*, 
$645. °51 sport coupe, $340*. °50 conv., 
$160*. ‘49 station wagon, $240*. 

MISCELLANEOUS—’57 GMC %-ton pick- 

070. '54 Bel Air 4-dr., $885*; Two-ten up, $1,525. '55 Volkswagen sunroof, $1,- 

4-dr., $810; 2-dr., $740. '53 4-dr., $675*; 360; Studebaker %-ton pickup, $720. ‘54 

Two-ten 4-dr., $595. °52 4-dr., $495*, Chevrolet %-ton pickup, $780; Ford \%- 

$420. ’51 4-dr., $250; 2-dr., $165*. °50 ton pickup, $695. °53 Ford %-ton pickup, 

station wagon, $345; 4-dr., $240. 49 2-| $680°. °49 International %-ton pickup, 
dr., $195, $165. $230. 


CHRYSLER—’'55 NY St. Regis, $1,825* 
(ps); 4-dr., $1,655* (ps). EBENSBURG, PA. 
DODGE—’57 Royal (8) Hardtop, $2,650* (Ebensburg Auto Auction. Sale every 
(ps). '56 Royal sport coupe, $1,935* (ps); | Thursday. Prices are for sale of July 25.) 


Coronet 2-dr., $1,500*. ‘55 Royal 4-dr., (Good 5 Prices strong. D a 


$1,345* (ps); sport coupe, $1,280* (ps). 

FORD — ‘57 Thunderbird, $3,125* (ps); | 2004. Retail reported excellent, Sold 85 
Fairlane (8) station wagon, $2,700* (ps). | C8 out of 108 consignments.) 
’56 Custom (8) station wagon, $1,925* | BUICK—'57 Special Riviera, $2,360* (ps). 
(ps), $1,850*, $1,800*, $1,765*; Ranch 55 Special Hardtop, $1,340*; 4-dr., $1,- 


wagon, $1, 660; 4-dr., $1,420*, $1,300; 100*. "54 Special Riviera, $875*. '53 Super 
Fairlane (8) Victoria, $1,770* (ps), $1,- Riviera, $565° (ps); RM 4-dr., $450° 
725*; 4-dr., $1,585*. °55 Thunderbird, (ps). '51 Super Riviera, $285. 


$2,270*; Fairlane (8) Country sedan, $1,- | CADILLAC—’53 conv., $1,150* (ps). 
665°; 2-dr., $1,430°; Custom (8) Country | CHEVROLET—’56 Two-ten (8) 4-dr., $1,- 
sedan, $1,555*; 2-dr., $1,130, $1,100; 300. '55 Two-ten (6) 4-dr., $980. '54 Two- 


Main (6) 4-dr., $920*, $780. '54 station| ten 4-dr., $675*; One-fifty 2-dr., $370. '53|Knudsen Trophy— 


wagon, $1,160* (ps), $1,070*; 4-dr., $750; | Bel Air 4-dr., $520°; Two-ten 4-dr., $510, 








Ky. Hears Re ports 


Of Insurance 


P 
On Wrecked Cars 


LOUISVILLE.—C, P. Thurman, 
Kentucky insurance commissioner, 
has indicated that he may crack 
down on small auto insurance com. 
panies which are bilking the publie 
by basing adjustments on “book 
values” rather than cash values ag 
called for in the policies. 

Some such companies reportedly 
are refusing to pay off on actual 
cash market value in cases where 
it will cost $100 to $200 more than 
book value to replace a destroyed 
car. 

Thurman said an owner can ask 
for two appraisers—one named by 
Thurman and one named by the 
insurance firm. The appraisers 


2-dr., $575. °53 Victoria $800*; ' conv., $465°. 52 2-dr., $405. 51 2-ar., $220° In recognition of superi then would appoint an umpir 
; : ° . , perior salesman- pire, 
er ie” $735; 2-dr., $495°. 50 4-| $215. 50 2-dr., $230, $130; 4-dr., $110°. ship during on April-May sales campaign, | However, that results in further 
mEnOURY—~S6 1 DODGE—'55 Coronet (8) 2-dr., $1,030. 54/5. 04:0 ; , | delays 
MERC or’ onterey sport coupe, $1,- station wagon, $715, °51 club coupe, ‘ontiac is presenting this Knudsen trophy , 
po a = yg te $255*. '49 4-dr., $165. to 1,786 of its dealers. The trophy is| The gyp is working, it was ex- 
$270. °49 4-dr., $185.” . FORD—'56 Custom (8) Ranch wagon, $1,- | named for S. E. Knudsen, Pontiac general| plained, because many persons 


NASH—'55 stati ~ @ 610; Fairlane (8) 2-dr., $1,325°. ‘55 
ae $138 wae, $1,305". “49 2 | Fairlane (8) Victoria, $1,300°; Main (6) | ™Anoger. 


OLDSMOBILE—'55 (98) Hardtop, $1,790*| CUP®, $625. '54 station wagon, $950*; 
(ps), $1,775* (ps); (88) sport coupe, $1,- 





need their cars for business and 
will accept almost any offer which 


4-dr., $815; 2-dr., $790*. ’53 4-dr., $635*| More than 150,000 persons read AUTO-| helps them replace the wrecked or 


640°; 2-dr., $1,360*. 51 (98) 4-dr., $225°. (Continued on Page 43, Col. 3) MOTIVE NEWS every week! stolen vehicles. 








You Can Depend On The Leader... 





Whether you need a single fitting, or a complete 
bank of hose reels with pumps, Alemite’s your 
answer! 

Alemite equipment not only gives faster, 
longer-lasting service. It is backed by unmatched 
customer protection in writing. Only Alemite 
offers: (1) a 27-month “Sealed-in Air Motor” war- 
ranty .. . (2) a 12-month Equipment Warranty .. . 


for more service... 
protection and finer 
lubrication equipment 








and (3) a 12-month Warranty on High Pressure 
Hose! And Alemite maintains 414 lubrication 
service centers coast-to-coast, to give immediate, 
on-the-spot attention to.any maintenance or re- 
pair problem. 

Save time, trouble, money! Let Alemite supply 
all your lubrication equipment needs— from one 
dependable manufacturing source! 
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rs 
rman, (Continued from Page 42) 
loner, (ps), $535; 2-dr., $370, $300. '52 sedan, coupe, $1,535* (ps). ‘51 (60) 4-dr., 
cr $195. °51 conv., $295; 2-dr., $155*; Vic- $700*. 
ack toria, $225*. °49 2-dr., $215. CHEVROLET—’ 57 Corvette conv., $2,960*; 
Comms MERCURY—’'56 Custom station wagon, $1,- Bel Air (8) station wagon, $2,650*; 
pu bli¢e 405* (ps). '55 Monterey Hardtop, $1,300*. sport coupe, $2,320°; 4-dr., $2,170*, $1,- 
‘“ NASH — ‘53 Rambler, $575; Ambassador| 965°. '56 Bel Air (8) 4-dr., $1,815°, $1,- 
book Hardtop, $440. '51 station wagon, $130. 600*; Two-ten (6) 4-dr., $1,610*. 55 
LE —’51 (88) Super 4-dr., Bel Air (8) sport coupe, $1,345; 4-dr., 
=e SS . | $1,050%; Two-ten (8) 4-dr., $1,200°; 
$305*. ‘50 4-dr., $110°. "49 4-dr., $115°.| OGne-fitty (6) 2-dr., $1,065, "54 Bel Air 
PACKARD—’S4 Clipper 4-dr., $710°. 4-dr., $730*; Two-ten 2-dr., $725°; 4- 
rtedly PLYMOUTH '55 Belvedere (8) sedan, $1.-| dr., ‘$645. 
ct 030°; Savoy (8) 2-dr., . ‘53 club! oHRYSLER—’57 Imperial coupe, $4,380* 
eal coupe, $590; 4-dr., $240. '52 4-dr., $300.|"(0.). +53 NY 4-dr. $625" (ps). 
ae PONTIAC—'52 2-dr., $335. 4-dr., $195. ’51| nesoTO—'53 4-dr., $365°. 
thas Catalina, $335°. 50 2-dr., $110°. DODGE—’57 Coronet (8) 4-dr., $2,325* 
royed MISCELLANEOUS — ’55 Chevrolet %-ton| (ps) °53 coupe, $590*, 
pickup, $940. °52 Dodge Panel truck, | rorp—'57 Retractable Hardtop, $2,960* 
$230. '51 Chevrolet Delivery sedan, $225; (ps); Fairlane (8) 500 Victoria, $2,- 
an %-ton pickup, $350. 220°: 4-dr., $2,095* (ps); Fairlane (8) 
by conv., $2,120* (ps); Ranch wagon, $1,- 
IT TL 'e 950*; Victoria, $1,950*; Custom (8) 4- 
an L ETON, COLO dr., $1,950*, $1,940*%, $1,935*, $1,800*. 
—— (Denver Auto Auction, Sale every Fri-| +56 Custom (8) Country sedan, $1,635° 
ire, day. Prices are for sale of July 19.) (ps); 4-dr., $1,275*; Fairlane (8) 4- 
rther BUICK—’57 Century 4-dr., $2,750° (ps). dr., $1,500* (ps). 
te ’56 Special coupe, $1,795* (ps); RM 4-| HUDSON—’54 Wasp 4-dr., $310. '53 Hor- 
cee dr., $1,755* (ps). '55 Super coupe, $1,- net conv., $265; 4-dr., $210*. °52 Hornet 
‘oul ith the $ Dealer— o., $1375*) Cent Ri ee SP§1,200°; MERCURY 57 Mont 4-d $2,170* 
r., , ; entury viera, . ; cRCURY— ontere -dr., » : 
oss 20 Years wit t a ne Super 4-dr., $780*. ‘53 Super coupe, ’56 Monterey 4-dr., $1,735° (ps); Mont- 
and Eddie Bishop, second from left, general manager, Art Frost of Highland Park $670*; Special coupe, $630*. clair sport coupe, $1,650* (ps); Medalist 
trhich (DeSoto-Plymouth), Highland Park, Calif., is congratulated on his 20th anniversary Ones), 458° (oe 2 Vi wees tees, ieee ae Monterey 4-dr., $840. 
-d or | with the Frost organization. Extending their congratulations are Y. M. Posthuma, left, $5.360° (ps). *55 coupe de Ville, $2,800* | NASH—’57' Rambler 4-dr., $2,600* (ps). 
DeSoto Los Angeles regional manager, and Art and Henry Frost. (ps); (60) 4-dr., $2,665* (ps). °53 (62) '52 Ambassador 4-dr., $350. 





Ctto ALEMITE for everything 
need to handle more lube jobs faster! 








Overhead Hose Reels — Distinctive 
new design! Sectionalized construc- 
tion permits installation of additional 
units. Reels are interchangeable for 
chassis lube, gear oil, motor oil and 
automatic transmission fluid. 


De Luxe Portable Equipment 
—Feather-touch portability, Beauti- 
ful, easy-to-clean matching cabinets. 
For 100- or 120-lb. refinery drums. 
Dispensers for chassis lube, gear 
lube and A. T. fluid . . . and drain. 


Visi-Drum Equipment— Displays 
your own lube brand on each unit, 
helps sell your service. Matched 
equipment clamps on 120-lb drums. 
Drain and dispensers for chassis 
lube, gear lube and A. T. fluid. 


‘ 
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Specialized Lubrication Teols . . . 
Hand Guns .. . Fittings and Acces- 
series—A complete line of power- 
packed hand guns and specialized 
lubrication tools. Alemite Red-Ball 
Fittings meet standard replacement 
requirements for all cars. 


Wall Alemiter — Delivers lubricants 
directly from 120-lb. drums to over- 
head reels. Finger-touch raising and 
lowering of cabinet assembly and 


“Super-H" High-Pressure Pump 
Powers both Wall Alemiters and 
portable units. Faster lubrication 
with today’s long-lasting lubricants. 
Instant recovery—no pressure drop, 
no time lag. Patented Pressurtrol for 
tremendous reserve power. 










For free eatalogs and information, 
write Mlemite, Dept. AP-87 





ALEMITE 


REG..U. S. PAT. OFF 


Division of SFEWART-WARNER CORPORATION. 
: 1850 Diversey Parkway, Chicago 14, Illinois 
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OLDSMOBILE — ’'57 (88) 2-dr., $2,300°. 
’56 (88) Holiday 4-dr., $2,150° (ps). 53 
(88) 4-dr., $810* (ps). 

PACKARD — ’55 Clipper coupe, $1,050*° 
(ps). °52 4-dr., $115*. 

PLYMOUTH—'57 Belvedere (8) 4-dr., $2,- 
575* (ps). °56 station wagon, $1,720*; 
Savoy (8) sedan, $1,145. ‘53 Savoy sta- 
tion wagon, $705; 4-dr., $375. °51 sta- 
tion wagon, §285. 

PONTIAC—’'55 Star Chief coupe, $1,550*, 
$1,385*. '53 sedan, $515. '49 4-dr., $196*. 

WILLYS—'46 Jeep, $320. 

MISCELLANEOUS — '57 Chevrolet %-ton 
pickup, $1,585. °53 Jeep %-ton pickup, 
$695. °51 Hillman Minx 4-dr., $205. 

2 * * 


— Auctions in Brief — 


CHICAGO 
Arena Auto Auction, Sale every Tuesday 
(July 23). Sold 189 cars out of 294 con- 
signments. 
* * * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (July 26). We ended the day selling 
409 cars out of 532 entries for a percentage 
of 77. The prices for clean cars were out 
of this world. 

* * * 


W. PEABODY, MASS. 
Peabody Auto Auction, Inc. Sale every 
Thursday (July 25). Sold 96 cars out of 
128 consignments. 
* * * 


JENISON, MICH. 

Grand Rapids Auction. Sale every Tues- 
day (July 23). Very steady market, Buyers 
from many states and bidding active 
through the entire sale. Sold 117 cars out 
of 175 consignments. 

* * * 


ST. LOUIS 
St. Louis Auto Auction Barn, Sale every 
Tuesday and Friday (July 16 and 19). Con- 
signment good with percentage of sales 
exceptional. Sold 192 cars out of 280 offer- 
ings. 
- . * * 


DANVILLE, VA. 

Danville Auto Auction. Sale every Wed- 
nesday (July 24). Sales percentage was very 
high. Demand as strong as we ever expect 
to see at this auction. Sold 140 cars out 
of 173 consignments. 


* * > 


WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (July 25). We had a very good sale 
today, and prices remained stable. Now is 
an excellent time to wholesale your 30-day 
old units. 

* * * 


ATLANTA, GA. 

Dixie Auto Auction. Sale every Tuesday 
(July 23). Cars are not as plentiful as 
they should be, but what are for sale are 
being bought at top dollar by the buyers 
who are here to buy the buys. 

* * . 


INDIANAPOLIS, IND. 

Ken Schaefer Auto Auction. Sale every 
Thursday (July 25). Buying activity in- 
creased this week as market held steady. 
Sold 78 percent of consignments. 


ELIMINATE 


BALL JOINT 


TORSION BAR 
SUSPENSION 


TROUBLES 
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BLACK 
VELVET 


balt jo ease 








Specially formulated from heavy duty, high- 
wey woter-resistont chassis lubricant . . 
then fortified with special load-carrying 
ond corrosion-resistant additives. 
There's nothing like AMALIE BLACK 
VELVET on the market . . . to solve your 
Bell Joint ond Tersion Bor wepension bbri- 
cating problems! Send coupon for details! 
AMALIE DIVISION 
A Reenetere Bens. tex - Prentite. Peneertvente 


Amalie Divisien, L. Sonnebern 


Sens tac... Frenktin, Pe. 


Please rush BLACK VELVET details! 


POND. ces cccccecccccctessguaesnal cee 
BREN «oi vcvcnscaceddscecéavinueee 
GOP in.0 co Ses (ang deteeneiaeas . one 
Zone ..... coe SO: occ eecscwsvctsic 











Graham Patterson, Publisher 


There’s No Buy Like It In The Country.. J: 





@ “People don’t make a major purchase like a truck on the 
spur of the moment—it takes a lot of pre-selling. The best way 
to pre-sell Ford Trucks in my territory is an ad in FARM 


JOURNAL.” 
R. A. Lewis 
Chambersburg, Pa. 


e@ “You bet I’m happy about the Ford Truck campaign in 
FARM JOURNAL. That’s the kind of advertising that does me 


the most good.” 
Beatrice W. Blanding 
Oneonta, N. Y. 


@ “Most of my best customers and prospects for Ford Trucks 
are rural and FARM JOURNAL reaches 3 out of every 5 farm 


households in my trading area.” 
Dick Holzer 
Lancaster, Ohio. 


FARM JOURNAL is America’s largest selling farm magazine. 

It’s bought and read by twice as many farm families as any 
other publication because it gives farm families everywhere 

what they want... need... and can’t get anywhere else. 


FARM JOURNAL 


One of the nation’s truly great magazines 
More than 3,500,000 subscribing families 


Richard J. Babcock, President 





-.4and So many Ford Dealers 





FARM JOURNAT 


thrive on country trade 


New Styleside Pickup bodies 
standard at no extra cost! Thev're 
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to clean it! 


New Power advances in 
modern Short Stroke Six, as 
well as V-8. New higher com- 
pression, new freer breathing, 
new refinements throughout! 


Choice of five pickups in half- 
ton field alone’ 6'4- or 8-foot 
models with choice of either 
new Stvleside, or conventional 
Flareside bodies, plus the ex- 
citing new Ford Ranchero! 


@ Cab— completely new —roomier, stronger, 
wider full-wrap windshield. New inboard 
‘Hi-dri ventilation, widest, most comfort- 

pickup cab! New suspended-type pedals. 


This boidly modern Pickup has Styleside body standard at 


no extra cost! Biggest load-space of any half-ton pickup! 


Modern farming methods de- 
mand modern equipment for 
efficient low-cosi operation -- and 
in farm trucks, the most modern, 
most efficient are °57 Fords! 

Look at the new Ford Pickup 
with the smart new Styleside 
body. The sides of the budy ex- 
tend out to the sides of the cab, re- 
sulting in the biggest load-space 
ever offered in a !5-tonner—and 
it’s standard at no extra cost! 
Other major advances are found 
in new axles, new frames, new 
cabs . . . everywhere! 


*Bamel om a 


And throughout each truck in the 
new Ford line are deep-seated 
dollar-saving qualities. First cost 
is low. Modern Short Stroke 
engines, with new higher com- 
pression, are designed for lower 
running costs. Rugged new chas- 
sis features in every model con- 
tribute tu lower maintenance 
costs and longer truck life. And 
remember Ford's resale value is 
traditionally high. 

For a modern truck that costs 
you less—less to own and less to 
run, see your Ford Dealer! 


tury suggestel let 7 


For 57 


and the years ahead | 


Ford Trucks 


cost less... 
less to own, 
less to run, 

last longer, too! 
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Garbarino to Head 
New Departure 


* « 
Sales, Engineering 

BRISTOL, Conn. — Frederick J. 
Garbarino, formerly director of 
quality control for New Departure 
division of General Motors, has as- 
sumed a newly- 
created position 
as the division’s 
director of sales 
and engineering. 

Other New De- 
parture appoint- 
ments are: Rich- 
ard H. Valentine, 
chief engineer; 
Raymond O. Oy- 
ler, general sales 
Manager, and 
Robert T. Collins, 
director of quality control. 

Garbarino, associated with New 
Departure since 1935, served as 
chief engineer from 1951 to 1956 
when he was appointed director of 
quality control. 

Valentine joined New Departure 
in 1939. He was engaged in ball 
bearing sales engineering assign- 
ments in the Detroit and Cleveland 
areas for many years, including 
service as Cleveland zone manager. 

Oyler, who moves up in the man- 
agement ranks of the ball bearing 
concern from the position of as- 
sistant general sales manager, has 
19 years sales and engineering ex- 
perience with New Departure. 

Collins came to New Departure 
in 1941 and most recently. was gen- 
eral sales manager. 


General Tire Net, 





R. H. Valentine 


$205,968,169, an increase of 15.8 per- 
cent over the same period a year 
ago, according to William O'Neil, 
president. General's overall sales 
for the first six months of 1956 





AUTOMOTIVE NEWS, AUGUST 5, 1957 


Current Prices on U. S. Cars 





Special — 4-dr., $ 
sed., $2,595.83; 4-dr. hardto . $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr. 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr. hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 


706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. ‘ter 
—4-dr. hardtop, $4,053.33; 2-dr. hardtop, 


$3,944.33; conv., $4,066.33. 
“*75"’—4-dr. hardtop, $4,483.33; 2-dr. hard- 


"75." Power steering standard on Super, 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 


Roadmaster and Roadmaster ‘‘75."’ Power 
brakes standard on Roadmaster ‘*75.'’) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr. hard- 
top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32. Series 75—-8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra - 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., em 
util, sed., "$1,885.32; 2-dr. 2-seat stat. 
$2,307.32. Two-ten—4-dr. sed. $2,174.32: 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat ‘stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. 
$2,299.32; conv., $2,511.32; 


stat. wag., $2,580.32; 2-dr. 2-seat Nomad) 
Corvette—-Hardtop 


stat. wag., $2,757.32. 
epe. or conv, (V-8 only), $3,465.32. 


CHRYSLER — Windsor — 4-dr. sed., $3,-| 


088; 4-dr. hardtop, $3,217; 2-dr. 
$3,153; 4-dr. 2-seat stat. wag., $3,575: 
sed., $3,718; 4-dr. hard- 


i 
el 


' 
i 


any 
Fi 
| 


4-dr, sed., $2,- 


156.56; 2-dr. sed., 
4-dr. sed., $2,286.36: 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, =, 
292.80. Fairtane 500—4-dr. sed., $2,332 

2-dr. sed., $2,281.40; 4-dr. hardtop, 73. 
403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 


505.32; retractable hardtop cpe, (V-8 only), 


$2,942.05. Station Wagons — 2-dr. 2-seat| steering and power brakes standard on 

Ranch Wagon, $2,300.72; 2-dr. 2-seat Del| Turnpike Cruiser.) 

Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 

Country sedan, $2,451.32; 4-dr, 3-seat Coun- NASH — V-8—4-dr. | 
sed., $2,820.80; 2-dr. hardtop, $2,910.80. | 


try sedan, $2,556.08; 4-dr, 3-seat Country | 
Thunderbird — hardtop | 


Squire, $2,683 
cpe. (V-8 oaty), 


HUDSON—Hornet 


” $3,408. 12, 


V-8—4-dr. sed., 


Super 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 


Custom ‘V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) 


IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
4-dr. hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. (TorqueFlite, 

| power steering, power brakes standard.) 


LINCOLN—Capri—4-ar, sed., $4,794; 4- 
| dr. hardtop, $4,794; 2-dr. ane on $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
| top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 


MERCURY — Monterey — 4-dr. sed., $2,-— 


644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3,187.80; 


80; conv., $3,429.80. Cruiser — 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80; Pace Car conv., $4,102.80. Station 


here b 
compiled by ® L. Polk repre- 
sentatives in state capitals. 





$2,105.28 Fairlane— 


4-dr. hardtop, $3,316.80; 2-dr. hardtop. $3,- | 
235. 


Se 


Wagons —- Commuter — 2-dr. 2-seat, 
902.80; 4-dr, 2-seat, $2,972.80; 
seat $3,069.80. Voyager — 2-dr. 
$3,402.80; 4-dr. 
Park — 4-dr. 


3-seat, $3,676.80. 


sed., 
010.75; 2-dr. hardtop, $3,100. 80, 
brakes standard on Custom.) 


| OLDSMOBILE — Series 88 — 4-dr. 
$2,798.47; 2-dr. sed. 
top, $2,932.47: 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr, 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 





sed., 


936.55; conv., 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


4-dr. 2-seat stat. wag., $3,384. 
| matic standard.) 


PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus. cpe., | 
$1,898.75. Savey—4-dr. sed., $2,193.50; 2-| 
dr. sed., $2,147.25; 4-dr, hardtop, $2,317.25; | 
2-dr. hardtop, $2,229. Belvedere—4-dr. sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr. hard- 
top, $2,418.50; 2-dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 
top, $2.925.25. Station wagons—2-dr. 2-seat 


(Flighto- 





Dia- 
Dodge 


$2,- 
4-dr. 3- 

2-seat, 
3-seat $3,569.80. Colony 
(Mere- 
0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 


$3,- 
(Power 





| 4-dr, 
| wag., 
$2,733.47; 4-dr. hard- 


$3,- | 


4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- | 
$4,216.55 (Jetaway Hydra-| 


—— 


Deluxe, $2,330.25; 2-dr. 2-seat Custom, = 
440; 4-dr, 2-seat Custom, $2,493.75; 

3-seat Custom, $2,648.75; 4-dr. 2-seat’ a. 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75, 


PONTIAC — Chieftain — 4-dr. sed., $2. 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dr. 
2-seat stat. wag., $2,441.39; 4-dr. 3- Seat 
stat. wag., §2, 898.39. Super Chief- 4-dr, 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr, 2-seat stat. 
wag., $3,021.39. Star Chiet—4- dr. deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,896.39; 
4- dr. hardtop, $2,975.39; 2-dr. hardtop, $2,. 
901.39; conv., $3,105.39; Bonneville cony, 
(fuel injection), $5,782. 39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matie, 
power steering, power brakes standard op 
Bonneville.) 


RAMBLER — Deluxe Six — 4-dr. sed, 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
hardtop, $2,207.65; 4-dr. 2-seat stat. 

$2,409.65. Custom Six—4-dr, sed., 
$2, 212. 65; 4-dr. 2-seat stat. wag., $2, 499.60, 
Super V-8—4- dr. sed., $2, 252.60; 4-dr, 2 
seat stat. wag., $2,539.65. Custom vV-8—4. 
dr, sed., $2,342.65; 4-dr, hardtop, $2,427.65; 
4-dr, 2-seat stat. wag., $2,629.65; 4-dr, 2. 
seat hardtop stat. wag., $2,714.60. Rebel y- 
8—4-dr. hardtop, $2,785.90. 


STUDEBAKER—Scotsman 6—4-dr. sed, 
$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champion 6—4-dr. cus. 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,. 


| 170.79; 2-dr. custom sed., $2,000.59; 2-dr, 


PACKARD CLIPPER—4-dr. sed., $3,212; 


deluxe sed., $2,123.09. Commander V-3— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09. President V-§ 


| —4-dr. sed., $2,407.29; 2-dr. sed., $2,357.99, 


President Classic — 4-dr. 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,. 
504.69; 4- ‘dr, 2-seat Provincial V- 8, $2560. 72; 
4-dr. 2-seat Broadmoor V-8, §$2, 665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2,263.17; Golden 
Hawk V-8 2-dr. hardtop, $3,181.82. (Over 
drive standard on Golden Hawk, Heater 
standard on Scotsman.) 


sed., $2,538.82, 





New Commercial Car Registrations, 
37 States for June, 1957-1956 


Misc. 















































22 States Previously 57) 2) 6907 90} 1121) 75I7) 1503) 2475; 341 66; 164) 281) 646) 409) 2522 

Reported for June 56) | 8070} 107|_—t719|_— POMP] N71} 2919; 315; 2] 48} 355) 775] 238) 24078 

Alabama 57) | 508 | 7 ie 133; toa; 22 | 27) 7 16; 1239 

"5é) 508 91 39 175) 115! 19) | 2| 10 17) 5) im! 

Arkansas “sv! | 136) 1 17} 132) 0) Wi 4 3) i 9 i 

56] } = 4) 21] 134) 35) 38} 2) } 6) 6| 432 

Connecticut 57) 205 3 70! i) 2! 2) 2 23) “4 

tie "56 ee a Se | i a a a 
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to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."'"—R. L. Polk & Co. 
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Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker 
Attorney at Law 

oe a higher court held 

an automobile dealer liable for 
damage caused a new automobile 
due to the fact that the dealer de- 
livered the automobile to the pur- 
chaser before lubricating it. 

For example, in 
Davis Co. v. Avett, 
294 S. W. (2d) 882, 
the testimony 
showed that one 
Avett purchased 
a new automobile 
from Davis Mo- 
tors Co. The 
dealer failed to 
lubricate the auto, 
although it was 
his custom to lu- 
bricate new auto- 





L. T. Parker 
mobiles before delivering them to 
purchasers. 

In subsequent litigation, 


the 


jury decided that Avett’s automo- 
bile was damaged to the extent of 
$400 within a few miles after he 
took possession of it. The higher 
court held the dealer, Davis Mo- 
tors Co., liable to Avett, saying: 

“The dealer’s breach of implied| 
warranty was established through 
the jury’s findings that the auto- 
mobile had not been lubricated 
prior to its delivery, and that such) 
conditions persisted when delivery 
was made. 

“Such was found to constitute! 
negligence and a proximate cause 
of Avett’s automobile damage. Av- 
ett’s purchase was in the ordinary | 
course of the dealer’s business and_| 
he is entitled to all the benefits| 
accruing to him from such proof 
of the dealer’s usage and custom.” 

= = > | 








Question of Monopoly 
ONSIDERABLE discussion has) 
arisen from time to time over}! 

the legal question: Is an automo-| 

bile manufacturer liable in dam-| 
ages for restraint of trade where it 
gives an exclusive contract? 
Another question is whether a 
manufacturer, and others, are liable 
for failure to deliver automobiles 
to a dealer. The higher court an- 
swered these questions in the late 


Big Deal 
Chevrolet Computes Area 


Of Retail Outlets 


DETROIT.—Chevrolet dealership 
facilities in the U.S. total more 
than 276,000,000 square feet—more 
than 10 square miles—according to 
Chevrolet. 

Divided proportionately among 
nearly 7,400 dealers, the average 
Chevrolet dealership would contain 
approximately 37,500 squart feet, 
made up as follows: 

New-car sales and general office, 
2,260 square feet; inside used-car 
area, 670; parts department, 2,870; 
service, parking and used-car re- 
conditioning, 20,500; and used-car 
lot, 11,200. 

The 276,000,000-square foot total 
for 1956 is nearly 14,000,000 square 
feet above the 1955 figure, Chevro- 
let said. 


New Plant Planned 


HAMILTON, Ont.— Wallace 
Barnes Co., Ltd., a subsidiary of 
Associated Spring Corp., Bristol, 
Conn., plans to build a new branch 
plant in Pointe Claire, Que. Manu- 
canes is expected to start this 
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TURNTABLES 
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Manuefactured by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2. 
Cona. 














ecisions 


case of Schwing v. Hudson, 239 Fed. 
Rep. (2d) 176. 

In this case a former automobile 
dealer, named Schwing, 
automobile manufacturer, its sales 
corporation and a local dealer. An 
exclusive dealership had been 
granted to the local dealer. 

Schwing asked the court to 
hold thé manufacturer, its sales | 
corporation and the local dealer | 
liable for treble damages on the | 


Port-of-En 








The following tmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. S. excise tax 
and import duty. They do not include 
“emergency freight’ charges, U. S. trans- 
portation fees, state and lecal taxes or 
optional equipment. 
ASTON-MARTIN—DB24-Mark III cpe., 
$6,995. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,553; 
A-55 deluxe 4-dr. sed., $2,127. (Heater 
standard.) 

AUSTIN-HEALEY—conv., $2,919; deluxe | 
conv., $3,195. (Heater standard on deluxe.) 

BENTLEY—Sertes S — Standard Steel 
Saloon, $12,200; 2-dr. or 4-dr. sed. (Mul- 
liner), $19,316; conv., $20,383. Continental 
—4-dr. sed. (Mulliner), $20,035. (Series 8S 
chassis, $9.160.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. | 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe: power brakes, 
power steering and automatic clutch stand- | 
ard on DS-19.) 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,-/ 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 
FIAT—600 Series—Multipla 4-dr. sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Sertes—4-dr. sed., $1,655; 4-/ 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all 
models.) | 
FORD (England)—Angtiia Series —Anglia 
2-dr. sed.. $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr. stat. wag., $1,629; Squire 
2-dr. stat. wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; comv., $2,351; ) 
Zephyr 4-dr. sed., $2,193; conv., $2,552; ) 
Zodiac—4-dr. sed., $2,365; conv., $2,910. 
HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535. 
ISETTA 300—$1,048. (Heater standard.) 
JAGUAR—Mark VII 4-dr. sed., $5,470. 
3.4 Liter sed., $4,420 (overdrive); $4,505 
(automatic transmission). XK-150 cpe., 
$4,475; XK-150 conv., $4,595. 
MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 188-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road-| 
ster, $5,020; 190-SL. ope., (with | 
removable hard or soft 
4-dr sed., $3,823; 226-8 4-dr. 
220-S conv., $7,641; 4 
559; 300-SL epe., $8, 
roadster, $12,272. (Power 





Mercury Envltes 
New Suppliers to 


‘Meet the Family’ 


DEARBORN. — When Mercury | 
places an order with a new sup-| 
plier for parts or materials, it in- 
vites the vendor to “come right in 
and see the whole house and meet 
the family.” 

Charles S. Brown, Mercury’s gen- 
eral purchasing agent, figures the 
parties ought to know each cther 
fairly well if the partnership is to 
succeed, so Mercury has developed 
@ program especially for new sup- 
pliers. 

This supplier conference series 
is designed to bring Mercury pur- 
chasing personnel closer to the 
1,500 suppliers who sell the division 
more than $450 million worth of 
goods and services annually. 

Brown and his aides recently 
selected a dozen companies which 
had become Mercury suppliers for 
the first time. He wrote each a 
welcoming letter inviting them to 
send four key representatives to a 
conference at the division’s general 
offices. After the session, the ven- 
dors were luncheon guests of the 
purchasing people. 

“We realize that many of our 
operating techniques and docu- 
ments are peculiar to Mercury and 
may be foreign to our new sup- 
pliers,” Brown said‘ at the first 
conference. 

“In the light of this, we feel 
it would be beneficial to acquaint 
you with our operating methods 
and forms which we will use to 
communicate with you. This’ con- 
ference is designed to let you know 
what to expect from us and what 
we, in turn, will expect from you.” 





sued the| 1 


On Imported Cars 


| sport cpe., 


grounds that they had violated 
the Sherman Antitrust Act and | 
also the Clayton Act. 

The court said that there was 
testimony and allegations that the) 
manufacturer, its sales corporation 
and the local dealer, by having the) 
exclusive dealership, had conspired | 
to form a monopoly and restrain 
free trade. 

Further testimony showed that in| 
944 Schwing was a Ford dealer.| 
He alleged that Hudson and its| 
sales representatives urged him to) 


become a Hudson dealer. 
* + = 





Dealer Buys Property 


CHWING testified that he had} 
agreed to do so upon assurance | 
that he would receive an annual | 


try Prices 





on 219 sed.; automatic transmission stand- 
ard on 300-C sed.) } 

METROPOLITAN — 2-dr. hardtop, $1,-| 
567.15; conv., $1,591.15. 





MG—MGA roadster (disc wheels), $2,- 
389; roadster (wire wheels), $2,473; cpe. | 
(disc wheels), $2,684; cpe. (wire wheels), 


$2,774. Magnette 4-dr. sed., $2,663. (Heater 
standard on Magnette.) 
MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 


sed., $1,809; 2-dr. sed., $1,656; 2-dr. de- 
luxe sed., $1,713; Tourer sed., $1,638;/ 
Tourer deluxe sed., $1,695; stat. wag., $1,- 
863; deluxe stat. wag., $1,918. (Heater 


standard on deluxe models.) 
RENAULT — 4CV 4-dr. sed., $1,345; | 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) | 
ROVER—90 4-dr. sed., $3,295; 1058 4-| 


dr. sed., $3,625 (overdrive); 105R 4-dr.!| 
sed., $3,765 ‘(automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 


(automatic transmission and overdrive). 

(Heater standard on all models.) 
ROLLS-ROYCE—Stliver Cloud—Standard 

Steel Saloon, $12,500; 4-dr. sed. and 2-dr. 


sed. (Mulliner), $19,630; conv.. $20,657. 
Sliver Wraith — touring lim. (Mulliner), | 
$20,858. (Silver Cloud chassis, $9,480. Sil- 


ver Wraith chassis, $9,976.) 

SAAB—2-dr. sed., $1,895. 
ard.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed.. $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat, wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
$2,688; Qceane conv., $2,888. | 


(Heater stand- 


| Vedette V-8 Sertes—tTrianon 4-dr. sed., $1,- 


999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane.) 

SUNBEAM — Rapier 2-dr. sed., $2,499. 
(Heater and overdrive standard.) 

TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 

VOLKSWAGEN—2-ar. sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,995; Combi stat. 


wag. (S8-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag. $2,235; 
Karmann-Ghia sport cpe., $2,395; deluxe 
camper, $2,712. (Heater standard on all 
all models. ) 

VOLVO—2-dr. sed., $2,170; 2-dr. stat. | 
wag., $2,345. (Heater standard on both 
models.) 
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quota of 150 Hudson automobiles. 
Schwing spent considerable money 
purchasing adjoining real property, 
and the like. 

From 1944 to 1952, Schwing was 
recognized as a foremost dealer in 
Hudson automobiles in the U. S. At 
this time one Bankert “opened a 
Hudson Master Dealership” in the 
same territory. Schwing alleged 
that Hudson and its representatives 
conspired to eliminate him as a 
competitor to Bankert, and refused 
to deliver to him his quota of 
automobiles. 


Also, Schwing alleged many | produced. 
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other discrepancies, Then Hudson 
refused to renew his franchise, 
and fixed the price to be offered 
for tradeins. Schwing claimed 
that he suffered $419,064.71 dam- 
ages. 

| In refusing to award Schwing 
| any damages, the higher court said 
that an automobile manufacturer 
|may lawfully grant exclusive con- 
|tracts or franchises to automobile 
| dealers and that such practice is 
illegal only when the testimony 
shows that an unreasonable re- 
straint of trade or monopoly is 











New Model 310 Multi-Purpose Seat 


Model 0-4418 Tilt-Away Seat 


American Seating comfort 
helps speed your deliveries! 


American Seating light-delivery truck seats are comfort-designed to reduce 


driver fatigue; help meet tight deliv 


ery schedules. 


The all-new Model 310 Multi-Purpose Seat has coil springs in cushion 


and seat back; adjusts vertically to 


four positions, 3” range —fore and 


aft to five positions, 4” range. It’s craftsman-upholstered, with reinforced 
French seams, for long life and hard service. Metal parts are finished in 


high-lustre baked enamel. 


The Model 0-4418, with its full-depth foam-rubber cushion, is covered 


in vinyl-coated fabric upholstering — 


perforated for ventilation. Vertical 


adjustment, 4” range with five positions; entire seat hinges at floor for 


easy entry and exit. 


Next time you order, ask for comfort — ask for American Seating! 


AMERICAN 


SEATING &S55 





GRAND RAPIDS 2, MICHIGAN 
WORLD'S LEADER IN PUBLIC SEATING 


Branch Offices and Distributors in Princi 


Cities. Manufacturers of Transporta- 


tion, School, Theatre, Auditorium, Church, Stadium Seating, and Folding Chairs. 


Truck Body Buyers recognize 


this Mark of Quality 


syne 


More Than Ever it Means Value... Economy . . . Durability 


This year, more than ever, cost-conscious 


buyers specify “Bodies by 


They want the many outstanding new 
features in Boyertown’s 1957 models — 
features that add even more to the unit’s 
eye appeal, driver comfort and safety, ease 


of maintenance and repair. 


Boyertown.” 


And, of course, they want—and get— 
all the long-standing Boyertown value. 
They receive a functionally designed 
body of lightweight high tensile steel. 
This means increased payload, maximum 
resistance to corrosion and longer, eco- 


nomical, useful life. 
In both the Merchandiser (left above) and the Step-and-Serve (right above)—you sell the finest when you sell Boyertown 


wie 
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$200,000 Calif. Fire | 
Destroys 14 Cars 

PALO ALTO, Calif—A fire re-| 
portedly started when static elec-| 
tricity set off gas fumes in the} 
repair shop caused $200,000 damage | 
last week to Frank Walt Motor Co. | 
(Dodge-Plymouth). 

One fireman was injured, but all 
of the company’s personnel es- 
caped unhurt. Employes drove two 
new cars out in _advance of the 


IN HOUSTON 
8th in population, 


Tth in passenger 


Ath in truck 


registrations, only 


THE HOUSTON POST 


| Stroyed. Exploding gasoline tanks 
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flames, but 14 others were de- 





What's New... 


fed the flames. 








Inspections Rise in Maine | 


AUGUSTA, Me.—The Maine| 
Motor Vehicle Department said that | 
in the first half of this year 414 300 | 


| vehicles were inspected under the} |Sterling Silver Offered 
state safety-inspection law, an in- 


In Parts and Accessory Distribution 





| Filter Facts,’ which tells the 
| story of the new dry-type filter. 
ok cd * 


ger, president of Permacel, and 


A F I Philip Cohen, president of Detro 
|A4s Fram Incentive 


crease of 10,615 over the compa- is|P I Distribut a & Sales Co. ae ing, 
| rable 1956 figure. PROVIDENCE. — Fram Corp. is| Fermacell to Uistribute | Riegger said the distribution of | few' 
——— lll | sparking its fall dealer program) Detroit Handy Tac Rags | Detroit Handy “Tac” Rags is in | ma 
with a continuing incentive sterl-| - jaw yorK.— Permacel Tape_|line with Permacel’s policy of offer. | 1987 
ing silver-purchase plan for dealers | Corp. has taken over national dis- ing a complete line of refinishing ves! 


| and distributor salesmen and a cus- 
| tomer premium plan for motorists. ; 
| As each dealer purchases Fram | as =] pr 
| merchandise, he will have the op- . It 


tribution of Detroit Handy “Tac” | supplies to the automotive refinish- - 
Rags, according to George C. Rieg- ing market. 








mal 
| portunity of obtaining at a fraction 
of its regular price, Gorham ster- Autemotive News os 


| ling silver place-settings. Fram and 
|its wholesalers are underwriting a 


SERVICE TRAINING DEPARTMENT 1 







iter 
| substantial portion of the sterling * Ed ti st: 
| silver’s cost when bought with For Better Mechanic n nat 
Fram merchandise. : “ 
| Wholesale salesmen also are Publications advertised in this section are not co 
|eligible to earn Gorham sterling. produced by Automotive News but carry our recom- bar 
Detailed plans of the program al- mendation and we guarantee your satisfaction. per 
| ready have been distributed to . 
salers. solc 
car registrations, a sy PUBLICATIONS PROVIDE COMPLETE | 
to 
por 
NSPA Members PICTURE STORIES on | = 
uc 
|A d Courses 
Attend Cour: Fundamentals ca 
In Wholesaling 0j ~ 
CHICAGO. — Wholesaler young iagnasis D 
executives from member-firms of ° 
National Standard Parts Assn. have On-the-Car Service S 
|}completed a week-long wholesale . 
management course at Ohio State A 


carries a weekly 


automotive 





you need 


THE HOUSTON POST 


to cover the Houston market 





Represented Nationally by MOLONEY, REGAN & SCHMITT 





END WINDSHIELD GLARE 


Blinding reflection of strong sunlight from the top of instrument panel pads 
can be very dangerous and uncomfortable. 





Overhaul Instructions 


University. 


It was the sixth annual event of plus i 
| this special seminar sponsored by Complete Flat Rate pa 
page \the National Assn. of Wholesalers. and fie 


NSPA wholesalers attended 
through their association's affilia- 






Tool & Equipment Data | *. 


tion with NAW. The 17 NSPA pr 
students who participated again HM 1001) covers all Dual-Range | 
represented the largest trade Hydra-Matic Transmissions - 


association group in attendance. 

Commenting on the event, NSPA 
Executive Vice-President J. L. Wig- 
gins said: 

“The course has long been con- 
sidered unique in that it brings to- 
gether for one full week representa- 
tives from many wholesaling in- 
——————— _ - | dustries. Although individual group 
| discussions are a basic part of the 
course as between automotive 
wholesalers — the greatest merit 
seems to lie in the fact that the 
| students have an unequaled oppor- 
| tunity to learn what other whole- 
salers in different industries are 
| doing—how they handle problems 
| inherent in all fields of wholesaling. 
“In fact, members who have at- 
| tended the course have reported 
| that they consider this exchange of 
ideas with wholesalers in other 
| fields of distribution to be one of the = 
finest features of the course.” 

NSPA wholesalers who attended 
| the course this year were: 


through 1957. 


iy covers all Fordomatic, 


Merc-O-Matic and Turbo-drive 
Transmissions through 1957. 





Over 200 pages 
and 450 illustrations 
Please order by Manual Number 





Mail orders with check or money order to: 


AUTOMOTIVE NEWS, Service Training Department 
| 2666 Penobscot Building, Detroit 26, Michigan 








Jean-Noel Courte, Montreal; 
Barry W. Messer, Lincoln, Neb.; Al- A pers THIS SURE-CAR SEAL 
len B. Fine, Richmond, Va.; Frank poe r 
N. Pagano jr., Newark, N. J.; Moses on your s 
Bilsky, Chicago; Robert S. Bower, e 
Washington; Richard W. Wanger, U y t D CA a % 8 
a Calif.; Robert B. Morris, Se qd 
urlingame, Calif.; Jack E. Hill, ° . 
Battle Creek, Mich.; Robert C. Rus-| tneperes . 
sell, Bangor, Me; Kenneth G. Hauff, 
Port Huron, Mich. ; Henry Bell! CUSTOMERS TO ; 
Gaston, Mt. Vernon, Iil.; Judd E. J 
Mills, Davenport, Ia.; Donald E.| 
Hoagland, Joplin, Mo.; Clifford E. , 
Steinbrick jr., Cleveland; William : 
T. Leverenz III, Danville, Ill, and in your ’ 
Spencer F. Jenson, Salt Lake City. : 
Exclusively developed at the request of Engineering Departments of leading . 2 -e i fh T t G K i TY | 


automobile manufacturers, our NON-GLARF ViNYL COATING, Clear, will relieve 
this condition without detracting from the harmonious design and color of the 


panel. 


Applied by brush or spray, to your demonstrators and customers cars, it 
selis on sight—makes a fine profit and safety item for your Service Department 


—and your service customers happy. 


Order direct from the exclusive manufacturer: 














Purolator Offers Kit 


For Its New Dealers 

RAHWAY, N. J—A kit, spe- 
cially designed to fit the needs of 
new Purolator dealers, has just 
been announced by Purolator 
Products, Inc. 


ONE YEAR GUARANTEE 
100% Parts and Labor 
Nation-wide inspection 

and warrantee service 





eens akienaenimenipiewectei—maammncmeatamaemameeme 1 . F 
r ARNDT-PALMER LABORATORIES, INC. 1] y/Moluded in the kit are: A copy guaranteed by well-known 
| 17730 Dora St—Melvindale, Michigan. ! + Piven po te hor cnebne 4 US. os a i 
i wall chart; suggested price list; for complete deta 
Please ship ............. quarts @ $2.50 a st ook plan; alr Biter speci Rea. wets SOOAY 
Deabershlg  .2nnc-c.ccceccencccceescscencocvesscocencenccesenceenveenssccenncsenesesesncccenseneeseoce: _— sheets; a set o. iter 
i || tags to be attached to engines “a, Ceican ‘SURE-CAR Cote. : 
Address euseesecnsescsesecenee || Whenever a filter replacement ele- ; 
|| mont has boon installed, and two AIN OFFICE: SEA CLIFF, NEW YORK 7 
City secereeeeceeesnceeneersenenveens State || booklets, “Facts About Oil Fil- - : 
i atte ae stein cians MTD scpiGhctertinnd 40° 20M telling the story of oil fil- 








tration, and the brand new “Air 











I, and 
Detro | NEW YORK.—“Product upgrad- 
ing,’ which means more money for 
ion of | fewer cars, is the secret of the auto 
is in | manufacturers’ success thus far in 
' offer. | 1957, according to Value Line In- 
lishing | vestment Survey. 
finish. This upgrading Value Line said, 


has fattened the sales value and 

=] profit potential of each vehicle. 

It consists of the increased de- 
mand for luxury items like auto- 
matic transmissions, power assists 
and air conditioning. 

These are usually extra-cost 
items. On models where they are 
standard, the price of the car 
naturally reflects their inclusion. 

“Product upgrading,” Value Line 


rot continued, “has had a double- 


m= barreled effect on auto companies’ 
on. performances. 

“The average dollar value per car 
TE sold has increased despite the down- 


grading of purchases from medium 
to low-priced cars; and a greater 
portion of the sales dollar repre- 
sents accessories, generally more 
lucrative percentagewise than the 
car itself to the seller.” 


Commenting on the effect which | 





Dana to Expand 


: > 

é€ | Sales Effort in 

ns | Allied Industries 

TOLEDO. — Dana Corp., one of 

; the companies in the automotive 

e parts field which has never diversi- 
fied, is substantially expanding its 

ata activities in a number of allied 
areas, according to John E. Martin, 


president. 

Dana manufactures transmis- 
sions, universal joints, propeller 
shafts, axles, Powr-Lok differen- 
tials, torque con- 
verters, gear 
boxes, power take- 
offs, power takeoff 
joints, rail car 
drives, railway 
generator drives, 
stampings, clutch- 


forgings. 
Although most 
of these have a 
primary applica- 
John E. Martin tion in the trans- 
portation field, many also have na- 
tural, basic uses in other industries, 
Martin said. He said some of the 
nonautomotive industries to be cov- 
ered by a greatly expanded sales 





program already account for about | 


10 percent of Dana sales. 

Allied fields to be covered now in- 
clude off-highway and road-build- 
ing equipment manufacturers, 
agricultural machine makers (not 
: an entirely new market for Dana), 
the oil industry, mining and general 
manufacturing industries, 

One example of the company’s 
new product development is the 
Spicer Thornton Powr-Lok differ- 
ential, which is said to eliminate 
spinning wheels under unfavorable 
driving conditions. 

The Powr-Lok, Martin said, was 
available under various names on 
Chevrolet, Lincoln, Studebaker, 
Packard passenger cars, and Willys 
Jeeps, as well as Studebaker and 
International Harvester light trucks 
during the 1957 model year. It has 
been adopted as optional equipment 
on a majority of passenger cars for 
the 1958 model year, he added. 





Mercury Wagon Sales 


Hit 13,600 for Quarter 


DEARBORN.—Mercury dealers 
sold 86 percent more station 
wagons in the second quarter 
of 1957 than in the corresponding 
period a year ago, and these 
units represented more than 18 
percent of Mercury’s retail de- 
liveries, according to F. C. Reith, 
division general manager. 

He said second-quarter wagon 
sales totalled 13,600, compared 

with 7,305 a year ago. Mercury 
_ offers six station wagons this 
year, compared with three in 
- 1956. 







‘More Money for Fewer Cars’. . 


Sale of ‘Extras 
Secret of ’57 Success 


es, frames and| 
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the deluxe - equipment - minded 
buyer has had on the medium- 
priced market, Value Line ob- 
served, “Today’s car buyer is 
luxury-minded enough to insist 
on fancy accessories, but willing 
to sacrifice the prestige value of 
higher-priced cars to obtain 
them.” 

This year’s registrations show 
that Ford, Chevrolet and Plymouth 
are accounting for more than 58 
percent of new-car sales, compared 
with 55.5 percent last year, the 
publication said. Dealers in these 
lines say “loaded” models of their 
top series are tremendously popu- 
lar, it added. 

Value Line estimates that 1957 
auto production will reach 6.25 mil- 
lion units, which would be about 8 
percent above last year’s total of 
5.8 million. The survey expects 
gains in sales and earnings (or de- 
creased deficits) for all auto 
makers. 


> Called 





The auto demand picture prob-| 


ably will continue spotty, perhaps 
for several years, the survey said. 


During the past decade, it 


noted, boom times — like 1950, 
1953 and 1955—have been fos- 
tered by threats or alleviations of 
wartime shortages and easy 
credit. It believes none of these 
forces is likely to be on hand as 
a volume propellent in the near 
future. 


The investment survey feels that | 
|}@ succession 


of  six-million-plus 
car years “seems to be about the 
best the industry can hope for over 
the balance of this decade.” 
Turning to trucks, Value Line 
does not believe production will ex- 
ceed last year’s total of 1,103,593 


vehicles. Truck output was about! 


3 percent behind 1956 for the first 
seven months of this year. 


A slow start to the highway pro- 
gram, complicated by a _ serious 





cement strike, has put a damper | 


on demand for construction equip- 
ment, the survey noted, and no 
easing of tight money conditions 
has been seen. 

But despite a probable drop in 
production, the investment ad- 
visers declare that this still is a 
lucrative period for the indepen- 
dent truck manufacturers be- 
cause of the trend toward 
heavier units. 


The efforts of Ford and General 
Motors to capture a larger share 
of the heavy-duty market will in- 
tensify competition, but the survey 
says that the independents, who 
have increased their product lines 
and distribution systems through 
mergers, are in a strong position. 





Oldsmobile's Dealer Council Meets— 


Twenty-eight members of Oldsmobile's 19th dealer council, elected by their respective zones, convened in Lansing to meet 
with Oldsmobile division officials. They are, from left, front row, F. A. Rucker, Columbus, Ga.; R. S. Rector, Appleton, Wis.; 
D. T. Felix jr., Newark; V. H. Sutherien, Oldsmobile general sales manager; J. F. Wolfram, general manager; D. A. Mcintyre sr., 
Detroit; H. N. Metzel, Oldsmobile chief engineer; W. L. Mossy sr., New Orleans; C. E. Wade, Lawton, Okla.; H. L. Peterson sr., 





Austin Breaks Speed Records— 


While being driven seven days and nights at the Montihery Circuit, Paris, this 
Austin A35 broke seven International Class G speed and duration records. Built by 
British Motor Corp., Ltd., the car averaged 74.90 m.p.h. for the seven-day test run. 
It was driven by a team of five undergraduates of the Cambridge University Auto- 
mobile Club. At the wheel is Gyde Horrocks, secretary of the club, who organized 


the venture. 


At L. A. Chevrolet Dealer ... 





BBB Hurls Bait Charge 


LOS ANGELES.— The Better 
Business Bureau has accused 
Fletcher Jones Chevrolet of de- 
liberately baiting new-car prospects 
through advertising which offered 


|cars that actually were used, 


In its publication, Data, the 
BBB said that the manner in 
which copy and layout were 
handled gave the impression that 
the advertised car was new, and 
that only a tiny asterisk hinted 
at its used status. 

The asterisk referred to a line 
of small type which said “low 
miles” and gave a license number. 
The BBB said the license number 
was that of a 1956 Plymouth regis- 
tered to a South San Francisco 
owner. 

“The asterisk was used in only 


Chrysler Fills 
Comptroller Jobs 


DETROIT.—Four key comptrol-~ 
ler appointments have been made 
by Chrysler Corp. William R. Don- 
nelly was named division comp- 
troller at Dodge, and Fred G. 
Martin division comptroller at De- 
Soto. 

Erwin H. Graham was appointed 
to the staff of the corporation 
comptroller,” and Gomer H. Red- 
mond to the newly-created position 
of manager of the systems and 
procedures department of the cor- 
porate comptroller. 





|to the BBB, 





One newspaper,” according to the 
Bureau, “In others, the license 
number was simply inserted loosely 
in the middle of the copy in small 
type ... It was virtually impossible 
to recognize that the car was 
supposed to be a used one.” 

The ad also mentioned a tradein 
of $700 for any car but, according 
“this applied only 
on the purchase of a 1957 con- 
vertible and not on the 1957 Chev- 
rolet priced at $1,795 as shown in 
the ad.” 

The bureau continued: “When 
the BBB communicated with 
Fletcher Jones concerning this 
advertising, he agreed to change 
it. He eliminated from later copy 
the $700 tradein claim and offered 
a 1957 Chevrolet at the Chevro- 
let leader price of $1,795 showing 
a serial number for a low-priced 
car. 

“In view’ of Fletcher Jones’ 
agreement to change his copy, it 
was unnecessary for the BBB to 
seek the cooperation of the news- 
papers to correct the copy.” 

Shortly after the Data story ap- 
peared, Jones indicated to AvTromo- 
TIve News that the story was 
unfair and offered to provide a 
complete reply. 

In a later call to the dealership, 
a Mr. Clark, who identified himself 
as the business manager, said: 
“Mr. Jones does not want to run 
his side of the story.” 


Jenkintown, Pa.; P. C. De Barry, Shaker Heights, O. Middle row: S. F. Mehring, Oldsmobile assistant general sales manager; 


C. G. Vogell, Columbia, S$. C.; Barclay Douglas, Newport, R. 1.; C. C. Gunn, San Antonio; C. W. Marquardt jr., Chicago; P. L. 
Weidenbacher, Decatur, Ill.; Cliff Overvold, Fargo, N. D.; Charles Stuart, Indianapolis; W. O. Lampe, executive assistant to 
Oldsmobile general manager; C. W. Bradley, Norwalk, Conn.; A. M. Bell, Fort Myers, Fla.; A. A. Nelson, Utica, ‘N. Y.; G. J. 
Clemeson, Oldsmobile assistant general sales manager. Top row: R. B. Strottan, Clearfield, Pa.; Earl Morley, Hillsboro, Ore.; 
H. S. Bray, Redwood City, Calif.; F. S. Pohanka sr., Washington; R. A. Berg, Midland, Tex.; J. R. Cunningham, Kansas City; J. M. 
Taylor, South Gate, Calif.; 8. T. Rollis, Oldsmobile general manufacturing manager; E. W. Schuon, comptrolier; Richard Swartsel, 


Dayton, O.; L. B. Vidal, Rapid City, S. D., and John Holmes, Des Moines. 
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Uniform Marking 
For Dipsticks Is 
Approved by SAE 


NEW YORK. — Oil marketers 
were advised last week by the 
Division of Marketing of the 
American Petroleum Institute that 
the Society of Automotive Engi- 
neers has approved a recommended 
practice for the uniform marking 
of dipsticks. 

Because of the variations in the 
markings, and even in the legibility 
at times, proper reading of the dip- 
sticks frequently posed problems 
for service station personnel. 

The new practice adopted by the 
SABP’s engine and transmission 
committees supplements the ap- 
proved sketches of the uniform 
marking with these recommenda- 
tions for automobile and dipstick 
manufacturers: 

1. Lettering should be raised or 
depressed and characters should be 
of the simple block type, % inch 
high minimum, but 3/16 inch or 
higher is preferred. 

2. Lettering should not be speci- 
fied between “Full” and first “Add” 
oil lines, unless length limitations 
dictate otherwise. 

3. The lower portion of the oil 
level indicator “below the full 
mark” should be treated for maxi- 
mum oil level legibility. 

4. A. Crankcase dipstick: ADD X 
QT.” lines may be added to the 
lower portion of the dipstick if 
the manufacturer so desires. B. 
Transmission dipstick: “ADD X 
QT.” lines may be added to the 
lower portion of the dipstick if the 
manufacturer so desires. Pints (Pt.) 
may be used as a unit of measure. 


5. Additional information for 
checking procedures may be added 
to the dipstick above the full mark, 
or on attached tag at the discretion 
of the manufacturer. 

The Division of Marketing said 
it was advised that the new mark- 
ings may be on some of the 1958 
cars, but by 1959 virtually all new 
ears should have them. 


Zink Traces 
40-Year Stint 
Of Top Output 


FREMONT, O.—Celebrating its 
40th anniversary this year, Howard 
Zink Corp. here has produced a 
display of literature and photos 
picturing products manufactured 
since the firm was founded in 1917. 
One of the featured evolutions is 
the auto top. 

The company, then Hodes-Zink 
Mfg. Co., got its start in business 
by designing and producing storm 
fronts and tops for carriages. Sub- 
sequently, production was diverted 
to replacement tops for touring 
cars and repair and refinishing sup- 
plies for fabric tops. 

Replacement tops and side cur- 
tains were produced by Zink for the 
Maxwell, Essex, Hupmobile, Oak- 
land, Studebaker “light” 6, Star, 
Jewett, Durant 4, Cleveland and 
Buick 4 and 6. 


Seifert’s New HQ 


Opens in Denver 


DENVER—Seifert Pontiac- 
Cadillac’s new $750,000 automotive 
center at 6300 E. Colfax opened 
over the weekend with a three-day 
celebration. 

Management of the center has 
been entrusted to three men pro- 
moted from within the dealership, 
according to President Paul Seifert. 
They are Ed Price, general man- 
ager; Jack Roach, new-car sales 
manager, and Bob Solomon, used- 
car manager. 


Air Base to Be Named 
For Son of Dealer 


PLYMOUTH, N. H.—Harl Pease, 
veteran Ford dealer here, has been 
notified that the new $100 million 
Portsmouth Air Force Base will 
be named Pease Air Force Base in 
memory of his only son, Capt, 
Harl Pease jr., who was shot down 
in the Pacific during World War II. 

The new name of the base will 
become effective Sept. 7. 
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219 Now Listed in All... 
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78 More Dealers for Edsel 


DEARBORN. — Edsel named 78) Voight; Litsinger Edsel Sales Co.,| Norris and Sam Lambdin, (former 


additional dealers last week. The| Chicago, Fred G. Litsinger, presi- Oldsmobile dealers). 
new names bring the number of| dent, Samuel F, McMahon, general 


dealers now revealed to 219, more| ™@nager, 


than 18 percent of the minimum 
number of dealers the division plans 
to have when the car is introduced. 
Edsel has said it will have 1,200 
to 1,500 dealers when it unveils its 
product early in September. 
The dealers named last week are: 
CALIFORNIA 
G. K. Hardt Edsel Sales, Santa 
Rosa, G. K. Hardt; Empire Edsel 
Sales, Inc. Stockton, Louis C. 
Raballo. 
COLORADO 
Carmack Motors, Inc., Durango, 
W. Rowland Carmack; Reed Miller, 
Inc., Grand Junction, Reed C. 


Miller. 
CONNECTICUT 


Central Motors, Inc., New Britain, 
William A, Clark, president, Herbe 
LeBrun, general manager; Willi- 
mantic Motor Sales, Inc. Willi- 
mantic, George Rubin, owner, 
Eugene S. Mittelman, general man- 
ager; Lamperell Motors, Inc., Nor- 
wich, Paul J. Lamperell; American 
Motors, Inc., West Hartford, M. 
Lewandos. 

IDAHO 


Theisen Edsel Sales, Inc., 
Falls, Joseph C. Theisen. 


ILLINOIS 


G. L. Miller Edsel, Inc., Wauke- 
gan, G. L. Miller, president, C. D. 
Miller, general manager, (will con- 
tinue as Lincoln-Mercury dealer); 
Hirst Motor Co., Des Plaines, T. S. 
Hirst; Bright Auto and Repair Co., 
HBimhurst, David G. Bright. 

Winnebago Motor Sales, Rock- 
ford, Joseph J. Ingrassia; Voight 


Twin 


Edsel Sales, Watseka, Reiner i 


Fenn Heads Sales 
For AMC-Canada 


TORONTO.—American Motors 
Corp. has announced the promotion 
of Leo E. 


Fenn to vice-president, 
American Motors 
Sales of Canada, 
Ltd. 

Formerly east- 
ern zone manager, 
Fenn began his 
career in the auto- 
mobile industry in 
the new and used- 
car retail sales 
field after which 
he gained further 
experience with 

Leo E. Fenn major sales fi- 
nance companies. He then assumed 
executive sales positions with sev- 
eral auto companies both in the 
U. S. and Canada. 


Need 


(will continue Ford and 
Lincoln-Mercury dealerships). 

Mike McCarthy Edsel, Inc., 
Chicago, Mike McCarthy, (will 
continue as Lincoln-Mercury 
dealer); Rewers Edsel Sales, Chi- 
cago, John J. Rewers; Kenn Motor 
Sales, Chicago, Norbert R. Kaz- 
mier and Edward H. Nitzki, 
Colonial Motors, Inc. Chicago, 
Charles O. Gracey; H. D. Maggio, 
Inc., Chicago, Henry D. Maggio, 
president, Albert O. Maggio, gen- 
eral manager; Landers - Fried 
Motors, Inc., Chicago, Robert B. 
Landers, president, Lloyd J. Fried, 

secretary-treasurer. 

St. Clair Motors, Inc., Belleville, 
Lester C. Wagner; Illico Motors, 
Lincoln, Walter F. Taylor, presi- 
dent, Frederick R, Manny, general 
manager; Windish Motor Sales, 
Galesburg, Dale S. Windish, gen- 
eral manager. 


INDIANA 

Duneland Motors, Inc., Gary, W. 
J. Welter and M. J. McAnary, 
partners, Charles Gaard, general 
manager, (will continue Ford and 
Lincoln-Mercury dealerships); 
Champlin Edsel Sales and Service, 
Bloomington, Charles W. Champlin. 

Kiley Sales, Inc., Marion, Robert 
P. Kiley jr.; Phillips-Hoover Edsel 
Sales, Lebanon, Robert L. Phillips, 
president, Robert L. Phillips jr., 
general manager; Bob Myers Edsel, 
Greencastle, Robert E. Myers (for- 
merly Chrysler-Plymouth dealer). 


KANSAS 
Toms Edsel] Sales, Emporia, 
Frank Toms; Gagelman-Bender 
Edsel Sales, Hays, Clarence Bender 
and. V. E. Gagelman, partners, 
(Gagelman is a Ford dealer); 
Sanders Edsel] Sales, Lawrence, A. 


| B. Sanders; Enns Edsel Sales, New- 
|}ton, Rudolph B. Enns. 


LOUISIANA 
Roy Edsel Motors, Inc., New Or- 
leans, ‘Roy J. Mossy, president, 
William J. Stewart, genera] man- 


ager. 
MASSACHUSETTS 

Albert E. Smith, Taunton, Albert 
E. Smith; A. J. Toner, Inc., Fitch- 
burg, A. J. Toner; Hart Motors, 
Inc. Fall River, Linwood S. Hart, 
president, Harry H. Hart, general 
manager; Young Motor Co. Inc., 
Springfield, Harry W. Young. 


MICHIGAN 

Bolling Edsel Co. Muskegon, 
Roger Bolling, president, John 
Schultz, genera] manager, (former 
DeSoto-Plymouth dealership) ; West 
Brothers Edsel, Inc., Plymouth, 
Wilbert, A. R. and Earl C. West, 
(former Nash dealers, will continue 
as International Harvester dealers) ; 
Ron & Sam Edsel, Ypsilanti, Ron 


Compensation Plans? 


We've got them for you, galore. Yes, you can now have your choice— 
or moke up a combination plan of your own from the more than 70 
plans which we can furnish you, covering the following positions: 


Assistant Service 


Salesman 


DEALER PRICE ...............000..... ONLY $17.95 


Mail your check today. 
Also write us about our annual 


Clulomollive 


Put them to work immediately. 
“Research Management Service" 


Grltyfarites. 


Retail Research Specialists 


10600 Puritan Avenue 





Detroit 38, Mich. 


Jerry Robinson Edsel Sales, Inc., 
Birmingham, L. G. Robinson; Sulli- 
van Edsel Co., Fenton, Tom Sulli- 


van, (will continue as Ford dealer) ; 


C. & M. Motor Sales, Inc., Traverse 
City, James E. Clune, owner, Lewis 
ll con- 
tinue Ford-Mercury-Lincoln dealer- 


Sturk, general manager, ( 


ship). 
NEW HAMPSHIRE 
Roy Prince Motor Co., Inc., Man- 
chester, Roy A. Prince. 


NEW JERSEY 
Alco-Edsel, Inc., Long Branch, 
Albert Jarman; Jess Jones Motors, 
Inc. West New York, Jess W. 
Jones, 
Dodge-Plymouth dealership). 


NEW MEXICO 
Jones Lincoln-Mercury-Edsel, 
Inc., Santa Fe, Ralph Jones, chair- 
man, Keith Jones, president, (have 
Ford dealership in Albuquerque). 


NEW YORK 

Broecker Motors, Inc., Buffalo, 
Ervin C, Broecker; Erhart Motor 
Car Co. Inc., Buffalo, Harry J. 
Erhart. president, John Erhart, 
general manager; Brown Motor 
Sales, Inc. Kenmore, Maxwell 
Brown, owner, Allen J. Brown, gen- 
eral manager. 


Kudla Motor a North Tona- 
wanda, Edward P. Kudla; Mid- 
wood Motors, Inc. Brooklyn, Ron- 
ald McCarthy, (former Buick 
dealer); Lafayette Edsel Corp., 
Brooklyn, Al Lafayette, (will con- 
tinue as Lincoln-Mercury dealer). 
Koeppel Edsel, Inc., Jamaica, 
Morton Manes, president, Gabe 
Cohen, general manager; Century 
Motor Sales Corp., Brooklyn, Philip 
Certilman, (former Plymouth- 
Chrysler dealer). 
NORTH CAROLINA 
Bright Leaf Motors, Inc., Green- 
ville, Lester F. Johnson; O,. Henry 
City Motors, Inc. Greensboro, H. Y. 
Ingram; Flake B. Chipley, Inc., 
Rocky Mount, Flake B. Chipley jr. 
OKLAHOMA 
Ridgway Motor Co. Alva, E. H. 
Ridgway; Van Zandt Edsel Co., 
Bartlesville, T. W. Van Zandt. 
OHIO 
Enscoe-Ripley Co., Springfield, 
Clair Enscoe and Forest Ripley, 
(Ripley owns Ripley, Inc., Buick 
dealership). 
OREGON 
Jukeland Edsel Sales, Klamath 
Falls, B. J. Goddard, H. F. Smith, 
and Delores Baldwin; Tower Edsel 
Sales, Coos Bay, I. R. Tower and 
L, T. Day, partners. 
RHODE ISLAND 
Broadway Auto Sales, Inc., Paw- 
tucket, Charles Steingold; Dunne 
Edsel Sales, Inc., Providence, John 
M. Dunne, president, Walter Ohan- 
ian, general manager. 
TENNESSEE 
Patten Edsel Sales Co. Chatta- 
nooga, William T. Patten. 
TEXAS 
Griffith-Vyoral Motors, Liberty, 
Gordon K. Griffith and Louis 
Vyoral, partners; Commercial 
Motors, Lufkin, O. L. McFaddin; 
Harry Pierce Motors, Uvalde, Harry 


S. Pierce. 
UTAH 
Ferguson Motors, Inc., Ogden, 
Verl J. Ferguson; Bullen’s, Logan, 
Charles W. Bullen. 
VERMONT 
Wigwam Edsel Sales, Inc., Bur- 
lington, Robert G. Shearer. 
VIRGINIA 
Radford Auto Exchange, Inc., 
Radford, Dubert L. White, general 
manager; Rutrough Motors, Inc., 
Roanoke, Henry H. Rutrough, 
president, Richard G. West, general 
manager. 
SIN 


WISCON 
Henkel Edsel Sales, Fond du Lac, 
Charles E. Henkel, president, Wil- 
liam Weddig, general manager; 
Lloyd L. Felker Co., Marshfield, 
Lloyd L, Felker, president, Paul 
Felker, general manager. 
WYOMING 
Tripeny Motors, Casper, Robert 
A. Tripeny. 


$75,000 Fire 


JONESBORO, La.—A fire caused 
at $75,000 to 


damage estimated 
Gatlin MacDonald Chevrolet Co. 
here. 


(was general manager of a 


proved his talents as a “guesstimator” as 


district manager; Miller, A. M. Bell, 


















































BUFFALO. — Chevrolet has pre- 
sented two cars to Cornell Aero- 
nautical Laboratory for safety tests 
at the Lime Rock Park test center, 
now being developed in northwest 
Connecticut. 

Walter R. MacKenzie, Chevrolet 
staff engineer, presented the two- 
door sedan and Corvette sports 
car to Alexander Fiax, Cornell 
technical vice-president. 

John Fitch, sports car expert and 
technical director of Lime Rock, 
attended the presentation. 

Cornell spokesmen said they are 
working with Fitch in a prelimi- 
nary design analysis for decelera- 
tion zones and barriers on the Lime 
Rock course. 

Among studies to be made with 
the cars, they said, are lateral] tire 
forces realized on various road sur- 
faces under dry and wet conditions; 
deceleration characteristics on 
special surfaces, such as sand and 
energy absorption properties of 
various barrier materials. 

Flax said one of the main goals 
of the program is the development 
of an off-the-road deceleration 
barrier which can stop a car in a 
minimum of distance without an 
excessive deceleration rate on 
occupants and which will not cause 
the car to turn over, roll or leap 
over the barrier. 

“This development alone, if 
widely adopted, would serve 
significantly to cut down serious 
highway injuries and property 
damage,” he said. 

The Lime Rock installation, a 
model of safe road design, is not 
yet completed. However it presently 
has a 1%-mile course on a 385-acre 
tract which is carefully laid out 
with such safety advantages as free 
Space, sand banks, and provision 


Johnson Heads 
B-W Air Brake 


ELYRIA, O. — Stephen Johnson 
jr.. has been appointed general 
manager of the air brake division 
of Bendix-Westinghouse Automo- 
tive Air Brake 
Co. He has been 
director of en- 
gineering since 
1956. 

Johnson, a 34 
year veteran of 
the air brake in- 
dustry, joined a 
parent company, 
Westinghouse Air 
Brake Co. in 
1923 - a field en- 









Stephen Johnson ginee 

R. Van Dyke Firth 1 ot been ad- 
vanced to director of engineering, 
succeeding Johnson. Firth joined 
Bendix - Westinghouse in 1948 as 
project engineer and became chief 
engineer in 1956. Harry M. Valen- 
tine was advanced to chief en- 
gineer succeeding Firth. He joined 
Bendix-Westinghouse in 1940 as a 
draftsman. George E. Ternent suc- 
ceeds Valentine as new product de- 
sign engineer and W. Frederick 
Klein succeeds Ternent as ad- 
vanced product design engineer. 


Salesman's Guess Wins Station Wagon— 
W. E. Miller, second from left, of Hoffman Chevrolet Sales, Inc., Hagerstown, Md., 


well as a car salesman. In competition with 


other retail salesmen in his zone, Miller came up with the correct estimate of what 
Chevrolet's national new-car sales would be for a specified month. The feat won 
Miller a station wagon. At the presentation are: from left, 
Baltimore zone sales promotion manager, and 
C. W. Hoffman jr., dealership sales manager. 


R. W. Ector, Chevrolet 





On Deceleration Problem ... 


Chevrolet Aids Safety Tests 


for level sand at controlled depths, 
fabricated deceleration barriers and 
other devices. 


Fitch said the Lime Rock Park 
project was conceived with the pur- 
pose of its becoming a center of 
advanced automotive activity. He 
noted that it is an ideal installation 
for testing out promising solutions 
to highway safety problems. 


The absence of rock in the area, 
for example, provides for easy earth 
moving to modify road conditions 
and deceleration zones, he said. 


Engineering the course for safety 
on a scientific basis is the job that 
Cornell Laboratory is currently 
doing in preliminary fashion with 
its own funds. A more complete 
program is anticipated for the 
future, spokesmen said. 


tion, but well known for its crash 

studies and other automotive re- 

search in the last few years, is 
reducing to formula many of the 
principles on which the Lime 

Rock course is based. 

The studies deal with problems 
in materials, shape and dimensions 
of safety barriers, requirements for 
deceleration zones and other new 
provisions for road safety. 


‘Trade-in Parade’ 
Due for Heavy 
Mercury Buildup 


DEARBORN. — Mercury is con- 
ducting a special promotion drive 
this month known as “The Big M 


Accor d ing to 
George S. Coats, 
Mercury general 
marketing mana- 
ger, the division 
will utilize a 
heavy schedule of 
spot radio, news- 
paper and tele- 
vision advertising 
costing more 
than $1 million to 
promote visits to Mercury dealer- 
ships. 

“This is not a contest and there’s 
nothing to write,” Coats said. “All 
the prospective buyer needs to do 
is to take his present car to a 
Mercury dealer and trade it in on 
a 1957 Mercury. Car owners who 
take advantage of this special Au- 
gust program will find their cars 
worth more as a trade-in on a new 
Mercury.” 

A spot radio campaign has been 
scheduled for the top 40 markets 
in the country. Announcement of 
the Big M trade-in campaign was 
carried to viewers of the Ed Sulli- 
van show on Aug. 4. 

Mercury’s 3,100 dealers are using 
local TV and radio outlets, as well 
as their local newspapers, to adver- 
tise the drive. 

Two national newspaper adver- 
tisements will feature the cam- 
paign, Coats said. 


Gant-Sheppard Opens 


Gant-Sheppard Dodge - Plymouth 
has formally opened at 643 N. Ram- 
part St. in New Orleans. 
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would be reduced and because fac- 
tory volume would decline. 

§. Be unconstitutional. 

$ Be bad for the national 
economy. 

McCullagh continued: “How 
about other businesses? If you’re 
going to give territory security 
to the auto dealers, you'll have to 
permit it in other fields. Every 
industry would be clamoring for 
the same thing. You’re going to 
throw the country back 40 years. 
“How about all the women who 
like to buy their clothes in New 
York for some silly reason? Are 
you going to stop this? And what 
about the people who like to buy 
their furniture in Grand Rapids?” 
He said the NADA plan, the 
Oklahoma movement and all similar 
plans simply provide a license to a 
dealer for a monopoly in a given 
area. 

= * + 

OMMENTING on NADA’s “area 

of service responsibility plan, 
he said, “It’s just the reverse of 
that. It’s an ‘area of no service 
responsibility’ program because the 
dealer won't have to compete 
service-wise for his customers; they 
will be captives in the dealer’s own 
little territory. 

“These plans are just like the 
old Regulation W—they’re in re- 
straint of trade. They’d build a 


fence around each dealer’s terri-| 


tory and give him his own domain. 
A dealer will be able to say, “You'll 
buy from me, or you won't buy.’ 
My forefathers left England be- 
cause of things like that.” 

McCullagh said that the Okla- 
homa “survival” plan to limit 
cross-selling was very similar to 
the NADA plan in that it was 
bad for the public and good for 
the dealer who doesn’t want to 
work. 

“This might guarantee the dealer 
a profit,” he explained, “but what 
happens to our free enterprise sys- 
tem? It would be a good way of 
making the customer pay through 
the nose; he’d be all locked up. 
But it will never work. 


“Under the area of service re-} 


sponsibility plan, the dealer would 
actually own the customer 
single-point town. He’d have the 
customer over a barrel. This 
regimentation. What incentive does 
a dealer have to be competitivé in 
the sales room or shop?” 
. = * 


Extreme Practice 


cCULLAGH was then asked, 

“Isn't it possible that cross- 
selling can be carried to extremes 
by a high-volume, low-overhead 
dealer selling into the small town 
of a low-volume dealer?” 

He refused to admit this possi- 
bility, declaring, “Cross-selling can’t 
become too much of a problem. It’s 
a problem to some dealers because 
they don’t want to work. 

“If I'm a good dealer, nobody 
will sell cars into my territory be- 
cause I have several advantages 
over outside dealers—the nearness 
of service for the customer is one 
advantage. 

“If I’m not as good a business- 
man as the out-of-town dealer, 
there’s something wrong. A dealer 
who is having cars ‘pumped into’ 
his area better look over his 
operation and his prices.” 

When told about the dealer com- 
plaint that cross-selling made it 
unproductive for a salesman to 
“beat the bushes” for prospects 
because this only stirred up the 
shoppers, McCullagh said, “At least 
these buyers get stirred up.” 

Asserting that price wasn’t the 
only consideration in cross-selling, 

McCullagh said that recent Chev- 
rolet figures showed that 13 Chevro- 


let dealers in Detroit were selling por" 


ears for less net profit than he 
was. 
ok * * 

OWEVER, he also showed 

Chevrolet figures indicating 
that his total “expenses per car” 
amounted to $133, compared to $296 
for all Chevrolet dealers, $257 for 
Chevrolet dealers on Detroit’s east 
side, $285 for Chevrolet dealers on 
Detroit’s west side and $364 for 





in a} 


Dealer Blasts Plans 
To Curb Cross-Sales 


(Continued from Page 1) 
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Chevrolet dealers 
towns. 

Included in the $133 per-car ex- 
penses which McCullagh incurs is 
$55 for the salesman and $23 for 
advertising He said that his net 
profit comes to about $50 per unit. 

McCullagh acknowledged that he 
has sold Chevrolets in Flint, Lan- 
sing, Battle Creek, Mich., and many 
other cities throughout the country. 

“But,” he continued, “the only 
inducements we’ve used are ‘good 
deals.’ There’s been no soliciting 
on our part, except the word-of- 
mouth advertising that comes 
from a good deal. 

“We say to the out-of-town 
buyer. ‘We've given you a good 
buy. If one of your friends wants to 

save $75 to $100, send him down. 
Tell your friends about our deals.’ 
Of course, our ads in the Detroit 
newspapers, which circulate out- 
state, produce some business for 
us. We spend $350,000 to $400,000 
a year for advertising.” 
= = + 
No Monopoly in Flint 
UCHING on the volume of his 
sales in Flint (45 units in one 
recent five-week period), McCul- 
lagh said there had been a “lot of 
heat” put on in an effort to get him 
to cut his Flint sales. 

When told that 47 different Chev- 
rolet dealers sold cars in Flint 
during a recent month, McCullagh 
said: 

“It’s the fault of those two 
Chevrolet dealers up there. They 
asked for it. They hoped that 
they could have their own monop- 
oly and control the market. 
There’s been pressure on us, but 
we still think this is a free coun- 
try.” 

He then told about a dealer some 
15 miles from Flint, who had been 


in single-point 


| selling Chevrolets into Flint. 


“This dealer,” he explained, “was 
visited by an official who said: ‘If 
you don’t cut that out, we're going 
to send 26 salesmen into your 
neighborhood to canvass every 
home within five miles of your 
dealership and offer them a Chev- 
rolet at cost.” 

* 7 
y= asked about reports that 
Chevrolet dealers in Detroit 
had complained to the factory 
about his over-aggressive sales 
tactics, McCullagh said: 

“Yes, Chevrolet has cut down de- 
liveries to us in some months be- 
cause of these squawks. These 
dealers should get out and sell 
the cars instead of kicking to the 
factory. We call the factofy for 
just one thing—to ask for more 
cars. 

“This cut in deliveries to us 
made it impossible for us to supply 
cars to some of our fleet custom- 
ers in the first quarter, Also, they 
teld us not to bid on a couple of 
200-car fleet deals.” 

Although McCullagh declared that 
his sales volume was limited largely 
by the number of cars he gets from 
Chevrolet, he said that last year 
he delivered 500 more cars than 





Funds for Handicapped— 

Maj. Gen. Rush B. Lincoln jr., of the 
transportation training command, Fort 
Eustis, Va., presents a check for $500 to 
John Abbitt, general chairman, 1957 
Cerebral Palsy Fund Drive for the Lower 
Virginia Peninsula. Abbitt is president of 
Abbitt Chevrolet, Inc., Warwick. 
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the factory delivered to him. These 
cars were purchased from other 
dealers. 

“Some of the same dealers who 
complained to the factory about 
the number of cars we got sold to 


us,” he said. 
+ * * 


Bonuses Top $300,000 


E SAID that in 1956 his dealer- 

ship—believed to be the largest 
Chevrolet retail organization under 
one roof—sold 9,528 new cars and 
about 8,000 used cars from six lots. 
He has 65 salesmen. 

McCullagh added that Chevrolet 
has rewarded him with the largest 
dealer retroactive bonuses in his- 
tory—$156,000 in 1956 and $153,000 
in 1955. 

McCullagh, who buys all his 
cars outright rather than floor- 
plan them, said that recently his 
customers had between $5 million 
and $6 million outstanding at 
GMAC and that this was a GMAC 
record for one company. He said 
that his new and used-car in- 
ventory ranges from $1% million 
to $2 million. 

“This year,” he continued, “we 
were shooting for 12,000 new-car 
sales, but we'll be lucky to hit 
10,000. We've been held back by 
the cut in faetory deliveries to us. 

| “This year our profits have been 
off about 10 percent, but we’re still 
making money.” 
: = * 

_—— WERTZ, McCullagh’s gen- 

eral sales manager, said that 
| although things have been a little 
slower this year, we’re gambling 
that there will be a big sales push 
in November and December. We 
expect to surpass our previous 
record.” 

Discussing the service situation, 
McCullagh asserted: “Warranty 
service is available to every one of 
our buyers and anyone else who 
comes in here with a new Chevro- 
| let. We don’t ask a man where he 
bought his car. 

“Some of our customers say 
they can’t get service in their 
towns. I can’t understand this— 
dealers aren’t losing a cent on 
this service. 

“A Flint man bought a con- 
| vertible from us a while back. He 


and was told, ‘You don’t have 
enough money to get that car serv- 
iced here.’ A few weeks later, he 
came back here and bought a truck 
and another car.” 

7 > * 


Service Is Adequate 


SKED about the Detroit rumor 

that he sells some cars with 
the understanding that the owner 
will provide his own service, he 
said that every new car which 
leaves his premises has a service 
policy. 

Motioning toward his block-long 
service departme.t, McCullagh 
said: “We have adequate service 
facilities here. Our make-ready is 
done at another building. Our serv- 
ice department stays open until 
midnight. 

“After all, you can’t kick a man 
out without service; you can’t 
expand without service. You just 
can’t sell cars in volume unless 
you satisfy your customers’ needs. 

“And I'll tell you another thing— 
we have the lowest volume of cus- 
tomer complaints percentagewise 
of any dealer in Detroit,” he de- 
clared. 

In commenting on his selling 
methods, McCullagh said that 
originally he gambled that by sell- 
ing a big volume of cars, he could 
sell them at a closer margin. He 
said this gamble has paid off. 


* * * 


H®= SAID the biggest month he 
has had was in December, 1955, 
when Chevrolet shipped him 1,232 
cars. 

Wertz chimed in, “That month 
we paid $6,160 to the Chevrolet 
Dealers Assn. in Detroit—$5 for 
each unit. I protested this method 
of assessment, claiming that this 
charge was out of proportion to 
the benefits we derived. 

“The following June we dropped 
out of this association. But we 
are still members of the Better 
Business Bureau, NADA and the 
Michigan Automobile Dealers 
Assn 


McCullagh concluded: “I'd be 
ashamed to yell about cross-selling; 
I'd feel that something was wrong 
with me. Cross-selling would elimin- 
ate itself if dealers were sufficiently 
efficient, There are still a few 





dealers around w'io want to work.” 








went into a dealership up there| 








Dancer Greets Executives— 


Dancer Ray Bolger, right, greets officials 
of American Motors and Trans World Air- 
lines in front of a stage prop backstage 
at the Sahara Hotel in Las Vegas, Nev. 
Seventy-five AMC dealers and their wives 
attended Boilger's show as part of holiday 
trips won in the corporation's recently- 
concluded “go after more sales” cam- 
paign. From left are Robert Ford, of TWA; 
Fred W. Adams, AMC automotive advertis- 
ing and merchandising director; V. J. 
Gillis, AMC Minneapolis zone manager 
and the top zone manager in the contest, 
and Bolger. 





New Directors 
Plan No Merger 
For Diamond T 


CHICAGO.—The Mailman inter- 
ests have no plans for merger of 
Diamond T, J. L. Mailman said 
after he and four of his associates 
were elected to the company’s nine- 
man board of directors. 

“We think that, with a lot of 
patience, our investment in the 
company will pay off,” Mailman 
said. “We think the present 
management is doing a good job.” 

The election of Mailman, A. L. 
Mailman, Harry Alpern and Fred 
Schwartzstein, partners in the Mail- 
mans’ New York investment firm, 
and Shepherd Broad, Miami at- 
torney, to the board reflected their 
purchase of 137,480 shares of Dia- 
mond T from Bohn Aluminum & 
Brass Corp. 

The new directors replace Simon 
Den Uyl, Bohn president; E, K. 
Mann jr., Bohn vice-president; A. J. 
Stoddard, who resigned from the 
board, and C. A. Tilt and J. D. 
Westcott, deceased. 

Z. C. R. Hansen, Diamond T 
president, said earnings for the 
first six months of this year were 
below those for the first half of 
1956, but predicted that results for 
the full year would be near or equal 
to last year’s, excluding a non- 
recurring profit of $462,293 made 
last year. 










































British Car Exports to U.S. 


Set Record of 


LONDON.—The British motor 
industry reported record shipments 
of 8,300 cars to the U. S. in June 


and said it turned out more than} 


half a million vehicles in the first 
half of 1957. 

Vehicle producers in Japan also 
reported an export boom but are 
looking ahead to decreased pro- 
duction for the rest of the year 
in the face of the Government's 
tight money policy. 

The June exports from Britain to 
the U. S. made American buyers 
the best export customers for 
British autos. The industry reported 
it sent 43,000 autos to the U. S. in 
the first half of 1957, three times 
the 1956 first-half total. 

Total vehicle production in 


Model A Club Plans 
Reunion This Week 


DEARBORN.—The biennial meet 
of the Model A Restorers Club will 
take place at Greenfield Village 
Aug. 6-8. The convention will bring 
together more than 100 of the 30- 
year-old vehicles and their owners. 

Michigan Gov. G. Mennen Wil- 
liams will present awards to Model 
A appearance winners at a dinner 
Thursday night in Greenfield Vil- 
lage’s Lovett Hall, winding up the 
convention. 





8,300 in June 


| Britain for the first half of 1957 
was placed at 527,400 units, Of the 
total, 390,000 were autos. 

Increasing exports have meant a 
decrease in the number of vehicles 
| sold in the British Isles. Home 
registrations were put at less than 
200,000 for the first half, compared 
with 230,000 units in the similar 
period of 1956. 

In Japan, exports of tractors and 
trailers were placed at 2,676 for 
the first half, more than the 2,456 
units exported in all of 1956. The 
1956 total was worth $11,591,500, 
compared with the value of $8,543,- 
445 placed on the 1957 exports. 

The Japanese reported increases 
in passenger-car and special- 
vehicle (ambulances, fire engines, 
etc.) exports, They said sales in- 
creased in the Near and Middle 
East as well as Egypt. 

Japanese car production has been 
increasing for more than a year 
and hit a peak of 17,000 units in 
June. Industry leaders look for 
level or declining production as 
the tight money policy reduces their 
steel purchases. 

Toyota Motors, one of the largest 
producers, is said to intend to limit 
output to less than 8,000 cars dur- 
ing the fall. Recent expansion has 
given the firm facilities to build 
10,000 units in the period. 





Explaining the Mechanical Mule— : 


Paul B. Hartman, right, chief experimental engineer, Willys Motors, Inc., gives the 
company’s Government technical field representatives a few pointers on the Me- 


chanical Mule during training course at 


the factory in Toledo. Kneeling is Lester 


Watson, Jacksonville, Fla., and others are, from left, F. J. Cansler, Tacoma, Wash.; 
Merle Burge, Denver; K. |. Thayer, supervisor of Government technical field representa- 
tives; John Riedi, Albuquerque, N. M.; C. B. Gee, Detroit; George Reiter, Sandusky, 
O., and Mike Killinger, Detroit. Willys has contracts totalling $6.7 million for research, 
engineering and production of the half-ton weapons carrier for the U. S. Army and 
Marine Corps. : 
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Canadian Firm Seeks Massey-Harris . . . 


British Car Home Rule Dying? 





FORD DEALERS... 


How to Prevent 
sticky Valves 
on Used Cars 


Miracle Power® 

treatment keeps buyers 
satisfied . . . helps prevent 
comebacks from sticky 

or noisy valves, 

poor compression 





Sell a used car with valves that quickly become 
sticky or noisy—or a car with poor compression— 
and back comes the customer, blood in his eye. 
Ford dealers the country over can minimize this 
danger by treating every used car with Miracle 
Power, the supplemental lubricant with specially 
processed synthetic graphite in suspension. 
Because Miracle Power forms a graphite coating 
on metal surfaces, it assures positive lubrication 
under all conditions—helps free sticky valves 
and quiet noisy lifters, improves compression. 
Try the Miracle Power treatment for used car 
service and reconditioning . . . 8 oz. in the crank- 

" case, 8 oz. through the car- 
buretor, 8 oz. in the gas tank. 
You’ll win satisfied cus- 
tomers, reduce comebacks, 
increase your profit. 


Distributed by 

FORD MOTOR COMPANY | 
Ford Part No. 1-19588-A 

| 
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By F. C. Li 
Staff Correspondent 


LONDON.—If a bid of $28.5 mil- 
lion made by Massey-Harris-Fergu- 
son of Toronto for the Standard 
Motor Co. is accepted, Britain will 
be left with only two British- 
owned companies among the big 
auto makers—British Motor Corp. 
(Austin and Morris) and the Rootes 
Group (Humber, Hillman, etc.) 

Announcing the Massey-Harris 
bid, Lord Tedder, chairman of 
Standard, said he and the direc- 
tors welcomed the offer and they 
had been unanimous in recom- 
mending that stockholders accept 
it. 

The offer consists of one Massey- 
Harris-Ferguson share plus 12 
shillings ($1.68) in cash for every 
eight Standard ordinary shares. On 
the London Stock Exchange, at 
the time of the bid, Massey-Harris 





shares were quoted at $9.10, and 
Standard stood at $1.22. 

Massey-Harris-Ferguson already 
owns 20 percent of the Standard 
stock, having been the “mystery” 
buyer which nearly brought about 
a Board of Trade inquiry into their 
operations, until the name was dis- 
closed to Lord Tedder in Febru- 
ary. 

In his announcement, Lord Ted- 
der said that a closer integration 


of the two companies would have’ 


important advantages to both. 
Massey-Harris wanted a greater 
concentration of manufacturing ac- 





BBB Reelects Ralph 
ROCHESTER, N. Y.—Anthony R. 
Ralph, president of Ralph Pontiac, 
Inc., has been reelected to the board 
of directors of the Better Business 
Bureau of Rochester. 





From Auto Industry re 
Anti-Smoke Pointers 


DETROIT.—The automotive in- 
dustry has turned over to police 
and city officials a set of visual aids 
prepared to help-curb violations of 
antismoke legislation as applied to 
motor vehicles. 

The material consisted of a film 


Ford Announces 


732 Winners in 
Craftsmen Test 


DEARBORN.—Names of 732 
junior and senior high school stud- 
ents who won cash awards in the 
1ith annual Industrial Arts Awards 
and Student Craftsman’s Fair con- 
test sponsored by Ford Motor Co. 
have been announced. 

Winners represented 42 states, the 
District of Columbia, two U. S. ter- 
ritories and Canada. They will 
share $50,000 in awards. In all, 1,394 
students won either cash prizes or 
citations in the 1957 contest. 

Approximately 40,000 projects, 
ranging in size from tiny, jewelled 
necklaces to huge power saws and 
drill presses, were entered in Stud- 
ent Craftsman’s Fairs throughout 
the country during the spring. More 
than 4,500 of these reached the 
finals in Dearborn to be judged by 
a panel of industrial arts educators 
and craft and industrial experts. 

Thirty-two Outstanding Achieve- 
ment Awards were given to 31 stud- 
ents who produced projects con- 
sidered most nearly perfect in 
craftsmanship, ingenuity and crea- 
tive design. 

In numbers of winners, California 
led with 143 cash awards, followed 
by Pennsylvania and Illinois, 79 
each; Ohio, 66; Michigan, 57, and 
Texas, 36. There were four winners 
from Canada, two from Hawaii and 
four from Puerto Rico. 

In addition to their regular 
prizes, winners of Outstanding 
Achievement Awards and their in- 
structors will be guests of Ford in 
Dearborn, Oct. 3-5. 

Projects which won first place in 
the various classifications, as well 
as all those given the special OAA 
ranking, will be on display in Dear- 
born, Sept. 16 to Oct. 3. Exhibitions 
of regional winners will be held in 
Philadelphia, Aug. 5-9; Chicago, 
Aug. 13, and Los Angeles, Aug. 27. 


No Gratitude 


entitled “No Smoking” and a 
pocket-sized Motor Vehicle Exhaust 
Smoke Guide. Both are designed 
to help enforcement officials dis- 
tinguish between unnecessary and 
illegal exhaust emissions and a 
reasonable exhaust flow. 

The film and the folder were 
prepared under the auspices of 
combustion engineers from several 
automotive firms. The engineers 
were formed into a study commit- 
tee by the Automobile Manufac- 
turers Assn. in response to a re- 
quest from Detroit officials for aid 
in framing an enforceable anti- 
smoke ordinance. 

The seven-minute film points out 
the distinction between unnecessary 
exhaust emissions and such rea- 
sonable phenomena as condensing 
water vapor in cold weather, dust 
clouds formed at the rear of mov- 
ing vehicles and short appearances 
of smoke during acceleration or 
deceleration. 

AMA said police departments of 
New York City, Cincinnati and 


the State of New Jersey have ex- 
pressed interest in the project, and 
that Los Angeles has requested a 
supply of the pocket guides to 
equip its force. 





Big Nation Needs 
Big Companies, 
Says De Lorenzo 


DETROIT.—The question of “big- 
ness” is one of industry’s current 


public relations problems, Anthony ps 


G. De Lorenzo, General Motors 
public relations vice-president, said. 


Speaking before a conference for 
engineering and science educators 
at the GM Technical Center he 
said: 

“People seem to 
forget that a big 
country, big jobs 
—some of them 
imperatively im- 
portant, as during 
wartime — require 
big com panies. 
People also forget 
that success in 
serving the cus- 


A. G. DeLorento Salaee abeneah 


“Rather than throwing roadblocks 
in front of successful organizations 
ter to weigh the size of a company 
in relation to its services to the 
consumer.” 


De Lorenzo also said that “the 
big problems, the big opportunities 
and big decisions of the future 
appear to lie increasingly in en- 
gineering and related fields.” 


Hawkins Appointed 
SEATTLE.—Frank L. Hawkins, 
president of Commercial Service, 
Inc. (Buick), has been named as 
area chairman for National Auto- 
mobile Dealers’ Assn. 








_—_— 





tivities in Britain to expand pro. 
duction in this country. 


Massey-Harris felt it must own 
all Standard ordinary shares to 
do this. It had assured Lord 
Tedder that it intended to give 
full weight to the maintenance 
and development of Standard ag 
an auto producer. It would re- 
main a separate entity. 

The advantages, Lord Tedder 
went on, also lay in the emergence 
of a much stronger unit capable 
of commanding large capital re. 
sources. A business such as Stand- 
ards required these if it was to 
continue to be successful in the 
highly competitive days ahead. 

Standard has been making sub- 
stantial profits in these last few 
months of its financial year, but 
it was short of adequate capital for 





developments. Massey-Harris hag - 
promised to make available as : 
much capital as Standard requires} C®¢ 
Lord Tedder said that production Old: 
of Standard autos would continue, Pon 
At present output was about 709 |%P ¢ 
units a day, divided equally be-| Pac 
tween autos and tractors. Stu 
Standard has total assets valued 
in the balance sheet at $72.8 mil-| Tot 
lion. Its profits reached a record | Wevis 


high level of $16.5 million in 1955, 
but last year they declined to $84 
million, and the dividend was re- 
duced from 12 to 8 percent. 

So far, there has not been any 
surge of enthusiasm amo 
stockholders to accept Lord Ted- 
der’s advice. Many stockholders 
recall that, two years ago, their 
shares commanded 12 shillings, 
sixpence ($1.75) on the London 
Stock Exchange—nearly 50 per- 
cent above current prices and 
that with Lord Tedder’s avowal 
that the company is again “mak- 
ing substantial profits,” they ar- 
gue that the Massey-Harris offer 
should be much higher. 

As it is, the Canadian company 
would only have to put up $47 
million in cash to get control of 
assets nearly 15 times greater. 








Chevrolet Names 
2 Zone Managers, 


Promotes Olson 


DETROIT. — Promotion of A. T. Gr 
Olson jr. to assistant national man- 
ager of the Chevrolet truck depart- 
ment here, and the assignments of 
two new zone managers have been 
announced by W. 
E. Fish, general | **a 
sales manager. in 

Cc. E. Olsen is 
the new Char- 
lotte (N. C.) zone 
manager, suc- 
ceeding P. E. 
Miller, who has 
retired. Donald 
W. Webber, for- 
mer Los Angeles 






city manager, re- L 
A. T. Olson jr. places Olsen as §Cit; 
Salt Lake City zone manager. to 


Olson, who joined the compay in J Mic 


“ee 





D. W. Webber 


Cc. E. Olsen 


1946 at Salt Lake City, had been 
Pacific Coast regional truck man- 
ager for more than a year. Before 
that he served successively as truck 
manager of the Salt Lake City, 
Oakland (Calif.) and Los Angeles 
zones, 

Olsen has been with Chevrolet 
since 1928, holding various posi- 
tions in the Oakland, Oklahoma 
City, Houston and Seattle offices 
before going to Salt Lake City. 

Starting with Chevrolet in 1934, 
Webber held zone positions in 
Davenport (Ia.), Cleveland and 
Norwood, O., and was assistant na- 
tional sales promotion manager be- 
fore the Los Angeles appointment. 
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Car, Truck Output Estimates 
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18 Days Ahead of °56... 





Car Output to Reach 
4, Million This Week 


(Continued from Page 1) 





— Week Week 
Ended Ended Total Jan. 1 to Jon. 1 ~ 
own Aug. 3, Week, July 27, Output, Aug. 4, 
2 1957 1956* 1957* July 1956* 
ord AMERICAN MOTORS ........ 1,403 1,722 7,632 67,338 2,188 
; SIE sevensssnctecewinvnney- centumntenienet: bitin.) eons 4,347 1,345 li th 
vi ier, totalled 92,841 units for the 
a Sis nictth teins’ simi’ ” Spgtgas nae oa 11978 3561| orth or just about on par with 
J as Rambler Scccesccccveccccccoceess —seeseeee 1,403 1,722 7,632 51,918 58,279 the 92,164 commercial cars as- 
re. CHRYSLER CORP. .... 26,500 19,230 24,314 100,440 560,319 832,122| sembled during June. Last month’s 
ae 2,300 2,117 2,030 9,516 69,793 83,050) truck output, however, showed a 
a a 850 158 676 © «3,372 6454  28,089| marked increase sete Pon oe 
antl a 2,400 1,682 2,423 6,981 64,943 80,801 = assembled during July a ye 
: SII, ‘stiscnteetuodpainevedvaieds 5,750 5,476 5,776 23,660 130,290 196,403 Th only car manufacturers to 
“a Plymouth ...................... 15,200 9,797 13,409 56,911 288,889 443,779) ou ouient Senteenien fad week 
‘and- FORD MOTOR. .............. 36,206 33,743 36,680 154,315 1,034,602 1,184,025| wore Chrysler and Studebaker- 
's to} Continental ........0.0000..00 100... come. ao 1,092 444| Packard corporations. 
the 1,430 a 4,839; Increased output at Chrysler 
d. 29,408 127,802 834,795 959,394| division, Imperial and a 
sub- 148 1,955 32,004  25,637| Dlus steady five-day operations a 
few | Mercury o.0...cccccccnn. 3,850 5,060 5,694 20,913 166,711 193,711 Conlin Cup. aig. ‘from 24,14 
. GENERAL MOTORS .. 54,131 55,736 55,773 225,906 1,982,016 1,790,777| i week carlier to an. esti- 
nan SE Socsaitidceensntnensclbngies 6,969 9,555 7,024 22,742 364,711 264,497) mated 26,500 units last week. 
> SSR 3,360 3,048 3,370 13,483 98,036 99,859 a 
ires, | ee 31,100 829,601 31,219 138,087 1,014,395 942,531 A BREAKDOWN of Chrysler 
‘tion | Oldsmobile .............. 6,652 7,935 . 7,167 26,122 288,216 257,426 — —— a —— 
af eee 6050 5,597 6,993 25,472 216,658 226464|UP from 13,409 units the p : 
> week to 15,200 units last week; 
TG te COMB. oun.....0...0...0.0. 1,400 1,040 1,368 5,570 65,012 44,083 Chrysler division up from 2,030 to 
Bibs PORTE oon... cc cccccceccceeee 7 guaiatde 3 22 13,277 6,107 | 2 300: Imperial up from 676 to 850; 
Studebaker .................. 1395 1,040 1,365 5,548 51,735 37,976) Dodge at 5,750 last week was about 
Jued omennage —— ———_| even with the 5,776 a week earlier, 
mil- Total Cars U. S ...118,237 111,152 119,857 493,863 3,709,287 3,914,192| as was DeSoto at 2,400 units last 
cord ~| week, as compared with 2,423 a 
1955, week earlier. 
$8.4 COMMERCIAL CARS S-P was up from 1,368 units a 
re- (U, 8S, PRODUCTION ONLY) week earlier to 1,400 last week on 
Week a the basis of a 30-unit hike at 
Ended Total Jan. 1 to -lte bal it increase 
any Studebaker and a 2-un 
ng "ere “_ ames 6 AVE | at Packard. Studebaker jumped 
ed- 6,525 28,674 226,001 218,823 from 1,365 to 1,395 and Packard 
ers from 3 to 5 units. 
eir 134 577 5,065 3,141 GM showed the biggest decline 
gs, 40 152 2,393 1,948 | as it dropped from 55,773 assem- 
lon 1,745 6,830 55,118  49,032|blies the previous week to 54,131 
= 6,560 29,317 189,577 217,128|!ast week, = = = | 
— 1,426 5,397 58,226 41,232 UICK was off from 7,024 to 
uk- 2,933 12,651 84,215 72,836 6.969 units; Cadillac down from 
ar- 345 1,448 11,328 10,702 e ° 
fer 134 568 2,317 2,652 Obituaries 
244 11 
any . 9268 6788) Heart Attack Fatal 
$47 45 2 10,426 9,038 M *s Rai 
of 1579 5210 36391 + 38,510| 10 Mercury's Raine 
| 88 354 2,056 1,917; WASHINGTON.—James A. Raine, 
magn cumagen 42, Washington district sales man- 
Total Trucks, U. S..... 21,017 20,721 21,798 92,841 690,371 673,697 | ager for Mercury, died July 26 fol- 
lowing a heart attack. 
Total Cars, Trucks, Mr. Raine has been a resident of 
ea L 139,254 131,873 141,655 586,704 4,399,658 4,587,889 | this area since April of this + si 
Cars, Tru when he transferred from New 
puee eke, York. He joined Mercury in May, 
Seachem os 906s 9,156 35,524 330,380 298,242 1956, after service with Studebaker. 
= Grand Total, 
an- Cars and Trucks, Cocks, 53, "Manager 
rt U. S. and Canada .139,350 140,935 150,811 622,228 4,730,038 4,886,131 | Of Ford K. C. Plant 
= Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Federal, Four Wheel| KANSAS CITY.— Funeral serv- 
ae totals inciade wach ices were held Tuesday for Roger 
mi a oon cos ieee . aA _-o om. N. Cocks, 53, manager of Ford divi- 
in Mack totals. = im White totals; Brockway included | .i47’s Kansas City assembly plant, 
is who died in St. Luke’s Hospital 
ar- July 27. 
ne ‘6 @ . Mr. Cocks had been es of 
= Ford’s Kansas City assembly plant 
|| Salesmen ‘Wholesaling st ibe He joined tae company 
1as : as an enameler in the paint de- 
ld Offers of Cut-Rate Buicks by Two Calif. Men partment at Kansas City in 1924. 
- Bring Criticism from BBB J. Allen Smith 
= MORRISTOWN, Tenn.—J. Allen Smith, 
re- LOS ANGELES. — Two Culver; esting point about the letter is| 46. general manager of Moore Motor Co. 
as §City (Calif.) salesmen have agreed|that it states: ‘Our representative | *™® ‘4 Jy 27. 
to halt an auto “wholesale” gim-| will return your call and will make Jack Roach Sr. 
in Mick sales plan after it was criti-| an appointment with the DEALERS| HoUSTON.—Jack Roach sr., 63, board 


tized by the Better Business 
reau. 

The salesmen, Dave Hamza 
and Lou Norton, of Bill Murphy 
3 as out letters which pro- 

that because of the can- 
aed of several fleet contracts, 
they were offering Buick Special 
two-door sedans for $2,356 and 
other models just as cheaply. 
The letters were on letterheads 
Teading “Automotive Wholesale Co. 
—Factory Promotional Service, 
Detroit 31, Mich.” A letter to this 
address was returned, marked “In- 
Sufficient Address.” 


















= The BBB reported, “One inter- 
ok * 
y, | Foreign Car Sales Zoom 
8 | At Buffalo Dealership 
et BUFFALO—Irwin Buxbaum, 
‘i- President of Auto-Land, Inc., 
1a gives an insight into the increas- 
eg ing sales of foreign cars in the 
Buffalo area. 
4, Two years ago his agency was 
- making about 10 sales a month. 
d Last year it went up. to about 
" 20 sales per month. So far in 
a 1957, the firm has been averaging 
t. about 50 sales a mon 














authorized to sell you our cars at 
these reduced prices.’ This, of 
course, implies a plural number of 
dealers participating in the pro- 
motion. 


“Executives of the Buick zone 
office here report that there is no 
corporate name such as Automo- 
tive Wholesale Co. in General Mo- 
tors. They also report that Bill 
Murphy has promised to stop this 
promotion.” 

Ray Nesseth, general manager 
of Bill Murphy Buick, said this 
was a program developed by the 
two salesmen and that the tele- 
phone number was that of an 
answering service. 

He said “We are prepared and 


have delivered cars at these prices, | ® 


which Buick dealers will recognize | 7 
as being $150 or $200 over our in- 
voice. So far there has been not 
one customer complaint, and de- 
spite the implications of the BBB 
publication, they at no time con- 
tacted us prior to publication of 
the article. 

“In view of the fuss, our sales- 
men have given up use of the letter 
even though Bill Murphy is not a 
member of the Better Business 
Bureau.” 


chairman of two Ford dealerships, a 
noted big-game hunter and a member of 
the automobile oldtimers club, died July 
19. He had hunted throughout the world 
and his favorite targets were tigers. A 
large stuffed tiger was on display in one 
af his showrooms, Mr. Roach opened his 
first Ford dealership in Little Rock, Ark., 
in 1921, and later headed a deal in El 
Dorado, Ark., before coming to Houston 
in 1929. His Houston dealerships are Jack 
Roach Broadway, Inc., and Jack 

Bissonnet, Inc., headed by his son, Jack jr. 

* * * 


Arthur A. Simmers 
KEENE, N. H.—Arthur A _ Simmers, 
60, an automobile dealer, died July 20. 
He was a native of Manchester, N. H., and 
came to Keene = 1950. 
* 
Simpson Giseer Lateanten 
KNOXVILLE, Tenn. — Simpson Glover 
Livingston, 68, a retired automobile dealer 
here, died in Sarasota, Fila. A native of 
Alabama, he came here in 1927 and formed 
. G. Livingston & Son in 1932. The 
business has been operated by his son, J. 
Harrison Livingston, since the 
tired in 1946. 


Walter B M. Brownlie 
TARRYTOWN, N. Y.— Walter B. M. 
Brownlie, 61, plant manager of Chevrolet’s 
Tarrytown assembly plant, died July 30 
after a short illness, Mr. Brownlie joined 


+ + 
Lyman P. Clark 

LOS ANGELES.—Lyman Potter Clark, 

77, former owner of ere (Calif. ) 

Car Co., died recently, 

aie a Gamer beasts of tie Sane beeen 

County Auto Dealers Association. 


3,370 to 3,360; Chevrolet off from 
31,219 to 31,100; Oldsmobile down 
from 7,167 to 6,652, and Pontiac off 
from 6,993 to 6,050 units. 

Ford Motor output dropped 
from 36,680 units a week earlier 
to 36,206 last week despite pro- 
duction increases at Ford and 
Edsel divisions. 

Edsel, in only its third week of 
production, showed the biggest im- 
provement as it jumped output from 
1,430 units the previous five days to 
2,750 last week. 

+ = a 

ORD division hiked its sched- 

ules from 29,408 units a week 

earlier to 29,425 last week. 

Mercury, which had its lost An- 
geles plant idle all week and its 
Wayne (Mich.) unit schedule to 
work only four days, turned out 
3,850 cars last week, compared 
with 5,694 a week earlier. 
Lincoln reported a production of 
181 cars but only 32 were actually 
made last week. The remainder 


Rowe to Head GMAC’s 


Truck Financing 


NEW YORK. — W. Harold Rowe 
has joined General Motors Accept- 
ance Corp. as manager of truck 
financing. He will be located in 
GMAC headquarters here. 

He formerly was vice-president 
of Yellow Mfg. Acceptance Corp., 
with headquarters in Detroit. 


Dealers 
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were a backlog of 1958 models that 
were made previously but not re- 
ported. 


* * * 


ONTINENTAL was still down 
last week for changeover to its 


Mark III model. 


Car and truck production in 
Canada came to a virtual stand- 
still last week as all makers went 
on their annual vacations, Only 
Ford, which made 96 “knock- 
downs,” worked last week. 
Vehicle output in Canada during 
July totalled an estimated 35,524 
cars and trucks—down consider- 
ably from the 39,105 vehicles pro- 
duced in June. 


Billane Appointed 


Chief Executive 


Of Dunlop Tire 


BUFFALO. — J. Michael Billane, 
46, has been appointed president 
and treasurer of Dunlop Tire & 
Rubber Corp. 
succeeding Glenn 
H, Crawford, who 
has retired be- 
cause of ill health. 

Crawford, with 
Dunlop since 1927, 
continues with 
the company as a 
director and‘ con- 
sultant. Billane 
joined Dunlop in 
England in 1928 in 

J. M. Billane the foreign de- 
partment and went to India in a 
sales capacity in 1934. 

After serving in the Royal Air 
Force during World War II, Billane 
became sales manager. In 1947 he 
returned to the head office in Lon- 
don as manager of the commercial 
relations department, tire export. 


Tell Me 





(Continued from Page 3) 


ee hours, the missed or irregu- 
lar meals, as well as the satis- 

faction in seeing the customer 

drive away in your product. 

“It used to be I had young fellows 
tell me: ‘Boy, I wish I had your 
job, ride around all day in a new 
car. Now, the story I hear is: 
‘Brother I wouldn’t have your job 
for the world,’ because they have 
initiated themselves into the shop- 
ping fraternity and have an inkling 
of what this business is like today. 

“That reminds me of the man 
with the hangover who, on being 
chided on his red eyes, replied that 
they should see them from this 
side. 


* * * 


*2.15 an Hour’ 

Now, as to wages. You talk of 
the good pay. The average auto 

salesman makes about $7,200 a 

year. For this he spends at least 

70 hours a week either on floor 

duty or canvassing. Let’s not forget 


either that a lot of the above 
average are oldtimers,. That means 
the new men are considerably be- 
low that figure. 

“But, anyway let’s take $150 
a week—that’s ahout $2.15 an 
hour. Hardly a princely sum with 
bricklayers at $3.67%4, carpenters 


“seen to attract 


Your high-caliber young men 
with an engineering degree have 
agents waiting on them with a 
$500 a month offer and no maybes, 
40 hours a week and the dough is 
there every week. Security? 

“I haven't heard of a dealer yet 
with a retirement or pension plan. 
You have to make it while you can 
work or you've had it. Compare 
this with some of the retirement 
plans offered by the larger com- 
panies today. Security?—top pay? 
—pleasant conditions? — prestige ?. 
You say: ‘Brother, let’s face it, we 
just don’t have them, and any 
smart young man can see we don’t.’ 

“That’s the reason they're not 
biting. The time is here when 
we've got to change the bait if this 
business is to survive. Give a 
dealer a zone of influence which 
he can develop profitably, give a 
salesman a guarantee that he will 


|" |get the business he works to de- 


Managers Elect Lane— 


Carl R. Lane, left, executive vice-presi- 
dent, Connecticut Automobile Dealers 
Assn,, has been elected president of the 
Automotive Trade Assn. Managers, which 
held its summer meeting in Montreal. Les 


Sander, right, executive vice-president, 
Illinois Automobile Dealers ‘Assn., was 
elected secretary-treasurer, and Lew Uli- 
rich, executive vice-president, Kentucky 
Automobile Dealers Assn., was elected 
vice-president, 





velop, and 95 percent of this in- 


dustry’s ills will be cured. 


“There was a court case 
a few weeks ago ‘sient 
franchised used-car dealer won the 
right to sell new cars from his lot. 
The handwriting is on the wall, 
gentlemen. The entire franchise 
system is at stake. I know you'll 
fight to preserve that. 

“Let’s fight for territory security 
and put this business in the posi- 
tion of honesty, integrity and, 
above all, service to the public 
where it belongs. Then you'll see 
some black and brown and blond 
hair instead of gray at your sales 
meetings.” 


; 
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AMC to Revive 
100-Inch Sedan 


Loss in Quarter Cut 
To $1.1 Million 


(Continued from Page 1) 


30, AMC’s sales rose to $101,492,069 
from $93,922,379 a year ago. 

The quarter produced a net loss 
of $1,135,455, compared with a loss 
of $10,554,556 last year before a 
nonrecurring profit of $3,510,309 
from sale of stock in a subsidiary. 


For the first nine months of the 
fiscal year, sales were $288,424,452, 
compared with $319,841,661 in 
1955-56. The net loss, however, 
was $6,467,926 this year, compared 
with $18,524,030 last year. 

There was a nonrecurring profit 
from stock sales of $10,652,229 in 
the 1955-56 period. 


* > > 


_— NEW car will give Ameri- 
can Motors a 1958 model line-up 
of the small two-seater Metro- 
politan, made for the company in 
England; the new 100-inch sedan; 
the 108-inch Rambler series, and 
the larger, Nash and Hudson car 
series. 

“Our decision to produce this 
smaller economy car is based on 
the increasing popularity of such 
cars, record sales of our Rambler 
line this year, and the numerous 
requests that we again have avail- 
able in our line the shortest and 
smallest version of our Rambler 
series;” Romney said. 

“The continuing increase in the 
relative resale value of this car is 
an important indication of its 
popularity as a used car. The 1954 
100-inch Rambler, for example, is 
bringing the highest average resale 
price of any low-price two-door 
sedan of its model year.” 

- > > 

OMNEY said the car will be 

nearly three feet shorter than 
the average American-built auto- 
mobile and four inches narrower. 
“This will make it easy to park in 
limited garage and parking spaces, 
and it will travel twice as far per 
gallon as the average American 
automobile. Design emphasis is 
placed on ‘useful passenger space,’ 
with the result that the car, while 
much smaller outside, will provide 
standard interior roominess for five 





ing family needs for greater 

individual mobility, we are bul- 
warking our position in the 

smaller and compact car field,” 
he said. 

Rambler sales in May and June 
were the highest in the company’s 
history and a new fiscal-year sales 
record is a certainty, he said. 
Metropolitan sales also are running 
at peak levels, he said. 

“Growing success of the Rambler 
and the decision of major U. S. 
makers to import foreign cars con- 
firms the soundness of the American 
Motors approach to passenger car 
design,” Romney declared. “It is 
becoming increasingly evident that 
the changed needs of the American 
motorist cannot be met solely by 
the giant U. S. car.” 


Hours Reduced 
In Northern Ky. 


CINCINNATI1.— Northern Ken- 
tucky new and used-car dealers 
have followed the shorter-hours 
trend set by Greater Cincinnati 
dealers. Early last week, 24 north- 
ern Kentucky dealers adopted a 
resolution to close at 6 p.m. on 
Tuesday and Thursday. 

Irle Hicks sr., of Hicks Motors 
and vice-president of the Kentucky 
Automotive Dealers, said most 
dealers have been open until 9 
week nights. 

The northern Kentucky dealers’ 
decision for earlier closings came 
about two weeks after a similar 
action by the majority of Cincinnati 
dealers. 


Unit Mfg. Moves 
MINNEAPOLIS.—Unit Mfg. Co., 
manufacturer of material handling 
equipment and hydraulic cylinders, 
has moved to 18 W. 26th St. here. 
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CLASSIFIED WANT ADS 





HELP WANTED 


EXPERIENCED SERVICE MANAGER for 
an aggressive Chrysier-Plymouth dealer 
in northern Michigan, Must be able to 
maintain a good shop absorption and 
handle all phases of complete service 
operation. We have a new, modern 
building with the latest equipment. Our 
facilities are the finest found anywhere. 
We sell about 300 new cars a year. This 
offers a real opportunity and future for 
the right man who wants a permanent 
position. Reply personally to: William 
0. Komula, 400 Cooper Ave., Hancock, 
Michigan. 


MANAGERS needed at once—must have 
good automotive sales background or con- 
tacts with auto dealers. We offer to 
those who qualify, unusually high earn- 
ings, excellent promotional opportunities, 
security of position, prestige, and a rock 
solid company. Many territories are open 
that must be filled. Write sending resume 
to: United Car Servicing Corporation, 
P. O. Box 141, Doylestown, Pennsylvania. 


SALESMEN—Wanted by national distribu- 
tor of automotive specialties, hardware 
and parts. Established for twenty-five 
years, with several warehouses covering 
the entire United States. If you have a 
following amongst the car dealer parts 
men, we have openings in the following 
areas: Massachusetts, Connecticut, South 
Jersey, Virginia, Kentucky, Illinois, Wis- 
consin and Michigan. High earnings. 
Give full details, Box 7348, c/o Automo- 
tive News, Detroit 26. 


ATTENTION — SALES MANAGERS. Do 
you want to make over $15,000 per an- 
num? I want a high calibre man with 
general manager potential and a desire 
to go places. Volume dealer. Will con- 
sider Ford, Mercury or GM trained man. 
Must be capable of handling 20 to 25 
man sales force in competitive market. 
All replies confidential. Box 7373, c/o 
Automotive News, Detroit 26. 





Own Your Own 
‘BUSINESS 


AMERICAN SURE-CAR CORP. 
Main Office: Dept. E, Sea Cliff, N. Y. 
(See our advertisement on Page 48) 








EXCESS SHOP EQUIPMENT? 


Why not sell thot extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 


> 





DISTRICT MANAGER 
FRANCHISES 


Auto inspection and | year warranty serv- 
ice . . . now sweeping the country . . . 


$25,000 to $50,000 earnings. Many terri- 


tories still open . . . successful automotive 
sales background necessary. 


UNITED STATES CAR 


TESTING CO. 
5327 W. Third St. Dayton 7, Ohio 
MU 1669 


Experienced Buick 
Service Advisor 


or 
Advisor with General 
Motors Experience 


Reliable, progressive Alabama decler- 
ship — Should 
return South. 


interest one desiring 


Contact Jimmy Burke 
c/o JIM BURKE BUICK 


1301 Sth Avenue, N. Birmingham, Ala. 
Phone: FA 4-3371 


HELP WANTED 


HELP WANTED—Heavy duty truck sales- 
man for large Ford dealer, principal 
southern city. This is excellent oppor- 
tunity for a real heavy duty specialist 
with excellent compensation plan and 
future opportunities. Replies confidential. 
Box 7346, c/o Automotive News, Detroit 
26. 


USED CAR MANAGER, One with experi- 
ence, ability and ambition, who can 
supervise and train salesmen, appraise 
and close deals. Want a job that will 
pay for your efforts? Reply giving ex- 
perience, age and marital standing. Pre- 
fer southerner. We are a Chevrolet, 
Oldsmobile and Cadillac dealer, doing 
business for over twenty-five years in 
southwest Virginia. Box 7374, c/o Auto- 
motive News, Detroit 26. 

SALES MANAGER. Volume Chevrolet 
2,000 car potential has opening for top- 
rate, hard-hitting Hull-Dobbs trained 
sales manager. Salary and bonus $15,- 
000 to $20,000. Write complete history 


and past experience to Box 7375, c/o 
Automotive News, Detroit 26. 
PARTS MANAGER. Wanted, experienced 


Chevrolet parts manager for volume 
Chevrolet dealer in large midwestern 
city. Attractive salary and bonus ar- 
rangement to right man. Write full de- 
tails of past experience to Box 7376, 
c/o Automotive News, Detroit 26. 





EXPERIENCED GM SERVICE MAN- 
AGER, desires permanent position, mar- 
ried, qualified to handle service and parts 
department operation. Excellent refer- 
ences, twelve years in automotive serv- 
ice and parts departments. Write 703 
Prospect, Shreveport, Louisiana. 

TRUCK MANAGER or sales manager. Only 
reason leaving large volume organization 
as truck and fleet manager is desire to 
relocate down south, Considered top notch 
new and used truck manager. If you 
want volume and profit, my almost 20 
years’ experience is awaiting your propo- 
sition. Can furnish factory and dealer 
references as to ability, character and 
know how to your satisfaction. Box 7350, 
c/o Automotive News, Detroit 26. 


SALES REPRESENTATIVE, married, 45 
years of age, with 20 years’ selling ex- 
perience in automotive industry. Looking 
for connection with good, reliable firm. 
Would welcome personal interview. Box 
7352, c/o Automotive News, Detroit 26. 


GENERAL MANAGER — Seven years as 
sales manager. Six years of those with 
Hull-Dobbs Co. as salesmanager and 
used car manager. 2,500 new car volume 
experience. Excellent references both em- 
ployer and factory. Will relocate. Prefer 
Ford or consider Chevrolet. No family 
deals. Thirty-three years of age, some 
college. Knowledge sales finance, parts 
service. Box 7383, c/o Automotive News, 
Detroit 26. 


USED CAR MANAGER or excellent sales 
job. Twenty-five years’ experience with 
used and GM. References. Relocate be- 
fore school. Box 7378, c/o Automotive 
News, Detroit 26. 


OFFICE MANAGER, female, desires posi- 
tion with automobile agency in central 
Connecticut area, Familiar with Chrysler 
bookkeeping. Excellent references. Avail- 
able September ist. Box 7379, c/o Auto- 
motive News, Detroit 26. 


WANTED: A MATURE executive with 28 
years’ of automobile experience in office 
management, used car management, and 
a dealer for the past six years, desires 
employment in either Southern California 
or Florida. Box 7380, c/o Automotive 
News, Detroit 26. 


RAMBLER OR FOREIGN CAR. Mature, 


former successful dealer would like to 
make connection as manager or sales 
manager in Florida or near Washington. 
Competent to assume any responsibility. 
Would prefer making an investment or 
buy-in out of profits. Box 7381, Automo- 
tive News, Detroit 26. 


MR. CHRYSLER DEALER: Are you get- 


ting to the point where you would like 
to take it easier and enjoy yourself more 
if you just had someone with whom you 
could share your responsibility and feel 
your business was in good hands while 
you were away. If so, I am your man. 
36 years of age, been in automobile 
business as Chrysler Corporation dealer 
entire life. Actual experience in all de- 
partments of a dealership. Honest, best 
moral character, best of references, Pre- 
fer small to medium dealership in mid- 
central states. Box 7382, c/o Automotive 
News, Detroit 26. 

OFFICE MANAGER—Ten years’ experi- 
ence dealer and factory zone office man- 
agement. Age 35. Excellent references. 
Localities desired: Southern Connecticut, 
Westchester County or Long Island area. 
a 7377, c/o Automotive News, Detroit 


D AVAILABLE 


FLORIDA DEALERSHIP handling Buick, 


west coast area. This is not a fily-by- 
night deal but a good profitable dealership 
selling 100 to 125 cars annually. Good 
building, used car operation included. 
Buy a going, money making, established 
business at inventory. Deal direct with 
owner. Box 7384, c/o Automotive News, 
Detroit 26, 


DEALERSHIPS AVAILABLE 


FOR SALE—DEALERSHIP in northwest 
Iowa town of 4,000, established in 1934, 
modern brick fire proof building; parts 
and equipment. 23 years of continuous 
service. No cars, trucks or accounts re- 
ceivable included. Excellent trade terri- 
tory and wonderful opportunity. Avail- 
able because of death of husband, Box 
7368, c/o Automotive News, Detroit 26. 


AGENCY HANDLING MERCURY with 
used-car lot (New York area); low over- 
head, excellent facilities; buy for parts 
and equipment; no real estate. Box 7295, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING BUICK avail- 
able in northern Wisconsin near new 
taconite development . . low overhead 
. . «. Up-to-minute equipment. Write 
Knotts Buick Co., Park Falls, Wisconsin. 


DEALERSHIP HANDLING LINCOLN- 
Mercury and small foreign car in small 
Connecticut town (pop. 40,000-50,000), 
near metropolitan area. Long established. 
Built and own building—almost new— 
ideally located. Sell or possible lease. 
m 7358, c/o Automotive News, Detroit 


DEALERSHIP HANDLING DODGE- 
Plymouth—in heart of billion dollar coal 
field. Established 1936. 250 car and 
truck potential. Will lease building in 
center of town. Reason for selling 
doctor’s orders. Box 7361, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING DODGE—Plym- 
outh in New Jersey. Good building and 
equipment. Large lot on corner of main 
highway. Box 7341, c/o Automotive News, 
Detroit 26. 


IR SALE: DEALERSHIP handling De- 
to-Piymouth in medium sized Okla- 
homa town, Favorable lease, modern 
building. well equipped shop. No ac- 
counts or used cars to buy. Box 7365, 
c/o Automotive News, Detroit 26. 


AUTOMOBILE DEALERSHIP, one of Big 
Three, located Atlanta, Georgia. Excel- 
lent parts and service business, finest 
equipment, top location. Can arrange 
good lease. A real attractive price for 
quick sale. Box 7369, c/o Automotive 
News, Detroit 26. 








DEALERSHIPS AVAILABLY, 


CENTRAL SAN FRANCISCO LOCATION 


— GENERAL MOTORS DEALERSHIP, 
Exceeding 1,000 car sales potentia! with 
4,200 seven year owners for service and 
parts gross. Located in center of fast 
growing Bay Area. Ideal year «around 
climate. Excellent used car market. Rare 
opportunity to become a Key Genera] 
Motors Dealer. All replies confidential, 
Box 7387, c/o Automotive News, De. 
troit 26. 

DEALERSHIP HANDLING BUICK i, 
Pacific Northwest community of ap. 
proximately 27,000 with approximately 
80,000 market area. Established nearly 
20 years. Foreign car franchise also, 
$55,000 will handle. Large, modern build. 
ing, will lease or sell. Box 7370, c/o 
Automotive News, Detroit 26. 

DEALERSHIP HANDLING THREE GM 
LINES, plus profitable independent, 
Finest Rocky Mountain location. 127 
units, grossing $625,000. Service absorp- 
tion 95%. Average net profits, $34,000, 
Long established, finest facilities. Wil 
sacrifice, Owner. Box 7371, c/o Automo. 
tive News, Detroit 26. 

ONE OF SUFFOLK COUNTY, N. Y's old- 
est dealerships handling Lincoln-Mercury 
offered for sale. No used cars or ac- 
counts receivable to take over. Retiring 
due to ill health so priced to sell fast, 
Box 7372, c/o Automotive News, Detroit 
26. 


VOLVO 


FRANCHISE AVAILABLE 


Sweden's “hot’’ new model sports sedan 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish built-to- 
last precision, sports car handling and 
performance. VOLVO dealerships now 
available in our territory: Alabama, Ar- 
kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT 
2221 Milam Telephone CA 4-9456 
Houston, Texas 





DEALERSHIP WANTED 


BUICK OR OLDSMOBILE. 200-1,000 cars, 
Located in Florida, Illinois, Colorado, 
California or southwest. Have cash and 
factory approval, All replies confidential. 
Box 7336, c/o Automotive News, Detroit 
26. 


CHEVROLET DEALERSHIP selling 600 
or better. Share responsibilities and 
profits. Partial ownership wanted for 
cash by experienced dealer. Strictly con- 
fidential. Box 7363, c/o Automotive News, 
Detroit 26. 


CHEVROLET-FORD in city of 10,000 and 
up. Have $80,000 cash and approval. 
Would consider buy-in for a larger deal- 
ership. All replies confidential. Box 7385, 
c/o Automotive News, Detroit 26. 





HELP WANTED 


Regional Managers 
in the 
Aircraft Sales Management Field 


Beech Aircraft Corporation has positions available for men 
with wholesale administrative and retail sales experience. 
The men selected will be Regional Managers in key areas of 
the United States where they will find ample opportunities 
for personal advancement with Beechcraft in the rapidly 
expanding business aircraft field. 


Applicants should be 35 or under, willing to travel, relocate, 
and hold o current pilot's license with at least 400 hours 
flying experience. Salary range is $6,000 to $9,000. 


Please send a brief resume with recent photo to Roy A. Kunz, 


Executive Employment Division 


BEECH AIRCRAFT CORPORATION 
Wichita 1, Kansas 





TRUCK MANAGER 
FOR MIAMI, FLORIDA 
CHEVROLET DEALER 


Volume Chevrolet Dealer is interested in hiring Truck 


Manager who is aggressive, basically 


sound, funda- 


mentally honest, and has the ability to sell trucks in 


addition to conducting Truck Sales 
Dreamers, Wishful Thinkers, Silvery-tongued Orators 
“don't waste time." Production only counts! 
Replies Confidential 
Person chosen must stand most rigid investigation. 
Apply 
Anthony ABRAHAM Chevrolet 


4181 S. W. Sth Street 


rtment. 


Miami, Florida 
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DEALERSHIPS WANTED 


WANTED 
NEW CAR AGENCY 


Ford or Chevrolet Preferred 
factory approval and ample 
capital 
Write Box 7345, c/o Automotive 
News, Detroit 26. 





WANTED: WESTERN STATES GM or 
Ford products, Any size, any price. Cash. 
I have factory approval and guarantee; 
your reply kept confidential even from 
factory. Box 7305, c/o Automotive News, 
Detroit 26, Mich. 





WANTED 
NEW CAR AGENCY 
"BIG _" 


New York or Surrounding Area 
Have factory approval and ample 
capital 
Write Box 7386, c/o Automotive 
News, Detroit 26. 





BUSINESS OPPORTUNITIES 


A TREMENDOUS BUSINESS OPPORTUNITY 
Especially for AUTOMOBILE MEN 


YOU CAN POSITIVELY 
MAKE $50 to $75 A DAY 


YEAR-ROUND, Depression-proof Business re- 
quires an investment of less than $1,000. 


You provide a service needed (on a repeat 
basis) by every automobile dealer, and by 
fleet operators, trucking companies, etc. You 
have at least seven remarkably stable sources 
of income. 

YOU REGROOVE TIRES FOR 
OTHERS WITH A RUGGED 
PRECISION MACHINE. 

This business is built around . . . and depends 

. . . the portable electric Automatic 
Honeycutt TIRE REGROOVING MACHINE, 
which does a uniformly perfect job on all 
tlandard treads through 11:00x22. You buy 
nothing but the machine—no franchise ex- 
penses. Yet, we show you how others—day 
in and day out—are earning more money 
than ever before. 

l’'s a proven fact, the Honeycutt WILL 
MAKE YOU MORE NET PROFIT WITH LESS 
CAPITAL OUTLAY THAN ANY OTHER 
EQUIPMENT. 


Finance Plan Available 
For Information—Write, Wire or Call 
HERMAN SMITH DISTRIBUTING CO. 


03 Dallas Ave. Houston 3, Texas 
Phone CA. 7-9545 



















Business 
Opportunity 
Distributorships available on 
FLAME OUT, the vacuum- 
powered safety ash tray for 
cars, trucks, and power boats. 
No competitive item on mar- 
ket. If selected, you will be 
granted an 


























Exclusive 
Franchise 


on this useful safety and con- 
venience device. Nationally 
recognized and publicized by 
over 50 trade magazines and 
other publications. Enhance 
present business income or 
start new business. Unlimited 
field. Company executive will 
interview personally only per- 
sons of integrity and financial 
responsibility. Minimum $2,- 
000 required for inventory 
each state. If qualified, write 
giving history and phone num- 
ber to National Sales Man- 
ager, Walker Engineering and 
Manufacturing Company, 
1550- 20th St., Santa Monica, 
California. Phone EXbrook 5- 
8987. 




















BUSINESS WANTED 





ATTENTION 


CAR LEASING COMPANIES 
NEW ENGLAND & NEW YORK AREAS 
We are interested in buying all or part of 
your business. All replies in strictest confi- 
dence. Write to 
S. M. ROSE, Pres. 
FLEET TRANSPORTATION, INC. 

201 East 184th St. Bronx 58, N. Y. 








DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio, 


DEALER SERVICES 





MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 


We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 


MILITARY FINANCE CO. 

502 Tioga Bidg., 2020 Milvia 
Berkeley 4, Calif. THornwall 5-2275 
“Worldwide Financing for Military 
Personne!l"’ 








AAA DRIVEAWAY, INC. 


CHICAGO 


DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 


Free inside bugscreens provided if desired. 
343 S$. Dearborn WeEbster 9-2364 








INVENTORY SERVICE 


Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 


Dealers_... CAN 


Get The Last Chance to 
Close That Deal! 


The PAT-MIL System—proven 100% 
effective—guarantees you the final 
chance at closing the deal. This 
system brings back ALL shoppers, 
the “bebacks,” before they close 


a deal with a competitor. No gim- 
mick, this honest, proven plan 
means money to you, the final 
chance to close a deal on all of 
the shoppers that visit your show- 
room. 
SEND LETTER OR POSTCARD FOR 
FREE DETAILS 


Robert Miles Advertising 


Inc. 
429 W. Michigan St. Milwaukee, Wis. 





CARS FOR SALE 








































1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 
PRICED RIGHT 


Automatic Transmission, Heater, De- 
froster, All Good Rubber, Some With 
Power Steering. 

Quantities from 5 to 500. 


Straight Bodies, Good Grilles 
EASY TO CONVERT 


Write—Wire—or Phone 
Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Blvd, 
Long Island City, N. Y. 
ST 46351 
N. Y.’s Largest Volume Taxi Dealer 


West Coast Representative 
AUTOTERIA 
E. 3104 Sprague Ave., Spokane, Wash. 
Phone: Keystone 5-1639 
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CARS FOR SALE 





USED CADILLACS 
WHOLESALE 


ask for Ralph Sovel 
Charlie's Olds-Cadillac 


10225 Grand River WE 3-5200 
Detroit, Michigan 








CARS WANTED 


WANTED — USED 7 passenger Cadillacs, 
1954 through 1957. Give full details, Cliff 
Kliesing, Box 122, Pearland, Texas. 

SEVEN PASSENGER CADILLAC limou- 
N. E. Sandy, Portland 12, Ore, 

PARTS FOR SALE 
$5,000 Studebaker parts 


Nichols, Inc., Covington, Va. 





GENUINE CADILLAC AND PONTIAC PARTS 
Late model—govt. surplus 
Large discounts—send for list, 


M-W TRUCK PARTS 
Franklin and Oak Streets 
Brooklyn 22, N. Y. 
EV 3-0536 








FOR SALE 


1 Bear frame machine designed to handle 
trucks and cars—all attachments included. 
1 large stock of Federal truck parts, 
engine, transmission and differential, some 
sheet metal. 

1 used Holmes 525 wrecker crane. 

1 new Holmes 525 wrecker crane. 

5,500 Cyclone oil cartridges, assorted 
numbers and sizes. 


Terminal Auto Parts 


217 W. Depot Knoxville, Tenn. 
Phone: 2-5135 





PARTS WANTED 


WANTED—NEW 1946-54 6 cyl. 
and DeSoto motors or short blocks. 
Rosenblatt’s, 2845 Fulton St., Brooklyn, 
N. Y. 


OFFICE EQUIPMENT FOR SALE 


UNDERWOOD SUNDSTRAND accounting 
machine 24’’, set up for automotive sys- 
tems; and a supply of forms. Perfect 
condition. Make an offer. Reno Motors 
Corp., 515 So. Virginia, Reno, Nevada. 


TRUCKS FOR SALE 


WRECKERS—’'55 Chevrolet LCF-5400—2 
spd.—Hubbard crane and wrecker body 
V-8 motor, $3,000—13,000 miles. °55 In- 
ternational R160 (525) Holmes complete 
factory equipped body and towing cradle 
—12,000 miles. "50 Chevrolet 3800 series 
—1 ton with duals (515) Holmes $1,500— 
28,000 miles. These wreckers have spot- 
lights, r & h, Beacon Ray lites, and 


Chrysler 


guaranteed to be like new. Lew’s Ga- 
rage, 4025 Salem Ave., Dayton, Ohio. 





$50.00 REWARD 


Two units, a car and a truck, were 
recently secured from us under false 


pretenses. The truck was taken out for 
“DEMONSTRATION” and never re- 


turned, The car was obtained by a 
worthless check. Descriptions are: 


1955 Chevrolet 210" 4-door. 
Light Blue Body—tivory Top. 
Motor: 0105387F55Z 

Serial: B55S-018437 
Mississippi Tag: 528-454 


1952 Chevrolet %4-ton pickup. 
Dark Green Color all over. 
Motor: AKCA-247415 


Serial: 1KRD-1864 
Mississippi Tag: P/5-13061 


The $50.00 reward for each unit 
will be paid for the first information 
which results in our securing posses- 
sion of the unit. 


RELIABLE CHEVROLET CO. 
Meridian, Mississippi 





AUTOMOTIVE NEWS 


WANT ADS 
BRING RESULTS 


TRUCK EQUIPMENT FOR SALE 


TRACTORS 


1953 Diamond T Model 622 Sleeper Cab, 
100x20's, Two speed, Overdrive Trans- 
mission, Excellent Rubber, has 302 
GMC Replacement Engine, Air 
Brakes. $2,500 or Best ‘er. 

1954 GMC D-630 Diesel, 1000x20's, Two 
Speed Rear, Overdrive Transmission, 
in excellent condition, Excellent Rub- 
ber, Air Brakes. $4,500 or Best Offer. 


GMC-HDCR652—Diesel—J ust Over- 
hauled, 1000x22 Tires, Overdrive, Two 
Speed Rear, 
Best Offer. 
GMC-502 (Gas) Excellent, 1000x20 
Tires, Overdrive, 2-Speed Rear, Air 
Brakes. $3,750 or Best Offer. 
GMC-HDCR652 Diesel, Just over- 
hauled, New Paint, 1000x22 Tires, Like 
New, Air Brakes. $3,000 or Best ‘er. 
1951 GMC-HDCR651 — Diesel — Completely 
Overhauled, New Paint, 1000x22 Tires, 
Overdrive, 2speed Rear, Air Brakes. 
$2,750 or Best Offer. 
GMC 752 Diesel Tractor, Wrecked, 
Cab is damaged, Motor just over- 
hauled with New Cylinder Head, New 
Block, etc. Has spicer 553! Over- 
drive, 20500 Eaton, 1000x20 Tires. 


Write, Call or Wire. Phone: DI 6-072! 


John Cawley or 
Oscar Kerchowskas 


Cc & L GMC TRUCK CO. 
(GMC Truck Declers) 
118 W. Drinker St., 
(Scranton) Penn. 


Air Brakes. $2,750 or 


1955 


195 





SHOP EQUIPMENT FOR SALE 


CLAYTON CHASSIS DYNAMOMETER 
Slightly used; like new condition. With 
or without steel supports for two-story 
or one-story installation. Sacrifice, $1,200. 
Herman J. Redd, Inc., New Castle, In- 
diana. 


ANTIQUE CARS FOR SALE 


1927 BUICK—4-dr, sedan. A-1 condition. 
One owner. Write: Ernie Gibson, 
Morenci, Mich. 





FOR SALE—1911 Hupmobile roadster, re- 
conditioned by an expert. 1935 Hupmo- 
bile sedan, still in original condition. 
1938 Chrysler 7 passenger limousine. 
This car has less than 15,000 miles on 

the origina! tires. Personal car of the 

chairman of the board with Auto-Lite. 

Like new in condition. Ellis-McClure, 

pa 21-23 South Spring St., Springfield, 

Ohio. 


MISCELLANEOUS 


BUSINESS CARDS—Simulated engraved. 
1-color, $4.50 thousand; 2-color, $5.25 
thousand. Compare with those costing 
up to $20.00 thousand. Write for free 
samples. Burleson Printing Service, 
Bloomingdale, Mich. 


CAR RECORD BOOKS, forms for work- 
sheets, bills of sale, powers of attorney, 
affidavits, instaliment notes, automobile 
purchase orders, statements of motor 
vehicle sales, metal rimmed key tags. 
Suckert Loose Leaf Cover Co., 11911 
Grand River, Detroit 4, Mich. 


ATTENTION 
BUICK DEALERS! 


We have the answers to your 
carburetor troubles 


A patented needle vaive and seat— 
eliminates flooding, cilting—Iincreases gas 
mileage—Customer's satisfaction guaran- 
teed—Approved by cor manufacturers 
—Accepted by Buick on A.F.A. 


List $3.75 Net $1.85 


Minimum order 10 postpaid—Give year, 
model and carburetor make. 


STONE BROTHERS BUICK 


5100 East 11 Street Tulsa, Oklahoma 
WEbster 2-2311 








MISCELLANEOUS 


CONVERTIBLE TOPS 
linings, $12.50, Clear plastic seat co 
$12.50. Free catalogue. Big Buck, 
Cambridge St., Boston 14, Mass, 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.O.8. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$9.90 Fed. Tax included 
e @ 
THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Four 


Liberal Qua Discounts 
To Staleineton 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 





Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5445 sie 


coum, $6445 


BRAKE HOOK-UP... 
QUICK-TOW Bumper- 


TRI-KING 3-Point Hook- 


TowKinG oc, 


Hook-Up 


$35.00 
$450 
Tow Bar Sales Co. 


Exclusive Distributors 


Factory 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect 3,2". 


55 








$18.75 Head- 








Car Dealer [) 
Jobber [) 


insurance [] 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 
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TRADE CONNECTION: 
Truck Dealer F) 


Manufacturer () 


Financial () Supplier 1 








‘the truck dealer 
with plenty of problems... 


He keeps happy handling plenty of good, challenging truck problems. 


He welcomes the problem of the men who need trucks that must be built 
to fit their hauling jobs exactly. Or the men wha insist on keeping operating 
and maintenance costs ’way down. 


He has the right answer every time, because he’s an INTERNATIONAL 
Truck dealer. He sells the world’s most complete truck line —half-ton 
pickups to 96,000 Ibs. GVW models. And he gan show his customers that 
cost records prove INTERNATIONAL Trucks cost /east to own. 


There’s an INTERNATIONAL Truck franchise you’l] be interested in, too. 
For information, write: Manager of Sales, Motor Truck Division, Inter- 
national Harvester Company, 180 N. Michigan Avenue, Chicago 1. 


INTERNATIONAL TRUCKS 





